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Eastern Agents Get 
Bleak Picture Of 
Rising Fire Losses 


Doremus Tells Washington Meet- 
ing That Rates Must Be Increased 
to Offset High Loss Ratios 


ELECT A. B. FAIR CHAIRMAN 


Keen Interest Shown in NBFU and 
NAIA Ad Campaigns; Miller 
Outlines Objectives 


By Epwin N. EacER 


Washington, D. C., Mar. 18— Proper 
insurance to value and adequate rates 
to curtail continuing underwriting losses 
are two prime objectives of the insur- 
ance industry today, the Eastern Agents 
Conference was told at its ninth annual 
convention at the Hotel Statler here this 
week which opened with a get-together 
buffet supper last evening. About 300 
agents and company representatives in 
EUA field, extending from Maine to 
D. of C. are attending this gathering. 
Chairman John J. “Joe” Maguire of 
Philadelphia is presiding officer with 
Vice Chairmen Arthur B. Fair of Massa- 
chusetts and Charles H. Frankenbach of 
New Jersey assisting. 

Fair Elected Chairman 

Arthur B. Fair, Natick, Mass., was 
elected new chairman of the Eastern 
Agents Conference to succeed John J. 
Maguire, Philadelphia. Other officers 
were moved up as follows: Charles H. 
Frankenbach, Westfield, N. J., to first 
vice chairman; Valmore H. Forcier, 
Danielson, Conn., to second vice chair- 
man; Arthur L. Schwab, Staten Island, 

. to treasurer, and William A. 
dEspard, Washington, was elected sec- 
retary. 

Atlantic City was chosen for the 1958 
EAC meeting, with dates set tentatively 
for March 23-25. 

Mr. Fair has served as president of 
the Massachusetts Association of Insur- 
ance Agents, as national director in 
NATA, as chairman of legislation com- 
mittee of NATA and as trustee of the 
Insurance Library Association of Boston. 
He is senior partner in the agency of 
Fair & Yeager in Natick, has been in 
insurance since 1914, and recently was 
elected a director of the Excelsior In- 
surance Co. 

Secretary-Manager Frederick W. 
Doremus of the EUA outlined at the 
opening session today the $1,000,000 ad- 
vertising program of the National Board 
of Fire Underwriters, designed to aid 
the objective of proper amounts of in- 
Surance on property and to stress to 
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YoU a 8 8 
Can Get FURTHER FASTER 


with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, S-rgical and 
Major Medical. 


TRAINING 
-in individual programming, Business Insurance, 
and tax planning. 
TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions 
Supervisor, General Agent and Home Office. 


— to sell all forms of Participating Life Insurance 
estate 


Field 


All Monarch training is company sponsored and company 
supported — and all new men are company financed, 


Liberal retirement, group life and hospitalization benefits 


for al] salesmen. 


Frank S. Vanderbrouk, President 
Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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Canada—Proposed 
Income Tax Changes 
Cause Cos.’ Concern 


Postponement on Limited Amounts 
of Earned Income Set Aside 
for Retirement 


HOW IT AFFECTS PENSIONS 


Features of Eligibility for Income 
Tax Deduction: More Cleri- 
cal Work 


Ottawa, Canada—Publication of budg- 
et views of Walter Harris, Canadian 
Minister of Finance, relative to income 
taxation has caused some concern in 
the home offices of Canadian life insur- 
ance companies. While saying that the 
general level of income tax must for the 
time being remain unchanged Mr. Har- 
ris presented some features which 
said would improve the tax 
and which he thought “can be introduced 
at the present time.” 

One problem confronting the 
nies would be the work involved in de- 
signing policies that the public will like 
to have qualified for deduction in tax- 
Another is the amount of addi- 
work in head offices of 


new 


he system 


compa- 


ation. 
tional 
the companies with which the life com- 


clerical 


panies will be confronted. 
The 
Mirtister Harris, 


first of the innovations, proposed 
relates to tax pro- 
income for retire- 
At present where, a pen- 
sion plan, the employer contributes to a 
retirement fund and withholds part of 
the employe’s remuneration for the same 
purpose, tax is paid on the pension when 
received; that the income 
when the employe receives it for spend- 
ing, and not on income flowing into the 
fund which the employe does not receive 
that It proposed to 
introduce general allowing 
tax postponement on limited amounts of 
earned income set aside for retirement 
hy any taxpayer whether an employe 
or not. This privilege will be of general 
application. 


by 


ponent on set aside 


ment. under 


is, on cash 


in year. is now 


policy of 


Annuity Complexities 


To be eligible for income tax deduc- 
tion a taxpayer will be required to file 
with his return a receipt for an amount 
paid toward the purchase of a particular 
kind of annuity. The annuity must be 
payable in equal annual amounts for 
the full life of the taxpayer and it may 
provide upon his death for annual pay- 
ments to his spouse not exceeding those 
he was receiving. The annuity may pro- 
vide for a term certain up to 15 years. 
It may be arranged to commence at such 
time as the taxpayer wishes, but its com- 
mencement may not be postponed be- 
yond age 70. However, once the tax- 
payer starts receiving payments under 
an eligible annuity he may make no fur- 


(Continued on Page 16) 
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BROKERS KNOW THEIR WAY AROUND! 








And they've come to us very often during the past year. 


So have agents whose companies were forced to say: NO! 







@ Result? We've won Continental Assurance’s 
NATIONAL ACHIEVEMENT AWARD for 1956. 

















We're looking forward to even greater achievement in 1957! 





e Why? Because Continental Assurance is applying 
QUANTITY DISCOUNT ACROSS THE BOARD to a | 


volume purchase of life insurance—be it par, non- 







par, ordinary, term, endowment, limited pay, etc. | 


Effective March 25. 
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the MORE you buy 
the LESS per $1,000 it costs 
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Please continue to know your way around! 
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One of the most successful and informative 


Annual Sales Congress Of N. Y. C. Ass’n 


By Ottver J. Jones 


affairs of the Life Underwriters 


Association of the City of New York was that of the 37th annual sales congress 


held on Thursday of last week at the Sheraton-Astor Hotel. 
general agent in New York for Manhattan. Life, 


Bernard A. Haas, 
serving as general chairman of 


the all-day session, did an outstanding job in arranging a well-balanced program that 


was enthusiz istically 
veterans in their chosen fields, g¢ 
1S -S certainty that many 


received by approximately 
gave generously of their experiences and ideas, and 
of those attending will apply 


1,000 persons. The speakers, all 


the knowledge they 


acquired in better serving their own clientele. 


Speakers included such successful salesmen as A. 


chusetts Mutual Life, Milwaukee, 
Life Underwriters and James B. 


Hancock. Home office officials on the program were Karl H. Kreder, CLU, 
Metropolitan Life and Robert J. 


vice president, 


Jack Nussbaum, Massa- 
and president of the National Association of 
Rowe, general agent in Charlotte for the John 


second 


Lawthers, director of benefits 


and pensions, New England Life, who discussed accident and health insurance in 


today’s market and the current business insurance scene, respectively. Ben H. 
Wooten, president of the First National Bank of Dallas and a leading financial 
figure, outlined the current financial picture, and Judge S. Samuel DiFaleo, Sur- 
rogate, New York County, described some of the: operations of his office and 


offered some helpful suggestions to the life insurance producer in his talk entitled 


“Are Your Clients Ready to Die?” 


Skill Needed For Capable Selling 
Job Says A. Jack Nussbaum 


Most men in the insurance business 
have sufficient knowledge right now to 
double their production; however, not 
enough men have the selling skill to do 
the job that they are capable of doing, 
A. Jack Nussbaum, MasSachusetts Mu- 
tual, Milwaukee, said at the annual sales 
congress of the Life Underwriters As- 
sociation of the City of New York last 
week. Mr. Nussbaum, who is president 
of the National Association of Life Un- 
derwriters, feels that the difference be- 
tween mediocre success, and _ success, 
comes about when the individual agent 
starts to interpret the purpose of life 
insurance in his own manner—using his 
heart as well as his head. “The rewards 
of selling are great,” he said, “but un- 
fortunately most people will not pay the 
price for success. If I were starting in 
the life insurance business today, I 
would study and become highly efficient 
in one specific sales talk at a time. I 
would slowly branch out and have at my 
command a sales talk for every single 
specific need. My ultimate objective 
would be to get into programming, be- 
cause we all know that a bigger and bet- 
ter job can be done through the pro- 
gramming method. 

“A fellow may be going along well 
selling single specific needs and then he 
starts to itch to get into programming. 
Very often during the transition period 
his production is less than it was when 
he was doing package selling. I believe 
the reason for this is that he is talking 
to new prospects and trying to get them 
interested in programming and insur- 
ance. Instead of doing it that way, it 
seems to me that I would make a list of 
all of the people that I had sold a pack- 
age sale to, and starting with No. 1, 
I would go to him and say something 
like this: ‘Mr. Prospect, you are a 
client of mine and you are entitled to 
the best service that our office can give. 
I have nothing to sell, but what I want 
to do is coordinate your life insurance 
and make it do the best possible job for 
the benefit of you and your family.’ 
Bear in mind that since he is a client, 
his application has told us how much 
life insurance he owns. We are now 
talking to sympathetic ears and not only 
will we get into programming in an or- 
ganized way, but in all probability we 
will sell more life insurance to the peo- 
ple we talk to.” 


Some of ‘the basic needs that can 








readily be sold as a specific-need sale 
were outlined by Mr. Nussbaum as fol- 
lows: retirement income, educational 
fund, mortgage retirement, executor’s 
need for cash, and life income for wife. 
In selling mortgage insurance Mr. 
Nussbaum said that “in a_ situation 
where the prospect has a_ ten-year 
mortgage of $10,000, the interest is. 
414%, and he is married and age 35, I 
believe I would open the discussion by 
asking my prospect if he has the death 
cancellation clause in his mortgage ? 
Usually he will start asking questions. At 
any rate, I might say to him: ‘Oh, of 
course you can’t have this, since you 
have a 41%4% mortgage. You may or may 
not know this, but by adding 7/10 of 1% 
to the cost of the annual mortgage carry- 
ing charge, you can guarantee that if 
you die anytime during the next ten 
years your family will have their home 
free and clear. Any monies that you 
might pay on the principle of the mort- 
gage during that ten-year period will be 
refunded to your family.’ ” 

In selling education insurance, Mr. 
Nussbaum said that it is important to 
know everything there is to know about 
the cost of education, about how much 
more a college man earns during his 
lifetime as against a grammar school or 
high school graduate. It is also well to 
know about the value of a college educa- 
tion and have a prepared sales talk to 
cover that single specific need. 


Salesman’s Greatest Problem 


The greatest problem of the salesman, 
Mr. Nussbaum believes, is making the 
first sale to a new client. “As a life in- 
surance man,” the said, “selling a new 
prospect the first time is the only sale 
that I make. Any repeat sales are purely 
purchases on the part of the client. 
Usually all I know about a first prospect 
is that he is a human being and that he 
can afford to pay for it. Now why do we 
need an agent to sell life insurance? 
Why can’t we just give a man a book 
and tell him to read it? I believe it is 
because they not only need someone to 
help them, but they also need someone 
to help them decide, because most people 
do ttot like to make decisions.” 

Another thing that is heard quite 
often, Mr. Nussbaum remarked, is that 
prospects should be qualified. “Have you 
ever stopped to think,” he said, “that 
the prospect qualifies the salesman as 


Association President 





COYLE 


MICHAEL P. 


well? The thing that we must bear in 
mind is the fact that we must deal with 
human nature as it is—not as we wish 
it were. We can uncover or locate a 
man’s needs, but you know what he is 
going to do. He is going to buy what 
he wants. For example, a young man has 
$40 with which to buy a suit of clothes 
which he needs quite badly. So what 
does he buy? He bought a set of golf 
clubs because he wanted the clubs.” 
Before keeping an appointment, Mr. 
Nussbaum said that he asks himself 


Sales Congress Chairman 





BERNARD A. HAAS 


three questions: “Why should he buy 
from me? Why should he buy? Why 
should he buy from me today? Until 


I have answered the third question, I 
have just done a good job of telling and 
not selling. If I have proven to him why 
he should buy, I have done a good job 
of telling. If I have done a good job of 
telling, he might say to me: ‘Jack; I 
think you are a grand fellow, and when 
I am ready to buy I am certainly going 
to bear you in mind.’ In order for him 
(Continued on Page 6) 


Current Business Insurance Scene 


Viewed By Robert J. Lawthers 


In the current business insurance 
scene we find nothing new or startling, 
Robert J. Lawthers, director of benefits 
and pension business, New England Life, 
said addressing the annual sales congress 
of the Life Underwriters Association of 
the City of New York last week. The 
product we have to offer and methods of 
presenting it, he remarked, are about 
what they were a year ago or even two 
years ago. “We have,” he said, “in the 
Ordinary field, key-man insurance, in- 
surance to implement buy-out arrange- 
ments or partial stock redemptions, in- 
surance to implement deferred compen- 
sation arrangements and agreements for 
employe death benefits, insurance issued 
in connection with qualified pension or 
profit-sharing plans, and split-dollar in- 
surance. Our task today is principally 
one of digging in, consolidating our 
forces, improving our knowledge and 
techniques, and refining and perfecting 
our tools and their use. 

“For a corporation, a straight key-man 
insurance sale on the life of a valuable 
employe, who may or may not happen to 
be a stockholder, is probably our easiest 
and, other things equal, our best sale. 
If the employe, whether a stockholder 
or not, is really of exceptional value to 
the corporation, the corporation is going 
to take a loss upon his death and needs 
the insurance as indemnification. With 
the purchase of the insurance properly 
handled, the proceeds will be received 
by the corporation free from income-tax 


liability, and will be available for what- 
ever use the corporation for its own pur- 
poses may properly make. 

“The danger comes when this is viewed 
as a substitute for insurance carried per- 
sonally by a stockholding employe. It 
is obvious that in a closely held corpora- 
tion whatever is good for the corporation 
cannot help, in general, being inciden- 
tally good for the stockholder. However, 
it does not necessarily follow that what 
is good for the stockholder, individually, 
must be good for the corporation. The 
stockholding employe who permits his 
life to be insured by his corporation 
should be aware of the great difference 
between this insurance and personal in- 
surance; namely, that at his death the 
proceeds of a corporation-owned policy 
may be locked into the corporation, with 
potential income-tax liability in getting 
it out, whereas personally carried insur- 
ance will be available to his beneficiaries 
free of income-tax liability. To be sure, 
there are limited ways that corporation 
funds can be gotten out at the death of 
a stockholder, without income tax liabil- 
ity to the persons receiving them: for 
example, a total redemption of a stock- 
holder’s stock, or the limited partial re- 
demption permitted under Section 303 
of the Code to meet death costs. But 
these must always be viewed within the 
framework of a basic meeting of cor- 
poration needs and purposes, rather than 
a serving of the personal objectives of 
the stockholder and his relatives.” 
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Suggests Service Approach 


Mr. Lawthers suggested a service ap- 
proach through which an insured may 
be helped in saving an existing situation 
from the potentiality of real disaster. 
He pointed out that under both the old 
Code and the new one, a total redemp- 
tion of a shareholder’s stock at his death 
does not give rise to income-tax liability. 
“Prior to 1954,” he continued,“there were 
many situations in which stock was held 
solely by various members of a family. 
A buy-out agreement was entered into 
between the corporation and the various 
stockholders, by which the corporation 
would buy out all of the stock of a 
stockholder at his death, and insurance 
was carried by the corporation on each 
life to find the buy-out agreement. Some- 
thing new had been added by the at- 
tribution rules of Section 318 of the new 
Code. Stock owned by the beneficiary 
of an estate may be attributed to the 
estate, so that even a total redemption 
of all of the stock actually owned by the 
estate will be deemed a partial redemp- 
tion. Thus, possibly, everything paid the 
estate for stock may be deemed a tax- 
able dividend to the estate, except to the 
extent that the requirements of Section 
303, fo: a partial redemption to meet 
death costs, can be met. There are elab- 
orate rules covering this in Sections 302, 
303 and 318 of the Code, some very de- 
tailed, and some with a puzzling vague- 
ness. It is not your job to solve such a 
problem. This is a job for the attorney 
for the parties involved, but you will be 
doing a real service to such a stockhold- 
er if you bring the possibility of danger 
to his attention so that the whole matter 
will be reviewed by the attorney.” 


About going too far the other way, 
Mr. Lawthers cautioned against going 
out on a limb by saying there will be 
such income-tax liability. The determi- 
nation of the extent of the danger is up 
to the attorney, and the solutions to be 
adopted are up to him. Sometimes the 
solution will be changes in the stock- 
holder’s will; sometimes, a present re- 
allocation of stock among members of 
the family; and sometimes, an individual 
buy-out agreement in place of having a 
corporation buy-out. 

Mr. Lawthers feels that the individual 
policy continues to be a preferred meth- 
od for use in connection with qualified 
pension and profit-sharing plans when 
only a comparatively small number of 
employes are being covered, “There is 
no question,” he said, “that the attrac- 
tiveness of such plans can be enhanced 
by the fact that stockhclding employes 
can participate. There is no reason why a 
stockholding employe who is considering 
the adoption of such a plan should not 
consider the benefits that he may inci- 
dentally derive for himself as an em- 
ploye. But again, don’t let the tail wag 
the dog. A reasonable degree of modesty 
is as becoming to such a stockholder as 
it is, in my old-fashioned opinion, to a 
woman.’ 

Split-Dollar Insurance 


On split-dollar insurance, Mr. Lawth- 
ers said that from being widely talked 
about and little done, it has achieved a 
slow but steady growth since Revenue 
Ruling 55-713. “It is particularly ap- 
plicable,” he said, “to the non-stock- 
holding executive, or a small group of 
non-stockholding executives, of the cor- 
poration of modest size. It has the ad- 
vantage of permitting a selectivity that 
qualified employe benefit plans and 
Group insurance cannot provide. It en- 
ables a corporation, by a merely partial 
immobilization of its funds, to help an 


employe to acquire insurance at a sur- 
prisingly low cost to himself. On the 
other hand, no corporation should enter 
into such an arrangement without a 
long-range projection of the amount of 
money it will be required to put 
into the cash values of the insurance. 
To be sure this will be only partially 
immobilized, not totally, because with 
proper planning in advance, the cash 
values of the policy may be available 
to the corporation as_ security for 
loans, if it should need, in the future, 
to reach the funds (or even available 
outright, by surrender of the policy or 
sale of it to the insured if the plan 
should be abandoned). It is probablv 
the amount of funds that would need to 
be so immobilized, if only partially, that 
makes this sort of plan workable, in a 
practical way, only when one or a very 
few employes are to be covered, rather 
than a very large number. 

“Here one particularly needs to watch 
the stockholding employe. I have seen 
several private letter rulings, and they 
seem to be uniformly containine a boiler- 
plate paragraph to the effect that if the 
employe is a stockholder, attention is 
called to the fact that the transaction is 
viewed as though loans were beine made 
to the stockholders, and that loans to a 
stockholder may be held to result in the 
distribution of taxable dividends. At the 
worst, this seems to imply a threat that 
the entire amount of each premium con- 
tribution by the corporation might be 
deemed a taxable dividend to the insured. 
In most situations, I believe that this 
would be incorrect because the cash 
value still belongs to the corporation as 
a separate entity, and would be available 
to creditors in case of insolvency. How- 
ever, it is probably not wise to tempt 
fate by having a split-dollar plan for a 
98% stockholder.” 

Calling attention to the tendency 
among som insurance men to believe 
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there, in its worldly neighborhood, to help prepare men of 
means for an orderly (and moderately taxed) departure from 
this world. Its function is ‘estate planning.’ 
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that it is easier to get a business dollar 
than a personal dollar, Mr. Lawthers 
said, “I suppose that it is true that the 
sole proprietor who takes money out 
of his cash register to pay for a pair 
of shoes feels, for the moment, more 
comfortable than if he had taken the 
same money out of his billfold. How- 
ever, the use of the business dollar is not 
always better or more economical, even 
when it is the corporate dollar, than the 
use of the personal dollar, despite the 
fact that, with the latter, Uncle Sam has 
already taken his toll of personal i income 
tax. A little elementary arithmetic is in 
order before deciding that the business 
dollar is cheaper than the individual 
one.” 

Concluding Mr. Lawthers said that in 
soliciting insurance for business or for 
business purposes, “do not, above all 
things, lose sight of the fact that your 
major market is still the personally car- 
ried policy to create a personal estate 
at death, or to provide liquidity to pre- 
serve an existing estate. On the other 
hand, in your personal solicitations, be 
alert to business situations which need to 
be solved in order for the personal situ- 
ation to be adequately solved. No alert 
life insurance agent can long solicit per- 
sonal insurance without finding that he 
is, almost automatically, selling also in- 
surance for business purposes—or else 
some other agent has taken his customer 
and future prospect away from him. 

“But be equally alert to the personal 
needs of those whom yeu may initially 
solicit for business insurance. Nothing 
for me is sadder than to see a life insur- 
ance agent unsuccessfully try to distort 
a personal insurance case into a business 
case, just because he has approached it 
initially from the business viewpoint, and 
lose the sale, when he, by soon enough 
seeing how the wind was blowing, could 
have comparatively e asily closed a good 
personal sale.” 
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Enlightening copyrighted article explaining 
Section 59 SCL — regarding loan to stockholders 


Who should own policy 
Who should receive dividends 
(Split Dollar article copyrighted by Harold N. Sloane, C.L.U., 
representing his views and not his company's) 
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Our Client 
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New York City Sales Congress 





Current Financial Picture 


Discussed By Ben H. Wooten 


Taking for his topic “The Current 
Financial Picture,” before the sales con- 
gress of the Life Underwriters Associa- 
tion of the City of New York last week, 
Ben H. Wooten, president of the First 
National Bank in Dallas, said that there 
are many different interpretations of our 
financial position at this time. Analyzing 
the present day business outlook, he 
said that customers are not placing or- 
ders as rapidly as they were last year, 
and there is more scarcity in working 
capital. “There has been a mid-winter 
sag in the level of manufacturing, and 
miscellaneous car-loadings are beginning 
to show some measure of weakness. 
Automobile sales activities as relates to 
yearly output is still a question mark. 
We are encouraged to believe, however, 
that sales = be much better from now 
on. Sales of 6,500,000 new cars will, I 
believe, be considered good for 1957. 
Conditions in the textiles industry are to 
some extent unsatisfactory. 

“We all read a great deal about resi- 
dential constructon. Prospects are that 
close to a million units will be con- 
structed in 1957, and it seems to me that 
this is just about as it should be. I re- 
cently read that the number of mar- 
riages, less the number of divorces each 
year, tells us that about 800,000 new 
family units are created each year; and 
we are also told that some 300,000 houses 
are too dilapidated for use and are aban- 
doned. Our population is increasing at 
the rate of some 3,000,000 persons each 
year. It seems that we should estimate a 
need for about 1,100,000 new houses per 
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year and that we cannot expect con- 
tinuous need year after year for a much 
greater number of new homes. I think 
we should adjust our long range thinking 
in keeping with reasonable steady needs. 

“Prices of stocks have declined for 
almost a year and to some extent at least 
reflect the impact of tight money. Due 
to the fact that stock ownership is prac- 
tically free of debt, I feel that a break 
in the price of stocks is not going to 
have a very serious effect on the general 
level of business. The yield on high 
grade stocks and high grade bonds is 
sufficiently close together that we may 
expect switches back and forth. I do 
not expect anything spectacular to hap- 
pen in the stock market within the next 
few months unless world events are of 
such an explosive nature as to cause 
great periods of anxiety. 


People Saving Money 


“People are saving money. The Insti- 
tute of Life Insurance predicted on 
March 4, that individuals will save 
$24 billion in 1957 as compared with $21 
billion in 1956. This estimate is based 
upon the high level of personal income 
throughout the year. These savings ‘help 
provide economic stability and assist in 
the alleviation of tight money conditions. 
Capital investment should come from 
savings. The major reason that money is 
tight comes from the fact that savings 
for some years have not equaled plant 
expansions as evidenced by $21 bil- 
lion in savings in 1956 and $36 billion 
plant expansion in 1956. We find a 
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deficit that is not covered in its entirety 
by the depreciation of plants. 

“Overtime in factories is a little less 
than it was. Output of industry is being 


lowered a bit, here and there. Over- 
production is being talked about in a few 
commodities. 

“Inventories, although not excessive in 
the over-all, are forcing cuts in supplies 
such as textiles, appliances, and non- 
ferrous metals. 

“Tt is well to remember in our great 
plant expansion program that inventories 
are the breeding grounds of recession. 
With all the market data at our com- 
mand today, there should be no great ac- 
cumulation of urfsold goods in any one 
commodity to the extent that large num- 
bers of people may be unemployed over 
long periods of time. 

“Contrasting these weaknesses, there 
are plenty of strengths that should keep 
business activity high. The amount of 
consumer income available for spending 
is at an all-time high. As a result, con- 
sumer spending is still very strong, al- 
though shifts in buying go from one kind 
of goods to another. Disposable funds 
at consumer level must either be spent 
or saved. If spent, our economy will 
continue to move at a rapid pace. If 
saved, funds will be made available for 
investment in plants, homes, etc., thus 
placing the money once again in the 
channels of commerce in the form of 
wages and material purchases. 

“Many sales indexes tell us that vol- 
ume is greater than last year. A study, 
however, reveals that profits are being 
squeezed and as a rule they are smaller 
than last year. Due to continuous in- 
crease of expansions, it is more difficult 
to earn adequate profits.” 


Recession and Deflation 


About recession and deflation, Mr. 
Wooten said that it would be both in- 
tolerable and destructive. 

“Yet further inflation,” he continued, 
‘is bound to generate forces of reaction 
some day. The only sensible course to 





COMPANION LIF 


Presents 


Non-Participating 


Combination Plans 


and Health. 


V. J. SKUTT, President 


JIM G. BROCK 
263 Genesee Street 
Utica 2, New York 


Family Income Benefit 
$10—$15—$20 monthly per $1000 


© Family Maintenance Riders ” 


Includes both Life and Accident 


Group Life—10 Lives and Up e 
Excellent Substandard Facilities 
Attractive Settlement Options 


ART HOLTZMAN ASSOCIATES 
1132 Sibley Tower Building 
Rochester, N. Y. 


These Good Sales Companions 


@ Unique Premium Gradation Plan 


Premium Decreases as Size of 
Policy Increases. 


e Term Plans 


5-Year Renewable and Convertible 
Term. 








MUTUAL BENEFIT 
ANNOUNCES GUARANTEED 
ISSUE ON 10 OR MORE LIVES 


Suaiineg Pension, Profit Sharing, and 
ualified Thrift Plans and other employer- 
employee relationship plans. 


Unusual Advantages 

1. Standard not special issue. 

2. Guaranteed Underwriting limits better 
than most companies. 

3. Net cost on basis of dividend projec- 
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follow from here is one aimed to achieve 
reasonable stability in our financial 
structure at the level we now are. In 
your business and mine, we have heard 
many complaints about tight money. 
Tight money, with its resulting higher 
interest rates, is inevitable if we are to 
have financial soundness in America. It 
is part of the price we must pay for a 
sound dollar. 

“We have always had tight money in 
times of balanced budget, unless there 
was, hanging over the economy, a surplus 
of funds accumulated through deficit fi- 
nancing during a time of crisis. Bal- 
anced budget, expansion of capital in- 
vestments and tight money are always 
fellow travelers. Even so, the volume of 
currency in circulation should expand in 
keeping with the increase in our popu- 
lation. 

“There is no evidence that so-called 
tight money has done any serious dam- 
age to our economy. Credit has con- 
tinued to expand. It is true that credit 
costs more, but so does everything else 
we buy. 

“It is safe to say that further inflated 
prices would have cost us more over the 

(Continued on Page 7) 
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A. Jack Nussbaum 


(Continued from Page 3) 


to want to buy from me I have got to 
sell myself as a life underwriter, and 
not as a person. It is important that 
we sell ourselves as life underwriters 
rather than as a person. That does not 
mean that we don’t want him to like us 
as a person, but first and foremost we 
want him to think of us as a life under- 
writer. 

“It is only when I have answered the 
third question, ‘why should he buy from 
me today?’ that I have done a good job 
of selling. Since all I know about this 
man that I am going to see this evening 
is that he is a human being and is able 
to pay for it, it will be necessary that 
I probe rather than guess as to what he 
is going to be interested in. Most men 
in the life insurance business are general 
practitioners and not specialists. For 
example, if I were going to talk to a 
partner, then I know that I have to talk 
to him about partnership insurance. 

“Selling is telling the truth in an at- 
tractive and convincing manner,” Mr. 
Nussbaum continued, “and as a salesman 
I want to control the interview. There- 
fore, it would be much better for me if 
I know what I know and also what he 
knows. This can best be done if, instead 
of me telling him what to do, I conduct 
the interview on the basis of probing— 
asking questions. For that reason, I 
might say to him: ‘Do you have a pencil 














ANDREW F. KINBACHER, C.L.U. 
Agency Supervisor 


and paper handy? Will you please get it 
and write down the following items. 
Old age pension for myself, income to 
family, education of children, emergency 
or opportunity cash.’ When this is com- 
pleted I ask him to number them in the 
order of their importance to him. After 
he has done this I no longer have to 
guess as to what he is thinking. I know 
what his interests are and also the an- 
swer to why he should ‘buy. The second 
question as to why he should buy from 
me depends upon the way I have han- 
died myself up to that point. Other 
than that, I don’t know why he should 
buy from me.’ 

At this point of the interview, Mr. 
Nussbaum remarked, “We separate the 
tellers from the sellers. A teller can 
convince him but a seller makes him 
act. You are bound to get the right kind 
of reaction to properly phrased sugges- 
tions. Oftentimes at this point a man 
might say: ‘And what is this going to 
cost me?’ And the only answer that I 
can give is that ‘the cost is only the fair 
cost of the benefits you are going to re- 
ceive.’ 

Tribute to Life Insurance 


“It is a great tribute to the life insur- 
ance business when we know that you 
can call on a man who has never seen 
you before and convince him that he 
should buy some life insurance, which 
until you called on him, he _ hadn't 
thought about doing that particular day, 
and walk out with the premium in either 
cash or check. In other words, he is 
giving a stranger some money that he 
hadn’t planned on doing until you called 
on him. If we have a properly planned 
sales talk to follow through with, then 
it seems to me that with a positive men- 
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tal attitude a lot more sales will be made 
than if we merely tried to guess as to 
what a man is thinking about.” 

Be ethical in your attitudes and deal- 
ings with your clients, Mr. Nussbaum 
urged, and this does not mean that you 
have to be afraid to dramatize your ap- 
proach to create interest. Learn to ro- 
mance your ideas and try to improve 
your skills. “Also,” he continued, “you 
should try to improve your skills and 
you should not only be enthusiastic, but 
you should act enthusiastic. You should 
have an organized sales talk so that you 
always have a track to run on and you 
must have a positive mental attitude. 
Unfortunately, most of us itch for some- 
thing more than we are willing to 
scratch for.” 

Mr. Nussbaum concluded by recom- 
mending to his listeners that they take 
a more active part in association activi- 
ties. “Just being a member,” the said, 
“is mot enough, you must become active 
and make it strong. You can never put 
in as much as you will get out of your 
association. It will broaden your think- 
ing; it will give you more confidence in 
your own ability, ‘and it will not only add 
to your prestige, but it will also give 
you that inner glow that you get when 
you are on the giving end. 


Life Underwriting Supervisor $8,000 


Company offering position housed 
in desirable Eastern city. Ideal size, 
well established (over 50 years). High 
reputation in the field. Position is in 
small dept., with guaranteed position 
progression. 

Excellent situation for man presently 
in +2 or #3 underwriting spot desir- 
ous of immediate salary increase and, 
equally important, conscious of com- 
pany size. To qualify: age to 40, mini- 
mum 5 yrs. life underwriting experi- 
ence, highly important—some super- 
visory experience or pronounced poten- 
tial. 

Employer pays fee and moving ex- 
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“Tf you want your business to be con- 
sidered a ‘profession,’ then act like a 
professional man. Think big and act big, 
but do it with a humble exterior and 
an inner feeling of humility. We are in 
the greatest business in the world. We 
have everything in our favor to become 
successful. Talk to your general agent 
or manager, counsel with him—tell him 
what you are thinking about. He wants 
to help—give him an opportunity. Talk 
to your wife—she is your partner for 
better or for worse. Let her know your 
plans, she too is anxious to help you 
succeed. Put yourself on the spot by 
letting others know that you are plan- 
ning to do a big job—then go on out and 
make good. I don’t know what ‘normal’ 
means, but I do know that we will never 
have any better times than we have right 
now. Don’t be complacent — don’t be 
lethargic. Get excited about our busi- 

If you want to succeed, plan for 








In these stimulating times when there is much controversy about such things as Vari- 
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to remember that American Life Insurance has become the greatest in the world because— 
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There is no substitute for the confidence and trust Americans have demonstrated in 
our Life Insurance companies with their century and a quarter record of integrity and 


performance. 


There is no substitute for the personal services of qualified Life Underwriters whose 
conscientious and earnest labors have built the world’s outstanding record of Life In- 
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James B. Rowe Sees Motivation 


As A Means Of Increasing Sales 


A salesman has to be motivated him- 
self before he can transmit motivation 
to the prospect, James B. Rowe, general 
agent in Charlotte, N. C. for John Han- 
cock, said in ‘his address before the 
annual sales congress of the Life Under- 
writers Association of the City of New 
York last week. Also he said it is neces- 
sary for us to motivate in our approach, 
to motivate in our sales talk, and to 
motivate in our close. Just getting the 
prospect to listen under favorable cir- 
cumstances is a sale itself, and according 
to many men, this is the most essential 
part. “We take too long to get under 
way,” Mr. Rowe said, “especially with 
our approach, which should be interest- 
ing, quick and to the point, and have 
an idea, It is well to remember that 
whatever affects the mind of a prospect 
in your behalf is motivation. Don’t try 
so hard to get a man’s permission to 
listen to you before you arrest his mind 
with a provocative idea. Instead, start 
straight-away and talk to him with an 
arresting idea. 

“To properly motivate,” Mr. Rowe 
said, “we must not only talk about a 
man’s needs, but his desires, and his 
ambitions. Strange enough, man doesn’t 
necessarily do what he needs to do, nor 
buy what he needs. Many men need to 
eat less and reduce, but they don’t. Many 
men need dental work done, but they 
put it off. We speak of selling needs, 
but we only sell wants and desires. Every 
agent has in his repertoire one true sin- 
cere story he can tell with conviction to 
fit most every life insurance situation. 
And in addition to one good story, have 
pictures that will fit each life situation 
that will motivate your prospect. The 
story to be persuasive must necessarily 
be true. I have never been able to very 
well use a story that I have read that 
someone else used. The motivating story 
need not be one of pathos or one with 
a climax, it need only to be a simple 
true story of where life insurance has 
worked for a family or a business, or 
where life insurance thas failed to work 
for a family or a business because some- 
one lacked the foresight to have the life 
insurance in force. The visual pictures 
that you might carry with you are easy 
to procure. I use pictures of advertise- 
ments from any life insurance company, 
not only from my own company. Be sure 
your stories are true to life. Stories you 
know about and can relate realistically 
and it doesn’t have to be a sob story. 
It must be sincere and it must parallel 
in some way the problem of the pros- 
pect. 


Visible Motivation 


For visible motivation, Mr. Rowe said 
that he carries several pictures. One is 
a picture of two steeplejacks falling, still 
alive, but on their way to certain death. 
“It is more motivating than a picture of 
death itself,” Mr. Rowe said, “because 
these two fellows were on their way to 
death and there’s something strange 
about it that penetrates the mind. I was 
in competition on a partnership case, not 
too long ago, in which two policies for 
$75,000 each, and a key man policy for 
$50,000 were sold. I used this picture and 
I know it helped. Figures had been sub- 
mitted for both companies. There wasn’t 
enough difference in the figures to help 
me or my competitor. It was on a Fri- 
day, I had done everything I could, and 
my competitor had done everything he 
could. I showed the picture of the two 
steeplejacks to the president of the cor- 
poration. Coincidentally, he was in Flor- 
ida at the time this accident took place 
and had read about it and seen the pic- 
ture of it in the Florida paper. In no 
way did the occupation of the two 


steeplejacks parallel the occupation of 
the three men involved in this insurance 
purchase, but the subject of a likely 
death is common to all of us. And after 
the picture was passed around, I said, 
‘write me a check for $800 as a binder 
and before you men finish this business 
day, I will have you all three protected 
for the full amounts over this nasty, 
icy, rainy weekend that we are facing. 
Some of you might have a trip in mind; 
some of you might develop pneumonia. 
If all four of us could say positively that 
we would meet again here Monday 
morning, gentlemen, there wouldn’t be a 
life insurance company in the world. The 
only reason life insurance companies are 
in existence is because men die untimely 
deaths.’ They looked at each other for a 
moment and thought it was a good idea. 
The president had his bookkeepper make 


out a check. I called the doctor and the 
whole deal was consumated within an 
hour.” 

In selling partners of a close corpora- 
tion or a partnership, Mr. Rowe said that 
he makes it a point to tell each partner 
what he will get when the other partner 
dies. “I go into this phase of it,” the 
said, “when I get them singled out and 
alone. I’ve never yet had to lend my 
handkerchief to mop away the tears 
when I tell him how much he will get 
when his partner dies. This is not such 
a bad way to go about it. By doing it 
this way, you make the partners nicer 
to one another, because you know they 
begin asking each other ‘how do you 
feel this morning.’ ” 


Ben H. Wooten 


(Continued from Page 5) 


past two years than we have paid in 
higher interest. Even then, we have not 
stopped inflation. We have only slowed 
it down. 

“The supply of money, in my opinion, 
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in 1957, is adequate to care for legitimate 
nonspeculative expansion of American 
industry including a substantial con- 
struction program. 

“Every study indicates that there are 
enough supporting economic forces to 
offset the weak spots, and we have no 
reason during 1957 to expect anything 
more than the leveling off of the major 
indexes. 

“Efforts to shut off inflation often run 
head on into opposition. All of us strong- 
ly favor the curbing of inflation until we 
want some money for speculative pur- 
poses—and then it seems that we are 
inclined to feel that the rule should 
apply to everyone except ourselves, I 
like to think that this is just human 
nature at work. . 

“Sound money and liberty are inter- 
woven. Worthless money and freedom 
are incompatible and cannot live together 
in the same country. For a long time, 
communist leaders all the way back to 
Karl Marx have taught that the most 
effective way to destroy capitalism is to 
debauch a country’s money—in other 
words, wreck its financial system through 
inflation. f 

“It seems to me that it is high time 
that credit agencies, in and out of the 
government, be joined by others—budget 
makers, political leaders, policy makers, 
labor leaders and business executives, in 
really combating inflation. In spite of 
tight money during 1956, living costs 
rose 3.1%. This is conclusive evidence 
that it is exceedingly difficult, if not 
impossible, for lending agencies alone to 
successfully combat inflation while gov- 
ernment, labor, and business continue to 
shovel fuel under the inflation boiler. 

“More and more, all too many of us 
expect the government to do our think- 
ing and planning. Let’s not forget that 
free men are exposed to personal and 
economic pitfalls that come from think- 
ing for one’s self. Since all of us make 
errors in thinking from time to time, it 
follows that we, as individuals, shall have 
reverses. It was never intended that 
life and business should be one con- 
tinuous round of pleasure. If we did not 
have ugliness, we could not enjoy beauty. 
If there were no valleys, we would not 
appreciate the mountains. All sunshine 
makes a desert, and into every life, per- 
sonal and business, some rain must fall, 
but out of the rainfall, there comes the 
joy of bountiful harvests of sound judg- 
ments, economic achievements and hap- 
piness. 

“God gave each of us a soul with which 
to dream. He gave us a mind with which 
to aspire, and a body with which we are 
expected to work out our dreams—in 
times of prosperity and peace—and like- 
wise in times of adversity. Surely there 
are economic problems ahead this year. 
Let’s take a positive approach to their 
solutions, realizing that those who have 
a negative approach get only the leav- 
ings of life. In my opinion we can, by 
working together, bring every 1957 finan- 
cial problem to a satisfactory conclusion. 
Let’s forge ahead with confidence, with 
each willing to do his share in the level- 
ing out of our economic structure.” 


Indiana Insurance Week 


The first statewide observance of Life 
Insurance Week in Indiana will be held 
March 31 to April 6 with all Life Un- 
derwriters Associations participating, an- 
nounced Eugene Verdon, state president 
of the Indiana Association. A number 
of varied activities and projects will be 
carried out during the week with news- 
paper, radio and television and activities 
planned for schools and colleges. 

Governor Harold W. Handley has is- 
sued a special proclamation and the re- 
sults of an interview with the newly ap- 
pointed Insurance Commissioner, Alden 
C. Palmer, will appear in newspapers 
throughout the state. Ralph A. Stewart, 
of Muncie, general agent for Ohio State 
Life, is state chairman of Indiana Life 
Insurance Week. 
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Judge DiFalco Sees Life Insurance 
Agent In Position Of Trust 


The life insurance man and the lawyer 
are the two experts most directly respon- 
sible for arranging the legal and financial 
affairs of the more alert and intelligent 
citizens, S. Samuel DiFalco, Surrogate, 
Surrogate’s Court, County of New York, 
said in a talk entitled “Are Your Clients 
Prepared to Die?” at last week’s sales 
congress of the Life Underwriters Asso- 
ciation of the City of New York. Judge 
DiFalco told of some of the work of the 
Surrogate’s Court and emphasized the 
a will. “You as 
“who 


importance of making 


life underwriters,” he said, meet 


the public with the expressed intention 
things, about 


of talking, other 


death benefits, are in a position to urge 


among 


their lawyers in 
if not 


your clients to consult 


order to make a will, and equally, 


more important, urge your clients to re- 
view existing wills in order to bring 
them up to date. Your interest in your 


client, beyond the mere expectation of 


earning a premium commission, can, and 


will win the and confi- 


dence of your insurance client and pros- 


usually respect 
pect 
New York 


dies without leaving a will, 


domiciled client 
the State of 


“If your 


New York has a statutory method of 
distributing his intestate estate. If the 
decedent is survived by a spouse and a 


child or children, the surviving spouse 
is entitled to one-third of the net estate, 
and the other two-thirds go to the 
child or children. Even if this is the 
manner in which the decedent would like 
to have his estate distributed, he should 
have a will, if for no other reason than 
that he can save the expense of a bond, 
An executor of a will need not post a 
bond. 

“If minor children are entitled to their 
two-thirds intestate share if a decedent 
dies without leaving a will, the children 
are entitled to receive uncontrolled pos- 
session of their shares of the property 
only when they attain the age of 21. Is 
that what your client wants done? Law- 
vers can discuss such points with a client, 
but if a person doesn’t make a will, he 
is unable to exercise his freedom of 
choice as to the ultimate beneficiz ries 
of his estate and the control thereof.” 

From a financial point of view, Judge 
DiFalco remarked, preparation for death 
is preparation for life. “I have heard it 
said by insurance salesmen that life in- 
surance is the bread and butter, the 
foundation, of a financial program. This 
is true,” he said, “and an adequate insur- 
ance program combined with present so- 
cial security benefits should give a man 
peace of mind; but there must be added 
to this arrangement a will drawn by a 
lawyer who will coordinate the testa- 
mentary estate with the non-testamen- 
tary property, such as jointly owned 
property and insurance. 

Check Contingent Beneficiaries 

“Many life insurance 


policies which 


originally were made payable to named 
beneficiaries end up in my court as 
estate assets, because the beneficiaries 
predeceased the insured. Watch your 
contingent beneficiaries because estate 
assets are subject to administration ex- 
penses and debts.” 


The people who are engaged in the 
business of selling life insurance, Judge 
DiFalco remarked, are in a rather un- 
enviable Position. “You are in a posi- 
tion of trust,” he said, “which carries 
with it a considerable burden of respon- 
sibility that so often eliminates problems 
of your clients and for the Surrogate. 
Most people are generally aware of the 
advantages of insurance, but because in- 
surance is so very complex, very few 
outside the industry know how to plan 
an adequate insurance program. It is in 
this area that you can be most useful 
and there your duty lies. As the sales 
agent, you have direct contact with the 
buying public and as an expert in the 
field you have an excellent opportunity 
to help them shape a sound insurance 
program geared to their needs and finan- 
cial resources. 

“In order to satisfactorily advise your 
clients on their insurance needs, you 
assume the role of family confidant. In- 
timate personal affairs are freely dis- 
cussed with the insurance agent and 
such a relationship is only possible if the 
client trusts and believes in his agent’s 
integrity, knowledge and discretion. You 
must make every effort to inspire that 
confidence so that your client will will- 
ingly give you all information necessary 
to properly plan for him. You are in the 
position comparable to that of a lawyer, 
accountant or a physician. 

“It is a tribute to you and to the en- 
tire insurance industry that the insur- 
ance public receives better service today 
than it did, say, in the early twenties or 
thirties. This steady advance in service 
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to policyholders is a consequence of the 


industry’s continued efforts to supply 
more varied forms of insurance, the 
greater knowledge that present-day 


agents possess, and the confidence he 
has installed in the buying public in the 
value of his product and the usefulness 
of the service he renders. 

“Moreover, social security coverage, 
National Service Life Insurance and the 
growth in employer-employe Group in- 
surance, have not only made the Ameri- 
can public more insurance conscious than 
ever before but have also placed an ade- 
quate insurance program within the 
reach of the average wage earner by 
supplementation of these programs with 
personal insurance.” 

Judge DiFalco pointed to three major 
needs to satisfy in planning an insurance 
program. “One,” he said, “is to create 
the funds to replace either partially or 
completely the earning capacity of the 
breadwinner and maintain if possible the 
family in the manner it is accustomed 
to. A decision must be made as to 

(Continued on Page 16) 
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Karl H. Kreder Outlines Sales 
Potential Of Accident And Sickness 


The opportunities in the accident and 
sickness field were emphasized by Karl 
H. Kreder, CLU, Metropolitan Life, in 
an address last week before the annual 
sales congress of the Life Underwriters 
Association of the City of New York. 
The phenomenal growth of the accident 
and sickness business, Mr. Kreder said, 
is reflected in the number of people who 
are today covered. More than 112 million 
people own hospitalization insurance, 96 
million have surgical insurance, 63 mil- 
lion have general medical expense cov- 
erage, and over 10 million have major 
medical expense coverage. Over 40 mil- 
lion persons have some form of insur- 
ance protection against loss of income 
through disability. The American public 
paid more than 4% billion for this pro- 
tection last year, an amount equal to 
35% of life insurance premiums. Claim 
payments paid last year for this cover- 
$314 billion, about a 
life insurance health 


age totaled some 
billion more than 
benefit payments. 

3ehind these stertling figures,” Mr. 
Kreder said, “is a great story of Ameri- 
can enterprise. It is a story of the insur- 
industry finding what the public 
wants, developing it, merchandising it, 
and servicing it in the insurance tradi- 
tion. It is truly another great chapter 
in the long line of accomplishments by 
business. As Marion 
secretary of Health, Educa- 
Welfare, said, ‘You have 
policies and 


ance 


private American 
E. Folsom, 
tion and 
adapted insurance sales 
techniques to meet changing conditions. 
shown initiative, enterprise, 


a will to venture into new 


You have 
imagination, 
ground.’ 

“Today, for example, over 700 compa- 
accident and sickness 
insurance. This represents an increase 
of 300 companies since 1941. Not only 
has the number of companies grown, but 
there has also been great product de- 
velopment in this period, and it is still 
going on. In addition to the conventional 
accident and sickness policies, such cov- 
erages as major medical expense, and 
individual and family hospitalization have 
come to the fore. With the different type 
of policies have come variations in max- 
imum limits, in the waitipg periods, and 
elimination periods, to meet the needs 
of individual policyholders. 


nies are selling 


Group A. & S. Insurance 


“Another great development has been 
in the area of Group accident and sick- 
ness insurance. As a matter of fact, to- 
day there is more Group accident and 
sickness insurance in force than thére 
is personal coverage. Now we not only 
issue Group insurance on large firms, 
but in many states, including our own, 
it is being extended to firms with as 
few as four employes. This coverage 
serves a great need for the hundreds of 
thousands of small American business 
firms. Through experience gained in the 
Group field, we are now able to extend 
disability coverage to risks that not too 
many years ago were considered unac- 
ceptable because of occupation or health 
hazards. The trend includes not only 
additional occupations but additional 
coverages offered to them. Also, many 
women who were not considered to be 
good accident and sickness risks in prior 
years are today the recipients of this 


fine coverage. 

“Another more recent development has 
been the introduction by four states, in- 
cluding our own, of a limited non-occu- 
pational disability income coverage for 
workers. The latest invasion of Govern- 
ment into this field occurred last year 
when disability benefits beginning at age 
50 were added to the Social Security 
program. Despite governmental activity 
in this field, we firmly believe that this 
type of i insurance is primarily a function 
of commercial insurance companies. 

“We have faced many vexing prob- 
lems in this field of insurance, and un- 
doubtedly shall continue to do so, but 
with the ingenuity, resourcefulness and 
enterprise that our industry has shown 
in other areas, we feel sure it will be 
able to cope successfully with the prob- 
lems in this one.’ 

Commenting on other problems faced 
by the industry, Mr. Kreder said that 


first in importance is the persistency of 
business. “Of course,” he said, “persist- 
ency has varied by company and the 
type of insurance sold, but it has been 
and remains a serious problem for the 
entire industry. Experience has shown 
that any new concept or new product 
has to be sold and resold to the Ameri- 
can public. Accident and sickness has 
been no exception, but as the years go 
by, we feel that persistency will con- 
tinue to improve. 


Can. and Non-Can. Insurance 


“Then, there has been this problem 
of cancellable and non-cancellable insur- 
ance. This factor as much as anything 

else, has been a cause of poor persist- 
ency in our business. Often, cancellable 
insurance was replaced simply because 
a competitor had a non-cancellable pol- 
icy. In fact, too often the sale of an 
accident and sickness policy meant ‘pol- 
icy replacement’ instead of ‘income re- 
placement.’ 

“Closely allied to this same problem 
has been comparison of benefits in acci- 
dent and sickness policies. Too often, a 
policy in force for several years was 
replaced with a new policy simplv he- 
cause of some minor additional or slight- 


ly different benefit. Now, with a better 
understanding, both by the public and 
the underwriter, of the salient features 
of various policies, it is felt that this 
problem is well on the way to solution. 

“A lesser challenge has been the mat- 
ter of claim payments. Sometimes i in the 
past, claims were slow in being paid. In 
other instances, the insured thought he 
was covered, but the terms of his policy 
excluded his disability. 

“With the maturity of the business, 
the sales force of the companies writing 
accident and sickness insurance are being 
trained today to know their product het- 
ter and are equipped to give a clear-cut 
explanation to the public of exactly what 
the various policies provide. Also, many 
of the technical clauses in such policies 
have been excluded. Beyond this, forms 
for claims have been simplified, and 
processing of claims has been speeded 
by the carriers. 

“In recent years,” Mr. Kreder con- 
tinued, “the industry’s advertising pro- 
gram has become the subject of consid- 
erable governmental discussion. No doubt 
there has been some ustification for 
criticism in some areas, but the industry 
has shown that it has reached maturit~ 
by its activities in policing itself and 
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by the new standards and codes of ethics 
which it has developed. Like other chal- 
lenges the industry has faced, we see 
this one as one that is well on its way 
to a successful solution.” 

Turning to present day needs for acci- 
dent and sickness and the market for its 
sale, Mr. Kreder said that those in the 
life insurance business have done a com- 
mendable job of filling basic life insur- 
ance needs. “I am convinced,” he said, 
“there is a great job to be done in fill- 
ing needs for accident and sickness in- 
surance. Protection against economic 
death is as important as protection 
against physical death. 

“In this respect, the big sale to be 
made is to you, the life underwriter— 
to sell you on the tremendous need that 
exists for accident and sickness protec- 
tion, and the relatively ‘untouched’ mar- 
ket that is awaiting you. 

“Today Mr. Average American can be 
covered by accident and sickness insur- 
ance. This was not always so. For many 
decades it was restricted, by and large, 
to the white collar group. But our ex- 
perience in the Group field taught us that 
we could insure the blue collar worker 
as well. Likewise, today, a big segment 
of business women may be insured and 
one-third of our present labor force is 
women. 

“Another factor which will help ac- 
celerate accident and sickness production 
is the new Internal Revenue sections 105 
and 106. With these sections an employer 
can purchase up to $100 weekly indem- 
nity for his key man or employe, charge 
it as a business expense, and not have 


the premium included as income for the 
employe. Furthermore, these benefits 


payable to the employe are tax-free. 
This, in itself, represents a tremendous 
market. 

“In addition, there is the whole field 
of commercial Group accident and sick- 
ness coverage, including the new so- 
called baby Group plans. In many states 
like our own, groups with as little as 
four lives can be insured. It is estimated 
that there are nearly 600,000 such firms 
in America. That’s quite a market in 
itself. * 

“On the over-all, we can say this— 
that since some 40% of our income earn- 
ers have no a¢cident and sickness cover- 
age at all, and since a great percentage 
of those who do have it have covered 
themselves only to a limited percentage 
of their incomes, that a tremendous 
market exists for our product. Remem- 
ber, two out of every three families have 
less than $1,000 liquid assets to replace 
lost income or to pay medical expenses 
in case of disability. Certainly, based on 
that fact alone, you can see the need for 
and the market for, accident and sick- 
ness coverage. 

“Now, as to capitalizing on the mar- 
ket, in the past, only a few companies 
wrote it and all too often, when they 
did, accident and sickness insurance was 
something of a sideline with most of 
their agents. In most instances it was 
merely an accommodation line. Part of 
the reason for it being treated as a step- 
child was, as I have said, the few con- 
tracts available for sale and the rela- 
tively small number of occupations con- 
sidered acceptable. In addition, the loss 
of income contracts did not and still do 
not have the popular appeal of the mod- 
ern hospitalization contracts. The over- 
all result then, was that the market was 
limited and so was the appeal to the 
average underwriter. 

Insufficient Training 
The 


“There was another factor, too. 


average underwriter in the field was in- 
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sufficiently trained in the sale of acci- 
dent and sickness insurance. In conse- 
quence too little attention was devoted 
to its sale, despite its potentialities. 

“In recent years, this has changed. 
There has been a growing consciousness, 
on the part of the insurance companies, 
of the need to develop accident and sick- 
ness selling as an important part of their 
agents’ daily operations. A great many 
company training programs are being 
revised’ and supplemented so that the 
field man will be better and_ better 
equipped to sell and service this type 
of protection. Many companies are mak- 
ing it an integral part of their basic 
training program. 

“Further evidence of this training 
trend, institutionally, is the inclusion of 
accident and sickness, or ‘health insur- 
ance,’ in the CLU curriculum. In addi- 
tion, we now have the new LUTC acci- 
dent and sickness course. Both have met 
with wide endorsement.” 

The big question about this type of 
coverage, Mr. Kreder said, is how do we 
interest the individual agent in taking 
an active and a daily interest in it? 
“Of course,” he said, “there are many 
ways, I’m sure, but there’s one in par- 
ticular I have in mind—that’s to appeal 


to your pocketbook nerve. Could you 
use an extra $2,000 a year? 
“I'd like to show you that modest 


efforts in the accident and sickness de- 
partment can net you that. This would 
be enough to keep you in a new car 
every year or buy your wife a new fur 
coat now and then, or give you substan- 
tial help in sending your boy to college. 
I'd like to show you that accident and 
sickness won’t interfere with your life 
business. It will help it. In fact, your 
life business will supply a steadily in- 
creasing number of good prospects for 
accident and sickness, and at the same 
time, your accident and sickness efforts 
will develop additional life business. The 
net of it is, you’ll be doing a better all 


‘round job and making additional money 


00. 

“First of all, let’s set as your objec- 
tive, a reasonable number of accident 
and sickness clients, a sufficient number 
to produce a significantly increased in- 
come—yet not so big that it will inter- 
fere with the life business. Let’s say the 
objective is 100 clients. They might be 
secured in teri months, or ten years, but 
let’s say you try to achieve this ob- 
jective in four years. That’s not quite 


one new case every two weeks. Cer- 

tainly, that’s reasonable, isn’t it ? 
“Where will these 100 A. & S. clients 

come from? In the first place, on the 


basis of making a sale every other week, 
your life clientele, and the referred leads 
you ask for and receive from them, 
should be enough to last you a consider- 
able time. A second source presents it- 
self as soon as your A. & S. clientele 
grows to a reasonable number. I refer 
to those you have sold A. & S. and the 


referrals they provide for A. & S. 
protection. 
“Programming A. & S. benefits will 


enable you to place before your prospect 
a picture of what he has, and help you 
draw from him, a statement of his needs, 
Then, when a client purchases disability 
insurance, he will be filling a need, not 
just purchasing another policy. 

“Most underwriters who are active 
ordinary programmers already possess 
the skills needed to program accident 
and sickness insurance. These programs 
are not as involved as those of life in- 
surance for there are usually fewer poli- 
cies in force, the minimum needs are 
easier to determine, and estate problems 
are not involved except in accidental 
death insurance. There are no interest 
factors or cash or retirement values to 
plague you. All that is required is that 
the amounts payable under existing cov- 
erages be charted and any deficiency be 
indicated. Then your recommendation for 
additional protection is in order.” 
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Careers of Sales Congress Speakers 


James B. Rowe 


James B. Rowe graduated from Duke 
University in 1930 majoring in economics. 
His studies at Duke included thorough 
training in the fundamentals of life in- 
surance as well as business law, and 
after graduation he utilized a scholar- 
ship and a fellowship at the Graduate 
Schools of the University of California 
and the University of North Carolina, 
preparatory toa teaching career in his- 
tory and government, and while at NCU 
he completed the regular law course in 
contracts. He entered the life insurance 
business in 1934 and in 1937 became a 
general agent for the John Hancock. He 
has been credited with personal produc- 
tion of over a million dollars a year a 
number of times but only applied for and 
was admitted to the Million Dollar 
Round Table in 1956 and he also quali- 
fied for membership in the 1957 MDRT 
with a total production in excess of 
$2,000,000. He is looking forward to his 
third year of MDRT membership and to 
becoming a life member of that group. 
He is a past president of the National 
Exchange Club of Charlotte and a past 
chairman of his local 
American Cancer Society. 


A. Jack Nussbaum 
\. Jack Nussbaum, president of NALU, 


started in the life insurance business in 
1929, when, a stranger in Milwaukee, he 
joined Massachusetts Mutual as an agent. 
Today, still an agent, he is a life and 
qualifying member of the Million Dollar 
Round Table, after 25 consecutive years 
among this company’s 100 leaders. For 
21 years he has been a member of his 
company’s Spotlight Club, which means 
$30,000 or more of paid-for business 
every month. A past president of the 
Milwaukee and of the Wisconsin State 
associations, he also serves as faculty 
advisor to the Life Insurance Marketing 
Institute at Purdue University. He was 
chairman of the program committee for 
the 1954 annual convention, and general 
chairman for the 1947 mid-year meeting 
in Milwaukee. Born in Glasgow, Scot- 
land, Mr. Nussbaum came to the United 
States at the age of 15, and before 
entering life insurance was in the tailor- 
ing business. He recounts that his first 
job in this country paid $4 a week; and 
that in his first 414 months in life in- 
surance he earned exactly $19.12. 


Ben H. Wooten 


Ben H. Wooten graduated from North 
Texas State College in 1917 and received 
an honorary Doctor of Laws degree from 
the University of Arkansas in 1950. He 
entered the banking business in 1919 as 
assistant cashier of the Alba (Texas) 
National Bank and in 1923 was made 
cashier and operating executive officer 
of the Farmers and Merchants National 
Bank, Farmersville, Texas. He became a 
Texas state bank examiner in 1926 and 
departmental state bank examiner in 
1927. Mr. Wooten was appointed chief 
examiner for the Federal Loan Home 
Banking System in 1932 and assisted in 
setting it up on a national basis and 
was elected president of the Federal 
Home Loan Bank of Little Rock in 
October of that year. This position was 
held until 1944 at which time he became 
chairman of the board and vice president 
and member of the executive committee 
of the Republic National Bank of Dal- 
las. He resigned from the Republic Na- 
tional Bank in 1950 to become President 
of the First National Bank in Dallas 
and in 1953 resigned as chairman of the 
board of the Federal Home Loan Bank 
of Little Rock. Mr. Wooten has received 
many awards including the 1950 Dallas’ 
Top Salesman of the Year, awarded by 
the Dallas Sales Executives Club; named 
Dallas headliner of the year in 1952; 
received the 1952 Linz Award, Dallas’ 
top honor for outstanding community 
Service; and in 1956 was presented a na- 


division of the - 


tional citation by the National Confer- 
ence of Christians and Jews. He served 
as president of the Dallas Chamber of 
Commerce, 1952-53, and in 1952 he 
helped organize the Texas Research 
League, a citizen-supported agency de- 
voted to research and to programs and 
problems of Texas government and 
served as chairman of the board until 
1954. At the present time, in addition 
to serving as president of the First 
National Bank in Dallas, he is active 
in numerous business, civic, religious 
and philanthropic organizations. 


Karl H. Kreder 


Karl H. Kreder, CLU, second vice 
president, Metropolitan Life, has broad 
responsibilities concerned with the com- 
pany’s field training activities, and since 
1948 has directed these activities in asso- 
ciation with Cecil J. North, vice presi- 
dent in charge of field management. Mr. 
Kreder joined Metropolitan Life as an 
agent in Scranton, Pa., in 1931, shortly 
after his graduation from Princeton 
University. He was advanced to assistant 
manager in Wilkes-Barre, Pa., in 1935. 
He was appointed a district office man- 
ager in 1939, and served successively in 
Dubois, Charleroi and Allentown, all in 
Pennsylvania. He was very active during 
these years in life underwriter associa- 
tion affairs. He helped organize the 
3ucktail (Pennsylvania) association, 
served as treasurer, vice president and 
president of the Pennsylvania Associa- 


tion of Life Underwriters. He was 
prominent as a speaker at insurance 
meetings throughout the country, and 


appeared before conventions of the Na- 
tional Association of Life Underwriters. 
Mr. Kreder was appointed as an officer 
of the company in 1947, with the title of 
assistant vice president in field manage- 
ment, and in 1948 his responsibilities 
were broadened to include that of man- 
ager of the field training division. He 
was advanced to third vice president in 
1951, and his further advancement to 
second vice president was effective Jan- 


uary 1, 1956. 
Robert J. Lawthers 


Robert J. Lawthers attended the Cam- 
bridge, Mass. public schools and the 
Massachusetts Institute of Technology. 
He took a temporary summer job with 
New England Life in Boston 36 years 
ago, and has been there continuously 
ever since, and today is director of bene- 
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fits and pension business. He has been 
a student of tax law for over 30 years. 
His articles on taxes and estate planning, 
and other technical problems have ap- 
peared in the CLU Journal; Taxes, the 
tax magazine; The Monthly Digest of 
Tax Articles; The Journal of Taxation; 
The Virginia Accountant, and Diamond 
Life Bulletins. Mr. Lawthers is in con- 
stant demand as a speaker and lecturer 
before CLU groups, tax institutes, Bar 
associations, Life Underwriters’ associa- 
tions and estate planning and_ trust 
councils. 
S. Samuel DiFalco 
S. Samuel DiFalco was born in Italy 


and brought to the United States by his 
parents at the age of six months. He 


was graduated from Stuyvesant High 
School and New York University Law 
School and in 1930 was admitted as a 


member of the Bar, and commenced the 
practice of law. He was selected nz ational 
campaign manager of the Italian-Ameri- 
can division in 1932 for the election of 
Franklin Delano Roosevelt as President 
of the United States and served in this 
position for each of Mr. Roosevelt’s 
four Presidential campaigns. He was ap- 
pointed as an attorney for the United 
States Government in 1935 and in 1941 


was elected as a city councilman, re- 
elected and served until 1948. He was 
elected in 1948 as a justice of the Su- 
preme Court, State of New York. Judge 
DiFalco is well known for his tireless 
efforts to abolish discrimination because 
of race, color or creed in New York 
City and in New York State. He has 


received numerous awards from Catholic, 
Protestant and Jewish organizations for 
his work in their behalf, as well as 
awards from civic and charitable organi- 
zations. Judge DiFalco is a director of 
the Home of the Sons and Daughters of 
Israel, Stuyvesant Polyclinic Hospital, 
Children’s Blood Foundation of the New 


York Hospital, Long Beach Hospital, 
Columbus Day Citizens’ Committee. 
Esca Club, Inec., Columbian Lawvers’ 
Association, Catholic Lawyers’ Guild, an 
honorary member of the Jewish Theo- 
logical Seminary, the sponsor of the 
Old St. Patrick’s Cathedral Youth Cen- 


ter, a member of the Elks, Grand Street 
Boys’ Association, Young Men’s Philan- 
thropic League, Our Lady of Mt. Carmel 
Church Building Committee, an honorary 
member of the Rachel Lane Association, 
and a member of the Knights of Colum- 
bus. He was elected as Surrogate of New 
York County in November, 1956. 
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THE COMPANY THAT FOUNDED 
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Cliff King Gets Ga. Post 
For American Bankers Life 


CLIFF W. KING 


Cliff W. King has been appointed 
supervising general agent at Albany, 
Ga. for American Bankers Life of Flor- 
ida, James G. Ranni, president of the 
company, announces. 

Mr. King, a native of Albany, has been 
in the life insurance business for seven 
years. He. is a past president of the 
Albany Association of Life Underwriters, 
and a member of the Georgia Leaders 
Round Table. He is an LUTC graduate 
and has completed courses in estate 
planning, business insurance and ad- 
vanced underwriting. 

He attended North Georgia College 
and served for three years with the 
Navy as chief electronics technician dur- 
ing World War II. 

Active in civic, Masonic and church 
affairs, Mr. King is board chairman of 
the Porterfield Memorial Methodist 
Church. 


Soliciting Armed Forces 

Commercial life insurance companies 
desiring to solicit insurance sales among 
members of the Armed Services in for- 
eign areas were reminded by the Depart- 
ment of Defense that they are required 
to file annually between May 1 and June 
30 application for accreditation to solicit 
business on overseas installations. 

Minimum policy requirements for com- 
panies in order to do business at United 
States overseas military establishments 
are outlined both in the Department of 
Defense Instruction 1344.1 or Federal 
Register for April 26, 1956. Copies of 
these two documents may be obtained 
on request from the Chairman, Life In- 
surance 30ard, Office of the Assistant 
Secretary of Defense (Manpower, Per- 
sonnel and Reserve), Pentagon, Wash- 
ington 25, @ 


JOHN BURGERS APPOINTED 

John Burgers has been named super- 
visor of research and development for 
the agency department of Pacific Mutual 
Life as announced recently by Ralph J. 
Walker, company vice president. Pre- 
viously, Mr. Burgers had been Pacific 
Mutual’s assistant general agent in San 
Francisco where he had served the 
company in various capacities since 1953. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











built to | boost | your income fast 





Baer entigile 
| LEP" 
LFP* 
a ae 
*Liberal Flexible Protection 


If you’re not increasing your income as fast 
as you'd like, look into Eastern’s famous 
“LFP”. It offers one of the most exciting 
sales opportunities in the insurance field 
today. 


By “liberal” and “flexible” we mean: Plans 
of life insurance with the necessary riders to 
meet any problem your prospect may have. 
All applications are considered on the basis 
of up-to-the-minute experience with the latest 
advances in medical science, hygiene and 
health. 


Zastern offers, for example, disability month- 
ly income of $10 per $1000 of insurance up 
to $150 per month . . . non-medical to $5000 
for employed to age 40 . . . double or triple 
protection riders plus family income riders 
added to permanent plans at little extra cost 
. . . mortgage redemption, 20 and 25 years, 
providing family income, too. And every 
claim is paid the same day that proofs are 
received. 


Fast service is a habit with this “personal- 
service” company . . . On special cases, you 
get help immediately from a key home office 
executive—by phone if necessary. 


Let us give you more details on Eastern and 
“LFP”. Call Murray April, Director of 


Agencies, at the Home Office, 386 Fourth 
Avenue, New York 16, N. Y. 






INSURANCE COMPANY OF NEW YORK 
Home Office: 386 Fourth Ave., New York 16, N. Y. 


LOUIS LIPSKY, President—MURRAY APRIL, Director of Agencies 


A Company With Liberal Ideas 





WILLIAM H. LAMBERT 


3altimore Life has appointed William 
H. Lambert home office brokerage man- 
ager. Well known in Baltimore insur- 
ance circles, he has been Baltimore man- 
ager for Shenandoah Life. He started in 
life insurance with New York Life after 
attending Yale and Wharton School of 
University of Pennsylvania. He will work 
with Joseph M. White, Jr., director of 
general agencies. 


Survey Shows Changes in 


Convention Qualifications 
In a recent survey of changes in con- 
vention qualification rules since 1951, 
Life Insurance Agency Management As- 
sociation found that 65 out of 85 com- 
panies surveyed have changed their con- 
vention qualifications in the last five 
years. Most of the changes involve an 
increase in the level of qualifying per- 
formance required. 
However, LIAMA found that increases 


in convention requirements had _ very 
little effect on the proportion of agents 
who meet the qualifications. Sixteen 
companies which have increased their 
requirements were able to give infor- 
mation on the proportions who qualified 
under the old and under the new rules. 
Although these companies reported in- 
creases in qualifications up to 50%, in 
only two companies was there a drop 
of more than 10% in the proportion of 
agents meeting the requirements. Two 
companies experienced an increase in the 
proportion qualifying when they raised 
their requirements, and two others found 
that the increase in requirements had 
no effect on the proportion of agents 
who met the qualification standards. 

In commenting on the relation be- 
tween the qualification changes and the 
proportion of agents qualifying, these 
companies point out that many factors 
other than the amount of qualifying 
production may influence both the num- 
ber and composition of qualifiers. These 
include such tangibles as stiffening of a 
persistency requirement, weeding out of 
marginal producers, and such intangibles 
as the effect of leadership and the selec- 
tion of an unusually attractive conven- 
tion site. 
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Now—New York Life announces 


a new convenience for its policy owners— 


HECKO-MATIC 


pays your insurance premiums safely, surely 





every month out of your regular checking account 


yet you never write a check! 





is Se eR Es 


SAVES YOU MONEY! 


Check-O-Matic premium 
is less than if you pay 
monthly the usual way! 


SiR 5a 





of writing checks 
or mailing them! 








Prevents possible 
lapse of your policy— 
due to forgetfulness! 





nag 


SAVES YOU TROUBLE! — 








Through the cooperation of your local bank, New 
York Life can now offer you Check-O-Matic—a new 
method of premium payment. It ties in with the 
modern American practice of budgeting everything 
by the month. It makes the monthly payment of 
insurance premiums completely automatic—you never 
lift a pen or lick a stamp! 

Here’s how Check-O-Matic works: First, you 
authorize New York Life to draw checks on your 
regular checking account for your monthly premiums. 
Then you authorize your bank to honor these checks 
—just as though you signed them yourself. 


That’s all there is to it. . . you budget a proper 
balance in your account and you do nothing more 
from then on, thanks to your local bank. The canceled 
check is your receipt. All you need to qualify for 
Check-O-Matic is a New York Life individual Life 
or Accident & Sickness insurance policy which has a 
monthly premium of $10 or more. 

Equally important, Check-O-Matic actually makes 
your premiums lower. For example, on a new life 
insurance policy where the regular monthly premium 
would ordinarily be $51.94, the Check-O-Matic pre- 
mium is only $50—a saving of $23.28 a year! 


Ask your New York Life agent for complete de- 
tails about this wonderfully convenient, wonderfully 
simple, wonderfully safe Check-O-Matic service. 


New York Life 


Insurance @& Company 
51 Madison Avenue, New York 10, N. Y. 
Life Insurance + Group Insurance 


Accident & Sickness insurance 
Employee Pension Pians 
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Prominent Speakers on 
LAA Eastern Program 


FEATURE LABORATORY METHOD 
W. C. Heimburg Eastern Round Table 


Chairman; Charles R. Corcoran Fash- 
ioned Program; Speakers Scheduled 


Something new in the way of a format 
for Life Advertisers Association meet- 
ings will be on view March 28 and 29 
at the Barbizon-Plaza Hotel, New York 
City. The Eastern Round Table will use 
the “laboratory technique” to explore 
the various ways that LAA members tell 
the story of their products, the reasons 
why they use these techniques, and the 
results they obtain from them. 
Seating is to be 
to make it convenient 
“spectators” to contribute as much from 
their own experiences as the panelists 
and panel moderators will from theirs. 

William C. Heimburg, manager of 
sales services for New York Life, is 
chairman of the Eastern Round Table. 
fashioned 


arranged “in the 


round,” for the 


The program and format were 
by Charles R. Corcoran, 
Equitable Society. 

“Wake Up— 


speakers 


second vice 
president of 

Theme of the meeting is 
It's A New Day!” Featured 
and the panelists, aid of 


with the audi- 


ence participation, will investigate the 


promotion and related ac- 
tivities of LAA-member 
cluding actual surveys of techniques cur- 
rently in use. Over-all aim of the 
Round Table meeting is to 
the needs for research in markets, sales, 


advertising, 
companies, in- 


emphasize 


motivation, methods and materials. 

The speakers will be William B. Lewis, 
president of Kenyon & Eckhardt, Inc.; 
Sherwood Dodge, vice president and New 
York general manager for Foote, Cone 
and Belding; and Melville P. Dickenson, 
senior vice president of Equitable So- 
ciety. 

Four Laboratory Sections 
the Round Table will 
(March 28). 


Registration for 
be at 9 am. on Thursday 
Four “laboratory sections” wiil be held 
that morning. The first, with John H. 
Warner, life advertising manager of 
Aetna Life, as moderator, will consider 
the most effective content of policy 
illustrations, from the viewpoints of the 
agent and the public. Panel participants 
will include G. Albert Lawton, president 
of Security-Connecticut Companies; 
James A. Ballew, editor of Life Insur- 
ance Agency Management Association; 
Walter M. Harrison Jr., assistant man- 
ager of the public information and ad- 
vertising department for Travelers; 
Wendell Harris, of Dickie-Raymond, 
Inc.; and Joseph J. Guica, agent for 
Aetna Life. 

Henry R. Geyelin, manager of adver- 
tising service for Metropolitan Life, will 
be the moderator of a second “labora- 
tory” session. The subject will be con- 
sumer appeal in national advertisements. 
Participants will include Russell V. Ver- 
net, director of advertising for Mutual 
of New York; Henry E. Arnsdorf, 
ciate director of public relations and ad- 
vertising for Prudential; and C. Russell 
Noyes, secretary and advertising man- 
ager o f Phoenix Mutual. 

Company publications and ways to gain 
more readership for them will be the 
topic of a third laboratory section Thurs- 
day morning. Directing the discussions 
will be Bruc e L. Roberts, assistant edi 
tor of “Equitable Agency Items” for 
Equitable of New York. Participants 
will include Edmund S. Constantini, se 
nior associate editor of Metropolitan; 
George H. Kelley, CLU, manager of sales 
publications of New York Life: and 
William S. Weier, director of public in- 
formation of Prudential. 

The fourth laboratory will be con- 
ducted by Kenneth L. Brooks, CLU, as- 
sociate director of sales promotion for 


asso- 


Standard Life Assn. Names 
Condelos Calif. State Mgr. 


Pere te 
i ha 
* 


rote 
ee TY se 
See ” 


GEORGE W. CONDELO 


The Standard Life Association of Law- 
rence, Kan., has appointed George W. 
Condelos as its state manager for Cali- 
fornia with headquarters at Norwalk. 
Educated at Maywood, Ill., Mr. Condelos 
served in the U. S. Army Air Force 
from_1942 to December, 1945. He entered 
the life insurance business in 1950, serv- 
ing in managerial capacities in central 
and northern California. He has a suc- 
cessful record for personal production 
and agency building. 

His appointment by Standard Life is 
another step in its expansion program. 





Assisting him will be 
Cooper, of New York Life’s 
public relations department; Harry Bar- 
santee, manager of the public informa- 
tion and advertising department of Trav- 
elers ; and Leonard J. Watson, director 
of sales promotion and field services for 
Columbian National Life. 


Prudential. 
Fr: inces L.. 


Other Prominent Speakers 


The morning sessions will end at 12:30 
p.m. At the luncheon, scheduled to start 
at 1 p.m., there will be brief addresses 
by Henry M. Kennedy, CLU, president 
of LAA and director of advertising and 
publications for Prudential; and Morgan 
S. Crockford, LAA vice president and 
secretary of Excelsior Life. 

Following half-hour film, the after- 
200n session will be featured by ad- 
dresses by the two advertising agency 
executives, Sherwood Dodge of Foote, 
Cone & Belding, and William Lewis of 
Kenyon & Eckhardt. 

On Friday, the opening laboratory ses- 
sion will be conducted by Royden C. 
Berger, director of advertising of Con- 
necticut Mutual. The subject will be the 
newer problems confronting life insur- 
ance advertisers. Panel participants will 
include Bernard K. Sprung, associate 
counsel of Equitable; Robert S. Kieffer, 
CLU, assistant vice president of Metro- 
politan; and J. Walter Reardon, assist- 
ant director of training for Massa- 
chussets Mutual. 

The final laboratory program will be 
directed by Paul Duling, editor of the 
“Life Advertisers Bulletin” and director 
of sales promotion for Postal Life. New 
ideas for life insurance advertisers will 
be the subject of the panel. Participants 
will be Warren L. Bacon Jr., assistant 
manager of sales promotion for New 
England Mutual; Richard N. Boulton, 

LLU, formerly of Phoenix Mutual and 
now with LIAMA; and_ Lawrence 
Schwartz, president of the Wexton Com- 
pany, Inc., an advertising agency and 
president of the Advertising Center of 
New York City. 

The closing speaker for the Eastern 
Round Table meeting will be Equitable 
Life’s senior vice president, M. P. Dick- 
enson. 


Great-West Business 
Increased by 39% 


EARNED INTEREST RATE 4.22% 


General Manager Kilgour Reports Rec- 
ord Business; President Harris 
on Inflation Danger 


Winnipeg—The Great-West Life had 
a record business year in 1956 with earn- 
ings at an all-time high. New insurance 
of $408,000,000 and annuities amounting 
to $98,000,000 were sold in 1956, bringing 
total sales to $507,200,000, an increase of 
39% over the previous year. Business 
in force reached $3,400,000,000 at year- 
Assets amounted to $596,200,000. 
Net interest earned on invested assets 
rose from 4.02% in 1955 to 4.22% in 
1956. Total earnings were $10,200,000. An 
to policyholders 


end. 


increase in dividends 
effective June 1, 1957, was announced. 
Commenting on the new, higher level 
of interest rates, D. E. Kilgour, general 
manager said, “It is commonplace to hear 
criticism of high interest rates and the 
burden they create. I suggest that there 
is not sufficient emphasis*of the benefits 
of high interest rates. We have just 
emerged from an era of nearly two dec- 
ades in which money has been virtually 
the cheapest commodity. Wages have 
risen sharply, prices equally if not more, 
but the wages paid for money remained 
at an all-time low. The overwhelming 
majority of the funds which this com- 
pany invests are the savings of modest 
people who are going without something 
today to make prudent provision for to- 
morrow. That they are at last-able to see 
the prospect of substantial earnings from 
their thrift is a wholly healthy condi- 
tion. It should do more to stimulate 
savings than any other single influence.” 


President Harris on Inflation 


The meeting was presided over by 
Joseph Harris, president of the com- 
pany, who, in his address, warned against 
the continuing danger of inflation and 
pointed up the increased need for saving. 

“Inflation continues to be, perhaps, the 
greatest threat to our policyholders’ con- 
tinuing best interests,” said Mr. Harris. 
“While the efforts of our monetary 
authorities to check inflation have 
brought real problems in some quarters, 
their purpose is so right and consistent 
with our national interest that they 
should be commended and suported. The 
economic future of our two countries is 
so glowingly bright that continued in- 
flation or war may be the only two major 
barriers we must surmount. The world 
scene may seem to be beyond the influ- 
ence of the individual citizen, but in- 
flation, on the contrary, can be avoided 
if we have the courage and self-discipline 
to combat it.” 

The financial statements presented at 
the meeting showed record business and 
record earnings in 1956. New sales, made 
to over fifty thousand individual buyers 
and over four hundred firms and or- 
ganizations, totaled $507,000,000. This 
was the first year that company sales 
exceeded the half-billion dollar mark. 

Business in force conse ig by $435,- 
000,000 during the year and totaled $3,- 
400,000,000 at year end. Life insurance 
makes up $2,808,000,000 of the total and 
annuities the balance. Group coverages, 
both insurance and annuities, are $1,300,- 
000,000. The total number of policy- 
holders is now 760,000. The company’s 
assets now amount to $596,000,000. 


N. Y. Life First-Year Men 


First-year representatives of the New 
York Life are joining company execu- 
tives in a series of career conferences 
that will run through April 17 in the 
United States and Canada. Attendance 
at the three-day meetings is limited to 
first-year agents who have completed an 
intensive company training program and 
maintained a high quality of insurance 
sales, 


NALU Trustee Candidate 


FRANCIS G. McNAMARA 


Francis G. McNamara, Waukeska, 
Wis., general agent for Old Line Life of 
Ditwaiiken. will be a candidate for the 
office of trustee of NALU, according to 
William H. Pryor, national committee- 
man for Wisconsin State Association of 
Life Underwriters. The announcement 
followed endorsement of Mr. McNamara 
by the Wisconsin state group and the 
14 member associations throughout Wis- 


consin. 

Widely known among NALU wheel- 
horses, “Mac” has years of solid achieve- 
ment and leadership in every phase of 
the life association movement. A _ veri- 
table pillar in his own local association 
since its organization, he has held all 
of the offices in the Wisconsin Associa- 
tion and has been chairman of its com- 
mittee on national affairs since 1950. 

During his term as_ president, he 
sparked the establishment of the Uni- 
versity of Wisconsin’s widely acclaimed 
seminar in advanced life underwriting. 
He has also played a leading part in 
the development of the LUTC movement 
in this state and has consistently been 
a front rank leader in the State Asso- 
ciation’s biennial skirmishes in the State 
Legislature. 

At the national level, Mr. McNamara, 
in addition to numerous committee as- 
signments, has served as regional vice 
chairman of the committee on member- 
ship and is currently chairman of the 
committee on resolutions. He is well 
known from his long association with 
Wisconsin’s famed cheeseroom at na- 
tional conventions, and has estimated 
that he has dispensed close to 1,000 
pounds of Wisconsin cheese to NALU 
convention delegates and visitors. 

Mr. McNamara began his life insur- 
ance career 30 years ago as a personal 
producer in the Milwaukee area. His 
success led to his appointment as assist- 
ant agency director of the Old Line Life 
and later to his present successful gen- 
eral agency. 


Equitable Society Sets 


New Production Record 

More new life insurance, both Ordi- 
nary and Group, was sold by Equitable 
Life Assurance Society in 1956 than in 
any other year in its 97-year history, it 


was announced by Ray D. Murphy, 
chairman of the board. Sales of new 
Ordinary insurance amounted to $1,564,- 
169,000, an 8.9% gain over the previous 
year. It was the fourth year in succes- 
sion that Equitable passed the one bil- 
lion dollar mark in sales of new paid 
Ordinary insurance. 

Record Group life sales for the year 
amounted to $1,203,483,000, an increase 
of 20.3% over 1955. It was the third 
time in the Society’s history that Group 
life insurance production for a year ex- 
ceeded one billion dollars. 
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“The doctor’s coming right away!”’ 


r AN HOUR Of urgent need, you may have had the feeling 
of relief and reassurance that comes when you know 
your family doctor will soon step through your doorway. 
Then you are most aware of how much it means to have 
a family doctor. 

Of course, any physician in your community would 
respond to an emergency call. It is not quite the same, 
however, as having your own doctor who has known you 
and your family through the years. When he comes, you 
rely on him not only as a physician, but also as a friend. 

This warm relationship can be very important . . . as 
important, in a way, as the doctor’s knowledge of medi- 
cine. This is because the family physician, in treating a 
patient, considers not only the current medical phases of 
the case, but also the patient’s personal medical back- 
ground. Furthermore, a doctor who has year-to-year con- 
tact with you can help ease many worries which illness 
often magnifies. 

Whether your doctor is called for a serious emergency 
or a minor illness, he brings to you the latest develop- 
ments of medical science. These include new methods of 
diagnosis, new drugs and treatments for restoring health 
or controlling many diseases. He also brings to you his 


own broad knowledge of medicine gained through years 
of study in schools, hospitals and clinics. 


There are other equally good reasons for having a 
family doctor. When you go to him for periodic health 
check-ups, he can often detect trouble early and take 
appropriate action promptly. Moreover, by consulting 
your doctor periodically, you get his advice about how to 
help keep in good physical condition . . . with proper diet 
and sensible habits of work, sleep and relaxation. 

Your friend, the family doctor, is the first to know when 
hospital care is needed . . . and when a specialist should 
be called to advise and assist him in giving you the latest 
specialized treatment necessary in your case. 


Specialists, because of their detailed knowledge and 
experience in diagnosing and treating diseases falling 
within their particular field, are important allies of the 
family doctor. 


Your family doctor will welcome an invitation to be- 
come a “part of your family circle.” One of the most 
practical steps, therefore, that you can take for future 
health and happiness is to consult your family doctor now 
. .. and keep in touch with him over the years. 
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Judge Dikaleo 


(Continued from Page 8) 


whether the insurance is to provide in- 
come for a temporary period during 
which the dependents of the deceased 
can adjust themselves to their changed 
status, or if to provide income for their 
entire period of dependency. For the 
most part, this decision depends upon 
the amount of current income available 
for this purpose. Since different indi- 
viduals with the same financial re- 
sources place different emphasis on their 
this decision rests with 
Nevertheless, because of 
the many varying plans of insurance 
available today, your job is to be of in- 
valuable assistance to them in arriving at 
a decision. : : 
“Another consideration in the choice 
of plan is to arrange for premium outlay 
to follow the earnings pattern of your 
client so that he will not be burdened 
with excessive premium expenses at a 
time when his income may not warrant 
them. After all, if premium payments 
become too burdensome, the insurance 
may lapse either partially or in its en- 
tirety. If that should happen, all the 
careful planning will have been in vain, 
and your clients may not be ‘ready’ to 
die—do not oversell. 


current needs, 
your clients. 


Insurance for Tax Purposes 


“A second area deals with insurance 
for tax purposes. Because of the high 
rates of taxes which prevail today, many 
estates which would before taxes satis- 
factorily meet the needs of dependents 
are so depleted by taxes as to become 
inadequate. Time and time again, dur- 
ing my years as an attorney and judge, 
I have witnessed the hardship which 
resulted from failure to consider the ef- 
fect of taxes on inheritances. To my 
way of thinking, there is no better way 
of keeping an estate intact at death than 
by means of insurance.” 

Judge DiFalco called attention to the 
importance of every agent familiarizing 
himself with the provisions as to marital 
deductions so as to properly advise his 
client of the consequences of the insur- 
ance policy he purchases. “Another im- 
portant area of readiness,” he said, “con- 
cerns itself with business insurance. In 
addition to assisting American families 
in dev eloping personal security programs, 
the agent is playing an increasingly im- 
portant role in the national economy by 
furnishing insurance protection to busi- 
ness enterprises and their employes. 

“Your expert knowledge can be very 
useful to your clients in helping them 
select the proper mode of settlement op- 
tion. All too often insurance funds are 
quickly dissipated by persons who are 
not accustomed to making financial de- 
cisions. Every effort must be exerted 
to insure the proper disposition of the 
policy proceeds. Unfortunately, many 
policyholders, through failure to read 
their policies are unfamiliar with the 
fact that the insurer is prepared to make 
systematic payments to the beneficiary 
in settlement of the policy. Even in 
cases where the policyholder is aware 
of this option, he does not fully appre- 
ciate its value. Of course, in assisting 
your clients in these matters, you must 
always be cautious and refrain from giv- 
ing specific legal and tax advice. 

“Let us assume that your client has 
developed a satisfactory insurance pro- 
gram and has taken all the proper pre- 
cautions, Can the policyholder be con- 
sidered fully prepared to meet his 
Maker? Perhaps, but then again, per- 
haps not, simply because the planned 
insurance program is based on _ the 
client’s needs as viewed at the time of 
inception. His insurance requirements as 
well as his financial resources may 
change. These changes are unforeseeable 
at the inception of the program. It is 
therefore essential that the insurance 
program as well as his financial abilities 
and obligations be periodically reviewed. 

“Unfortunately, your clients, individ- 
ually and collectively, cannot be de- 


Canadian Taxes 


(Continued from Page 1) 


ther income tax deductions for retire- 
ment income. These annuities will not 
be assignable and the person issuing 
them may not redeem the contract for 
cash or make any loan against them. 
W ith “inpayments” free from tax the 
“out-payments” under a registered re- 
tirement annuity will, of course, be fully 
taxable. 


A $2,500 Limit 


Payments toward the purchase of the 
type of retirement annuity just described 
will be deductible from income for tax 
purposes up to 10% of the taxpayer’s 
earned income, but the dollar amount 
deducted in any year may not exceed 
$2,500. If, however, a taxpayer is cur- 
rently paying into a registered employ- 
er-employe pension plan, the dollar limit 
on his deductions for a separate annu- 
ity contract outside the registered plan 
together with his contributions already 
being made under the employe plan may 
not be more than $1,500 a year. If, for 
example, an employe is now ‘contributing 
6% of his earnings under a pension plan 
he may, on his own account, use another 
4% of his earned income to purchase 
a retirement annuity supplementing the 
pension being built up in his employ- 
ment, always subject to the maximum 
of $1, 500. 

It is probable that certain groups such 
as the professions may wish to arrange 
to manage the fund being built up by 
contributions of their members. To per- 
mit this to be done, authority will be 
asked for Governor in Council to allow 





pended upon to carry through on this 
essential need. This is a service which 
you can and should perform for them. 
This too is your responsibility.” 
Concluding, Judge DiFalco said that 
there is no question that the American 
agent has done an able job. “This is 
evidenced,” the said, “by the growth of 
the insurance industry, the expansion of 
insurance coverages to meet current 
needs and the wider use of settlement 
option. ] am very happy to say that as 
a result of your good work there has 


been very little litigation relating di- 
rectly to insurance in the Surrogate’s 
Court. However, much still remains to 


be done and I am certain that you will 
continue the good work. Remember that 
today’s success is the result of yester- 
day’s planning. Such planning must con- 
tinue until all people will be freed from 
anxiety resulting from the fear of dying 
too soon or dying too late. I feel cer- 
tain that you people will make an ever- 
lasting contribution towards that goal 
and to a great extent your cooperation 
with the work of the lawyer can be of 
invaluable benefit to the client and at 
the same time be of great assistance, 
after his death, to the Surrogate who 
may be called upon to pass upon ques- 
tions arising in the administration of his 
estate.” 
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corporate trustees to accept funds and 
issue eligible receipts therefor provided 
that the funds so accepted are subse- 
quently used for the purchase of the 
approved type of retirement annuity for 
the contributing taxpayer’~before he 
reached age seventy. The funds accepted 
by a person eligible to manage or ad- 
minister a retirement fund may not be 
returned to cash directly to a contribu- 
tor but may be returned to his estate 
upon his death. The general rule is that 
the funds so built up must be used by 
the person managing the fund for the 
purchase of a retirement annuity for 
the contributor. 


The Premium Situation 


In conclusion Minister Harris says of 
the proposed legislation: “Premiums in 
1957 paid under new contracts for re- 
tirement annuities which conform to the 
conditions will be eligible for income tax 
deduction. Such new annuity contracts 
may be separate or may be in combina- 
tion with a new insurance contract. In the 
latter case the appropriate part of the 
combined premium for annuity and in- 
surance will be eligible for deduction 
from income for tax purposes if the 
premium receipt shows separately the 
part of the premium paid for the annuity 
alone. Premiums pi uid under existing 
contracts for annuities only where such 
annuity contracts comply with the terms 
set forth may be eligible for deduction 
but only if the taxpayer elects in writing 
to the person who issued the contract 
(not to the Income Tax Department) 
to have his annuity classed as an eligible 
retirement annuity for tax purposes. 

“T am unable to state now whether 
it will be possible to work out arrange- 
ments whereby a part of the premium of 
other existing annuity and insurance 
contracts can be made eligible for in- 
come tax deduction upon an election 
by the policyholders to receive the en- 
dowment in the form of an approved 
retirement annuity. There are some real 











EMPIRE'S 


Innovation in Life Insurance—Reduced Premium Because 
of Policy Size 





Reductions per thousand applicable to our published rates regardless of age. 











PRWL & All Other Plans 

Selective Except Term 

Protector & Term Riders 
Below $5,000 —0— —0— 
$5,000 to $9,999 —o0— $1.00 
$10,000 to $14,999 $1.50 $1.50 
$15,00 and over $1.75 $1.75 








MORGAN O. DOOLITTLE, 
President 








We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 





difficulties in the way of doing this, but 
the matter will be carefully considered 
with life insurance companies. Authority 
will be asked in the legislation to move 
in this direction by Order-in-Council if 
it is found that satisfactory arrange- 
ments can be worked out. 


Not to Rush Legislation 


“It is difficult to estimate what effect 
this proposal will have on the future 
yield of our income tax. The cash effect 
on our revenue in the coming year will 
be negligible, partly because it will take 
some time for insurance companies and 
others to design policies and organize 
plans, and partly because taxpayers will 
in many instances derive their benefit 
from a tax refund at the end of the year. 
In subsequent years, if widespread use 
is made of the plan it is possible that the 
annual yield of the income tax may in 
future be reduced by as much as $40 
million. Whatever the subsequent loss 
in revenue may be, it can, however, be 
regarded as an indication of the volume 
of provision being made by Canadians 
towards freedom from financial worry 
at a time when their earning power has 
lessened. To me, this policy makes good 
sense. Moreover, the broad effect of 
this new policy will be anti- inflationary 
since it will be an encouragement to in- 
creased immediate saving which will be 
productively employed. Encouragement 
such as that now proposed is, I think, 
amply justified and will, I believe, be 
well received on all sides. 


Advance Calvin J. Wright 
And John G. McElwee 


Calvin J. Wright, assistant counsel, 
John Hancock Mutual since 1954, has 
been appointed associate counsel. At the 
same time John G. McElwee, admin- 
istrative assistant in the policy depart- 
ments, was elected an assistant secretary 
of the company. 

Mr. Wright, a graduate of Dartmouth 
College and Boston University Law 
School, joined John Hancock in 1954, 
after 14 years as an attorney with Amer- 
ican Optical Co., Mr. McElwee, a gradu- 
ate of Boston College Law School, joined 
the company in 1945 following service 
in the U.S. Naval Air Corps in Pacific 
Theatre. In the Naval Reserve he is 
commanding officer of Jet Fighter 
Squadron 917. At the John Hancock, he 
rose to methods analyst, senior methods 
analyst, and was appointed administra- 
tive assistant in 1951. 


Spokane General Agent 

Lloyd W. Evans has been appointed 
general agent in Spokane for Lincoln 
National Life. Mr. Evans, who has been 
engaged nine years in life insurance sales 
in Medford, Ore., succeeds Norris Erick- 
son, who has resigned to return to Cali- 
fornia. For the last five years Mr. Evans 
has been assistant manager for southern 
Oregon. 
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rf | GROUP TIRE DIAN 


~ $20,000/ $40,000 Maximum Schedule 
| Plus up to $20, 000 Accidental Death & Dismemberment 


for firms with 10 or more employees * 














W. are proud to present Model Group—a new, revo- 
lutionary group plan for small and medium size firms 
—featuring modernized group life schedules without 
requirements of individual evidence of insurability. 
MODEL GROUP is adopted from the Model Group Life 


Insurance Definition as sponsored by the National 
Association of Insurance Commissioners. It offers your 
clients a $20,000 or $40,000 Group Life schedule as 
listed below. It is, in every sense, a practical group life 
plan with genuine group underwriting features. 


; Here's How and W here you can write “MODEL GROUP” 
































States in Which Minimum Employees | Employer Case States in Which Minimum Employees | Employer Case 

We Are Admitted Necessary Group Life Limit We Are Admitted Necessary Group Life Limit 
Arizona 10 $20,000/40,000 Nevada 10 20,000/40,000 
California 10 20,000/40,000 New Hampshire 20,000 
Colorado 10 21,000/40,000 New Jersey 20,000/40,000 
Connecticut 10 20,000/40,000 New York 10 20,000/40,000 
Delaware 10 20,000/40,000 North Carolina 25 20,000 
Dist. of Columbia 25 Ohio 25 20,000 
Florida 25 20,000/40,000 Oregon 10 20,000/40,000 
Illinois 10 20,000/40,000 Pennsylvania 10 20,000/40,000 
Indiana 10 20,000/40,000 Puerto Rico 10 20,000/40,000 
lowa 10 20,000/40,000 Rhode Island 10 20,000/40,000 
Kansas 10 20,000/40,000 Tennessee 10 20,000/40,000 
Maine 10 20,000/40,000 Terr. of Hawaii 10 20,000/40,000 
Maryland 10 20,000/40,000 Vermont 25 20,000 
Massachusetts 10 20,000/40,000 Virginia 10 20,000/40,000 
Michigan 25 20,000/40,000 Washington 10 20,000/40,000 
Minnesota 10 20,000/40,000 West Virginia 25 20,000 
Missouri 10 20,000/40,000 Wisconsin 25 20,000 
Nebraska 25 20,000 




















NOW, small and medium size firms may obtain 
group life coverage in realistic amounts at standard 
rates. And “realistic” amounts make it possible for 
your clients to eliminate “superimposition.” One plan 
— one company provides ample coverage — reduc- 


e Standard Group Rates 


e Waiver of Premium in event 
of Total Disability 


e Conversion Privilege 
e No Medical Examinations 
e Group Underwriting 


ing costs and time consuming “dual administration.” 
Yes, now you can approach your clients and offer a 
MODEL GROUP schedule. It is truly the plan every 
producer and employer has been waiting for. Look at 
these other: plan features: 


e 24 Hour A D & D Coverage for 
non-hazardous groups may 
be included up to 50% of the 
life amount—maximum $20,000. 


Get all the facts and underwriting information on MODEL GROUP Life today. Contact your 
United States Life General Agent or your nearest United States Life Group Office for details. 


Another first from the Company that made ‘Baby Group” famous! 





IN THE CITY OF NEW YORK 


84 WILLIAM STREET - NEW YORK 38, N. Y. 
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Bankers Life of lowa Group Appointments 


company’s pension plan for health rea- 
sons. 


Mr. Ward will be associated with J. T. 


Three appointments have been 
announced by the Group sales depart- 

3ankers Life of Des Moines. They 
: Leroy McWhinney, regional Group 


manager, Buffalo Group office; Loren D. 


new 


ment, 





LEROY McWHINNEY 


Ward, 


Group 


Group representative, Los Angeles 
Eugene A. Willis 


Chicago Group of- 


office, and 

Group representative, 

fice. 
Mr. 


ing as 


who has been serv- 


McWhinney, 


jate regional Group manager 


assoc 





A. WILLIS 


EUGENE 


at Buffalo May, 1956, 


George Lewis who has retired under the 


since replaces 


Rainey, regional Group manager, also 
Paul F. Clark and Stanley L. Brother- 
ton, Group representatives. Mr. Willis 





LOREN D. WARD 


will be associated with Frank H. 
man, regional Group manager, 
Dinsmoor, Group representative, and £ 
R. Biesenthal, office supervisor. 


at 


Careers 


Prior to joining the Buffalo Group 
office, Mr. McWhinney had been a mem- 
ber of the home office Group sales de- 
partment for nearly two years. Before 
going to Bankers Life in June, 1954, he 
represented a large eastern Group-writ- 
ing company. 

A native of Denver, he graduated from 
Williams College in Williamstown, Mass., 
majoring in economics. 

Prior to joining Bankers Life, Mr. 
Ward had been selling insurance in Los 
Angeles for two years for a large middle- 
western insurance company. He received 
his high school education in Detroit and 


attended the Detroit Institute of Tech- 
nology. 
Mr. Willis has over three years expe- 


rience in Group sales and service in the 
middle-west. 

He received his high school education 
in Chicago and Lake Zurich, Illinois, and 
graduated from Bradley University where 
he was a member of Sigma Phi Epsilon, 
social fraternity. 

He is a member of the insurance 
advertising and sales club and 


Zeta. 


club, 
Sigma 





Cal-Western States Life 
In Force Increased 10.1% 


Pointing to a 106.1% increase in life 
ins urance in force and the establishment 
of seven new sales agencies during 1956, 
Robert E. Murphy, president of Cali- 
fornia-Western eee Life, told share- 
owners at their recent annual meeting in 
Sacramento, that last year was a “year 
of substantial growth and expansion.” 

“A record high of $167,300,000 in life 
insurance sales during 1956 has brought 
our total insurance in force to $1,462, 
000,000 iby the first of this year,” Mr. 
Murphy reported. He added that Cal- 
Western Life’s rapid growth has seen the 


company double in size in the last five 
years. 

In other action at the annual meeting 
Robert A. Breuner, vice president and 
secretary of the John Breuner Company, 


Wi as elected to Cal-Western Life’s board 


ot directors 

“Of pereres ar interest to our more 
than one-hal million policyholders 
throughout ce 12 western states and 
Hawaii is the fact that last year our 


company paid out $26,200,000 to policy- 
owners and beneficiaries,” Mr. Murphy 
stated. “This represents a 13% increase 
in payments made during 1955, our pre- 
vious high year.” Mortgage loans on 
residential, business and farm properties 


Engelhard & Co., Chicago 
Marks 15th Anniversary 


A luncheon and presentation of a gift 
highlighted the recent 15th anniversary 
of Engelhard & Co., Chicago, leading 
midwestern agency of United States Life, 
now a publicly owned stock corporation. 

On hand for the informal celebration 
were Willard Engelhard, Sr., Willard 
Engelhard, Jr., Bob Engelhard, Bill 
Kastler, home _ office representative, 
cae sales and service, and Ronald 
. Ade, midwest superintendent of agen- 
cies, who made the presentation. 

A consistently high producing agency, 
Engelhard & Co. merited a plaque for 
production leadership during the recent 
United States Life convention at Miami 
Beach, Fla. At that time, Charles J. 
Bollinger, Sr., of that agency, also re- 
ceived an award for his outstanding per- 
sonal production record. 





during 1956 increased by $5,000,000 to a 
a new high of $92,100,000. 

In the field of Group insurance, Cal- 
Western Life’s accident, health, and life 
coverages showed a 8.2% rise in terms 
of Group premiums in force. During 1956, 
Group premiums from commercial, indus- 
trial and labor Groups totaled $24,300,000. 

Total assets as of last year increased 


by $11,300,000 to $183,700,000. 


Symposium on Metropolitan Problems 





Sponsored by Connecticut General 


A symposium on the new Federal 
highway program and the challenge it 
offers to improve metropolitan areas 
through coordination with urban and 
regional planning will be sponsored by 
Connecticut General Life next Septem- 
ber 9 through 12, it was announced by 
Frazar B. Wilde, president. 

Objective of the Hartford company’s 
meeting is to illuminate both the perils 


and opportunities the new highway pro- 
gram presents in relation to the prob- 
lem of America’s rapidly growing metro- 
politan areas, Mr. Wilde said. The ex- 
plosive nature of metropolitan regional 
growth occasioned primarily by the auto- 
mobile, by the growth and shift of pop- 
ulation, by new highways, by mass 
housing developments and other causes 
has been widely described as America’s 
number one domestic headache, he ob- 
served. He asserted that the highway 
program will have a profound impact on 
this problem. 

Connecticut General, in sponsoring this 
symposium as a commemorative event in 
connection with its move this year into 
its new suburban headquarters building, 
hopes thereby to make a genuine con- 
tribution to the national welfare, Mr. 
Wilde said. He disclosed that the com- 
pany as been investigating the subject 
for many months in order to plan the 
symposium, with the inquiry being con- 
ducted by an advisory committee headed 
by economist Miles L. Colean. Other 
committee members are Douglas Haskell, 
editor-in-chief, Architectural Forum; Jo- 
seph L. Intermaggio of the Highway 
Research Board, National Academy of 
Sciences; Martin Meyerson, vice presi- 
dent in charge of research, American 
Council to Improve Our Neighborhoods; 
former N. Y. State Lieutenant Governor 
Frank C. Moore, president, Government 
Affairs Foundation, Inc.; Wilfred Owen, 
economist of the Brookings Institution 
and author of the book “The Metropoli- 
tan Transportation Problem,” and Max 
S. Wehrly, executive director, Urban 
Land Institute. 

Mr. Wilde observed in his announce- 
ment that “the highway program is go- 
ing to have a profound effect on land 
uses, land values and the pattern of 
development of metropolitan areas. As 
citizens we have a responsibility to try 
to make this effect a constructive one. 
It is true that our cities and their sur- 
rounding regions are already in a critical 
stage. The metropolitan areas have be- 
come the home of almost all of the coun- 
try’s new population in the last decade. 
They are reaching out for new land at 
the rate of a million acres a year. By 
1975 we can expect another 50 million 
people to crowd into them. There will be 
more than 100 million cars on ovr rvads, 
most of them packing the routes in and 
out of our cities. The new highways can 
be barriers to orderly development and 
they can promote disorder. On the other 
hand, if they are wisely considered in 
relation to the other aspects of mectro- 
politan living, they can help us out of 
our current crisis and deal with some 
of the problems that inevitably lie in 
the path of our rapid growth.” 

To see that the highway program is 
directed in such a way as most effec- 
tively to increase the efficien: cy and liva- 
bility of our cities will require an in- 
formed and influential public, Mr. Wilde 
said. The symposium has this as one of 
its chief ends. The audience will consist 
primarily of persons who are molders of 
opinion in their communities, as well as 
national and state highway Officials and 
city planning officials most directly in- 
volved. 

The actual symposium program will 
consist of a number of panels at which 
expert participants will present and dis- 
cuss the principal areas of impact of the 
highway program upon the country’s 


metropolitan regions. One session of the 





symposium will be devoted to an analysis 
and discussion of the Hartford metro- 
politan area problem. Mr. Wilde said 
that the company’s advisory committee 
on the symposium reported that the 
highway program brings all the accumu- 
lating unsolved problems of the metro- 
politan area into new sharp focus. It 
creates an urgency for solutions far be- 
yond any incentives previously existing. 

The highway program enacted last 
year as public law 627 specifies that 
over a 13-year period some $50 billion 
of Federal and state funds will be di- 
rected toward the construction of 41,000 
miles of new highways linking 90% of 
all cities of 50,000 or more, plus the 
modernization of 700,000 miles of exist- 
ing roads. As such, it represents the 
largest public works program in our 
history, Mr. Wilde stated. He noted that 
approximately half of the funds will be 
spent directly in metropolitan areas for 
urban highways. Herein lies the biggest 
challenge to planners, to officials and to 
the public, he said. 

The symposium has been tentatively 
entitled, “The New Highways: Challenge 
to the Metropolitan Region,” with the 
subtitle, “How We Can Increase the 
Efficiency and Livability of Our Cities 
Through the National Highway Pro- 
gram.” It will be a key event in Con- 
necticut General’s commemoration of its 
move from Hartford proper into its new 
modern building located on 268 acres of 
rolling rural land in nearby Bloomfield, 
Conn. 


NAMED BY AMERICAN LIFE 





Dr. Frank A. Fraser Made Medical Di- 
rector; John S. Thatcher Manager 
of Underwriting Department 
American Life Insurance Co. of New 
York has announced the appointment of 
Dr. Frank A. Fraser as medical director 
and of John S. Thatcher, CLU associate, 
as manager of the underwriting depart- 

ment. 

A graduate of New York University, 
College of Medicine, Dr. Fraser has had 
residency training at St. Vincent’s Hos- 
pital in New York, post graduate work 
at the School of Medicine, University 
of Pennsylvania, a year’s fellowship at 
Lahey Clinic, Boston, Boston and Lynde 
Clinic, Minnesota. A lieutenant com- 
mander in the Navy during World War 
or Dr. Fraser is a visiting surgeon at 

Clare’s Hospital, New York and St. 
Fasctite Hospital, Far Rockaway, Long 
Island. 

Mr. Thatcher received his A.B. from 
Cornell University and his M.A. from 
the University of Maryland. He is fa- 
miliar with all phases of life under- 
writing, having served recently with an- 
other company as an underwriting spe- 
cialist. 


Pacific Mutual Paid for 
More Than $353 Million 


Closing 1956 with more than two and 
one-third billions of life insurance on its 
books, Pacific Mutual Life has nearly 
tripled its total volume in force in the 
past ten years, it was announced by Asa 
V. Call, the company’s chairman. The 
figure at the end of 1955 was $2,047,- 
000,000 

New life insurance placements of more 
than $353 million in 1956, as compared 
with $327 million in 1955, have estab- 
lished an all-time annual high for the 
company, Mr. Call said at the company’s 
Los Angeles home office. 

Gains were marked in both the Ordi- 
nary and Group departments, with Group 
showing a 90% increase in the number 
of organizations covered in 1956 as com- 
pared with the previous year. 
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IN QUALITY BUSINESS 


These five Acacians are tops in the production of quality business 
at Acacia! As a result, they've earned the distinction of serving 
during 1957 as officers of Acacia’s unique and justly famed William 


Montgomery Quality Club. 


Volume alone did not earn these men officerships in Acacia’s honor 
organization. However, each of them is a top producer, having 
earned membership in the Million Dollar Round Table last year. 
Yes, with Acacia, with their associates and with their policyholders— 


these five Acacians are tops! 


The members of Acacia’s Quality Club know that “the business 
that stays is the business that pays.’ Under Acacia’s Agency Con- 
tract quality production pays not for just a few years but for as long 
as the business stays in force. This lifetime monthly income, plus 
the twice yearly cash bonus Acacia pays for quality production, 
are but two of the many reasons why every Acacia Fieldman strives 
to earn and maintain his membership in Acacia’s Quality Club, 
Small wonder we take such great pride in the exceptionally high 


persistency records rolled up by our Fieldmen year after year. 


ACACIA MUTUAL LIFE INSURANCE COMPANY 
7) 











Home Office: Washington, D.C. 
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N. J. Department Installing 
IBM Punchcard System 


Charles R. Howell, Commissioner of 
the New Jersey Department of Banking 
and Insurance, has announced the in- 
stallation of an IBM punchcard system 
in the license division of the Insurance 
Bureau whereby over 60,000 licenses will 
be mechanically renewed. This action 
was the result of a study initiated a year 
ago in conjunction with the Procedure 
Unit of the Treasury Department and is 
a part of an overall attempt to modern- 
ize the Department and provide quicker 
and more efficient service. . 

During April all life and general insur 
ance agents will receive renewal appli- 


ber one spot among all Franklin pro- 
ducers. In addition, he actively guided 
development in his area, and recorded a 
divisional total for the year 1956 of 
nearly $4 million. He is a life member 


Union Mutual Raises 
Pre-Paid Premium Rate 
Union Mutual Life of Portland, 
Maine, announces that the rate at which 
pre-paid premiums are discounted will 
be increased from 2%% to 3%. 


Annual premiums due not more than 
20 years (10 years in California) from 
date of payment will be eligible for dis- 
count at the new rate. 

Annual premiums paid 11 full months 
or more prior to their due dates will be 


discounted for the full number of 
months involved, provided the discount 
amounts to at least $1. 

Premiums paid in advance may be 
withdrawn at any time prior to their re- 
spective due dates. If advance premiums 
are so withdrawn, interest is forfeited 
and only the respective amounts actually 
paid to the company will be refunded. 
However, in event of death, such 
amounts will be increased by interest at 
the rate of 3% per annum. 

















OF AMERICA 


A Mutual Company—Established 1860 


Manufacturers’ New 
Business $326 Million 


HAS IN FORCE $23 BILLION 
President G. L. Holmes Reports Assets 
at New High of $716 Million— 
$63 Million Gain 








Manufacturers Life of Toronto report- 
ed new business for 1956 totaled $326 
million, an increase of 8.3% over the best 
previous year. The company’s business 
in force now stands at more than $2.3 
billion. Commenting on these record fig- 
ures for the year, G. L. Holmes, presi- 
dent, remarked that “the rapid pace of 
the company’s growth is perhaps well 





Robert L. Forbes, Jr., chairman of the 
Inter-American Conference of Life Un- 
derwriters, urges American life insurance 
people to plan a vacation trip to include 
the conference. He may be addressed at 
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I. Kellam agency, New Canaan; secre- 1956. The award was announced by 4 
tary, Lewis C. Hall, Harold T. Dillon President O. Kelley Anderson in recog- ; 
agency, Atlanta. nition of the agency's excellence in con- : 
Thirty-one club members each pro- sistent performance and a_ record of 5 
duced over a million dollars in paid busi- sustained agency building, plus a high f 
ness, and the Dillon Agency led in the rank in five other categories including f 
greatest number of qualifiers with 21 production and service to policyholders. f 
members. Other winners were: Division One, 4 
Mr. Plapinger, who paid for more than Arthur W. Schmidt, CLU, and Roger W. ; 
two and three-quarters million dollars Schmidt, CLU, co-general agents, New ‘ 
of business, is an associate general agent York; runner-up, Wheeler H. King, 4 
ot the Newark Agency in its Central Jer- CLU, general agent, New York. 4 
sey office at Trenton. Last year he was Division Two, Richard W. Partridge, ; 
president of National Life Leaders Club. shale = general agent, Boston; runner-up Frank 4 
A. native of Trenton, Mr. Plapinger Guardian's 1957 policies —the most modern in the life insurance W. Dedman, general agent, Oakland, 7 
studied a vear at uke niversity betore ; Hy . ‘s a 
“ss Ges : ‘deedeonet. industry — : : ‘ Cal. : 
enlisting in the Naval Air Corps and y provide an ideal solution for most business insurance prob- Division Three, J. Hicks Baldwin, 4 
entering the Naval Academy. After com- lems by contractual guarantee: CLU; general agent, Washington, p. C.; 
presen his — he i a — runner-up Francis W. Lund, CLU, gen- 
niversity where he majorec _in_mathe- ane : é 3 eral agent, Minneapolis. 
matics. He was a merchant in Trenton 1. Corporations, partnerships, trustees, assignees, may elect settlement Division Four, John C. Pittman, CLU, 
‘ = be i before entering the life options, including life income options, and be the Payee under any general agent, Birmingham, Ala.; run- 
nsurance business. option; ner-up, George R. Vibbert, CLU, general | 
CR I ee , agent, Syracuse, N. Y. E: 
2. Benefici: ? Le ike Division Five, C. Allen Hopkins and q 
SineiliRas aaa: shia Wasa? eficiary may be changed by owner-beneficiary within 90 days A. Kirby Clements, Jr, CLU, general 4 
Sol” Stitadliny: niaicaiel® Setaadaed bie after death of insured, permitting transfer of proceeds to, and elec- agents, Montgomery, Ala.; runner-up @ 
eee es ee anager tor : . k George D. Farrington al z t; 3 
Franklin a of Springfield, on - Ea tion of options by, or for the widow when release of stock or part- Asiaing N. Y. oe ey ee 
cinnati and vicinity was awarded that nership interest i . § sil : 
company s top honor in Springfield last P est is executed, 4 
week. The award, the company’s “Man 3. Repayment of j : a 
, wei ad coy giigheise . of policy loz ; 
of the Year” plaque, which is annually : y P . permitted after death or maturity of Inter-American Conference 
presented to the most outstanding field policy, to be added to proceeds applied under an option — with 
man in the company’s nationwide organi- many possible tax advantages. At San Juan Program Plans 
pears Ms Shigie ge by Vice oe Eight different sales clinics presented 
- Pog or of Agencies Allen V. Get the full : : by experienced life underwriters, includ- 
+: a ene le full story from your Guardian manager, or write ing practical demonstration, interviews 
ment: Sositinas the wane’ 1956 wie tie oer T = ip! war Ree Solace Ok We ee 
See ere yee 99, was the : : shop of the Inter-American Conference 4 
weccees a Se nage . “cnangenegee of he GUARDIAN Life Insurance Company from May 13 to May 16 at the Caribe a 
USINESS. us placed him in num- Hilton Hotel, San Juan, Puerto Rico. “ 


50 Union Square—New York 3, N. Y. P.O, Box 9191, Santurce, Puerto Rico. 


of the Million Dollar Round Table. 
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Equitable Life, Ia., Has 
Three New Policy Forms 


Equitable Life of Iowa has recently 
introduced three new policy forms to its 
field associates—a juvenile paid-up at 
age 65—increasing amount, a life paid-up 
at age 90, and a family income supple- 
mental agreement. 

The juvenile paid-up at age 65—in- 
creasing amount is a juvenile insurance 
contract in which the basic amount in- 
creases three times at age 18, and five 
times at age 25. It contains a special 
feature whereby the death waiver in the 
payor provides automatically for the 
regular adult disability waiver on the 
insured at age 25. 

The life paid-up at age 90, known as 
the “90 Special,” was introduced in honor 
of the company’s 90th anniversary. It 
incorporates two unusual options. At the 
election of the insured, at age 55 (if 
issued prior to age 45) or ten years after 
the issue date (if issued after 45), the 
policy may be converted, with increased 
premiums, to an endowment policy which 
will mature in ten years, or, with a 
lesser increase in premiums to a policy 
which will become paid up in ten years. 

The family income supplemental agree- 
ment may be attached to any new life 
or endowment contract of $2,500 or more. 
It provides a monthly income as high as 
$28.18 per $1,000 of basic policy, depend- 
ing on duration. The agreement is issued 
from ages 20 to 60, for periods of ten 
years or longer, but not to extend be- 
vond age 70. Proceeds are paid inde- 
pendent of the basic contract. 


President’s Trophy Won 
By Jack White Agency 


The Jack White agency of The Pru- 
dential in Los Angeles has been named 
Prudential’s top Ordinary agency for 
1956 and has been awarded “The Presi- 
dent’s Trophy” for its outstanding “all- 
round accomplishments.” 

The company’s top brokerage award— 
“The President’s Brokerage Trophy’— 
went to the Newark brokerage agency. 
Under the management of Saul S. Vort, 
that agency headed all others in the 
company’s brokerage division. 

Fourteen leading contenders for the 
President's Trophy will receive a “Presi- 
dent’s Citation.” Locations and managers 
of the citation winning agencies are: 
Chicago (La Salle), Robert J. Murphy; 
Detroit, William H. Klingbeil; Philadel- 
phia, Ralph H. Rice, Jr. CLU,; New 
Orleans, Sidney L. Marks; Cleveland, 
John D. Buchanan, CLU; Raleigh, Lu- 
cian A. Peacock, CL U: Newark, Osborne 
Bethea; Nashville, Louis K. Edge; New 
York, Thomas W. Melham, CLU; Los 
Angeles, Walter S. Payne; Kansas City, 
Glen S. Baker; St. Louis, Thomas A. 
Gallagher, CLU; Washington, D. C., 
James W. Merritt; Honolulu, Hawaii, 
Glen A. McTaggart, CLU. 

Prudential’s Downtown agency in New 
York City, under Managers Gerald A. 
Eubank and Hiram G. Henderson, was 
awarded a President’s Brokerage ‘Cita- 
tion for outstanding performance in the 
brokerage division. 


Prudential Anniversaries 

Managers of two Prudential district 
offices, one in upstate New York, the 
other in New England, recently marked 
long-time anniversaries with the com- 


pany. They are Frank A. Sestito, head 
of Rochester’s Monroe district, who 
celebrated his 25th anniversary, and 


Reginald A. Willey, manager at 
River, Mass., who completed 30 years 
of service. 

Mr. Sestito joined Prudential as an 
agent in Utica. He held a staff man- 
agership in Rochester for several years, 
then was named manager of the Olean 
district. He returned to Rochester to 
direct the Monroe organization in 1945. 

Mr, Willey spent nearly 20 years in 
Syracuse, first as an agent and later as 
a staff manager. In 1946 he was named 
head of the Fall River district. 


Mutual Benefit’s Youngman 
Agency Names 1956 Leaders 


Five awards for top achievement rec- 
ords in 1956 went to John H. Ames, of 
the Arthur V. Youngman Agency, New 
York, of Mutual Benefit Life. 

Company officers and members of the 
agency met at Churchill’s Restaurant to 
honor Mr. Ames and other agency as- 
sociates who established records last 
year. Others who were honored were 
Eugene C. Wood who was toastmaster 


of the “Old Timers” and William R. 
Saunders who won the Junior Toast- 
master Award, leading all first year men 
in the agency in earnings. 

Mr. Ames qualified for the Million 
Dollar Round Table, was agency toast- 
master, paid-for volume leader, lives 
leader, anes the “Most Valued Asso- 
ciate” award, and was “Man of the Year” 
of the agency. 

Two other associates of the agency— 
C. Bruce Wilkinson and William J. Flynn 
also qualified for the Million Dollar 
Round Table. 


Miner With Pacific Mutual 


Rudy B. Miner has been named super 
sales for Pacific 
Mutual Life according to announcement 
by Vice President Ralph J. Walker. 
Miner formerly was associate editor of 
Northwest News, Portland, 
In his new post he will edit Pacific 
Mutual’s Field News and supervise sales 
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Joins Press Division of 
Life Insurance Institute 


JOSEPH M. McCARTHY 


Joseph M. McCarthy, for the past five 
years public relations and advertising 
director of Union Labor Life, has joined 
the press division of the Institute of Life 
Insurance. 

Mr. McCarthy 
writing career with the Spectator in 1948 
and insurance editor of that 
publication. In that capacity he wrote 
many feature articles involving special 
research into many phases of the life 
insurance business. Mr. McCarthy joined 
Union Labor Life in 1952. Previously. 
he was assistant publicity director of 
Manhattan College of which he is a 
graduate. While on the campus he was 
New York Times college correspondent. 

As a member of the Life Insurance 
Advertisers Association Mr. McCarthy 
was on the Eastern Round Table com- 
mittee and recently on the LAA public 
relations committee. 

An Army veteran of World War II 
and a holder of the Army Commendation 
Citation, he attended New York 
Law School 


began his insurance 


was life 


also 


New Public Relations Mgr. 
Of Union Labor Life 


John S. Lutz, for the past two years 
with the National Security Agency of 
Department of Defense in Washington as 
security assistant, has joined Union La- 
bor Life of New York as director of 
public relations. He succeeds Toseph M. 
McCarthy who resigned to join the In- 
stitute of Life Insurance. 

Mr. Lutz, a native New Yorker, spent 
four years in the Air Force medical 


division during World War II as a staff 


sergeant and was overseas in the Far 
East for 2% years. He attended Man- 
hattan College and George Washington 
University. Married, he has one son 


On Canada Life’s Board 

F. William Nicks has been elected te 
the board of directors, Canada Life 
General manager and a director of Bank 
of Nova Scotia he is president of Cana- 
dian Bankers’ Association and a director 
of the National Trust Co. 





“Where Business is Appreciated’ 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
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Great-West Life to Have 
New Home Office Building 


Construction of a new five-story home 
office building of Great-West Life will 
begin immediately, with completion ex- 


pected in two years. The limestone, 
granite, and glass structure, will stretch 
for 450 feet along Osborne Street, Win- 
nipeg, directly opposite the Manitoba 
Legislative buildings. It will be set in 
an eight-acre site which will provide 
ample parking space and room for ex- 
pansion, The surrounding grounds will 
be landscaped. 


Sutherland Asst. General 


Counsel of Pan-American 
Pan-American Life has appointed 
Matthew R. Sutherland assistant gen- 
eral counsel. He will supervise both 
the insurance programming department 
and the policy benefit division of Pan- 
American. 

Formerly counsel of 
gramming for the company, Mr. Suther- 
land is a law graduate of Tulane Uni- 
versity. He was formerly law clerk for 
the Louisiana State Supreme Court. 
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At Newark Group Office 





RONALD C. AMES 


State Mutual Life of Worcester has 
appointed Ronald C. Ames home office 
representative in charge of its Newark 
Group office. Until recently 
the Philadelphia office, Mr. Ames is a 
graduate of Babson Institute and a Ma- 


assigned to 


rine Corps veteran. 

At the same time it was also announced 
that John J. Tyrell, Jr., a home office 
associate, had been assigned to the 
Boston Group office. 


Paskins Named by Guardian 

Robert W. Paskins has been made 
manager of the Omaha agency for 
Guardian Life it is announced by Presi- 
dent John L. Cameron. 

A native of Cleveland, Mr. Paskins 
attended Kenyon College in Gambier, 
Ohio. He entered the insurance field as 
an agent with Guardian’s San Francisco 
agency in 1940. During World War II 
he was engaged in defense work, and in 
1946 he became a Group underwriter for 
Standard Accident in Detroit. He joined 
Paul Revere Life in Hastings, Neb. in 
1949 and was later transferred to Omaha 
as an agency supervisor and held that 
position until his present Guardian ap- 
pointment. 


CLU Officer Conferences 

Officers of 71 CLU chapters held two 
regional conferences conducted in March 
by American Society of Chartered Life 
Underwriters devoted to problems of 
chapter administration. At each confer- 
ence, one in Chicago March 4-5 and 
one in Dallas March 18-19, ten chap- 
ters were represented by the president, 
vice president, and CLU_ educational 
chairman, 

Each of the conferences was attended 
by certain directors of American Society 
who at the conclusion journeyed to other 
chapters where a condensed version of 
the same material was presented. 

Instructors on the program explored 
with conferees the inter-relationships of 
the American College, the American So- 
ciety and its constituent chapters; the 
true meaning of a professional society; 
practical methods of carrying out chapter 
objectives; planning and promoting CLU 
study groups; and building public recog- 
nition for CLU. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 
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Promote Charles J. Hayde 


CHARLES J. HAYDE 


Charles J. Hayde, who has been serving 
as associate director of Prudential dis- 


trict agencies in the metropolitan region 
(New York City), has been promoted to 
director of district agencies and placed 
at the helm of the newly-created Nor- 
thern New England region to be located 
in Boston, 

The Southern New England region 
will have headquarters in Hartford and 
be in charge of Gordon N. Carlson as 
director of district agencies. Super- 
vising districts in the territory around 
Albany a region located in that city, 
known as Eastern New York region, 
is Paul E. Long as agency director 
in the Albany post. 


Roswell W. Corwin Marks 


Dual Anniversaries 


At a recent luncheon for the agents 
and office staff of the Corwin agency of 
New England Life in New York, Roswell 
W. Corwin, CLU, was honored on his 
tenth anniversary as general agent and 


his 25th with New England Life. The 
Corwin Agency, which paid for more 
than $10 million in insurance in 1956, 


a gain of 40% over the previous year, 
has $69.8 million of insurance in force. 

Mr. Corwin, who is a past preside: it 
of the New York CLU Chapter is also 
active in the New York City Life Under- 
writers Association. He was originally 
with the Beers and Dawson agency of 
the company and became general agent 
upon the death of L. E. Baldwin, who 
founded the agency in 1909, 

Selby L. Turner was also honored at 
the luncheon on his 20th anniversary 
with the agency. Last year he produced 
more than $3 million of new life busi- 
ness. He is a member of the company’s 
Hall of Fame and has been a qualifying 
member of the Million 
Table for 12 consecutive years. 

Mr. Corwin revealed plans for con- 
tinued expansion of the agency under 
Jack Scott, supervisor in charge of re- 
cruiting, and Richard Conway, brokerage 
supervisor. 

Also associated with the agency is 
New York Assemblyman Frank J. Mc- 
Mullen, a prominent member of the 
insurance committee of the New York 
Legislature. 


North American Expands 

Arizona is the latest state to he en- 
tered by North American Life of Chi- 
cago. A few months ago the North 
American Life entered lowa and aplans 
are under way for expansion into addi- 
tional states in 1957, With entrance into 
Arizona, North American Life is licensed 
to operate in 15-states plus the Territory 
of Hawaii and District of Columbia. 





Dollar Round — 


U. S. Life Ready With 
Model Group Life Plan 


A $20,000/$40,000 LIFE SCHEDULE 


Available for Firms With as Few as 10 
Employes; Seen as New Sales 
Approach to This Market 


The Group division of the United 
States Life of New York, which origi- 
nated “baby group” several years ago, 
announced this week its new “model 
Group life insurance plan,” calling it 
“another first” in this field. 

By adopting the NAIC’s model Group 
life insurance definition, the United 
States Life is now able to offer to firms 
with as few as 10 employes (in states 
where permitted) a $20,C00/$40,000 Group 
life schedule. This same schedule will be 
available in states where no maximum is 
imposed by law. In other states having 
lower premiums the plan will provide the 
limit allowed by law. 

In commenting on this new develop- 
ment, Fred O. Becher, Jr., vice president, 
said: “The new plan allows us to pro- 
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vide Group life in realistic amounts with- 
out evidence of insurability. It will also 
eliminate superposition of Group life 
plans in many instances, thus reducing 
the employer’s cost. 

“These new-fashioned limits,” he ex- 
plained, “will enable the small and 
medium size firm to provide employe 
incentives in the form of Group life 
insurance comparable with larger firms.” 

Another feature of the plan is a new 
limit of accidental death and dismember- 
ment benefits up to $20,000 for non- 
hazardous industries on a 24-hour basis. 
This coverage is normally restricted to 
$10.000 on smaller firms. 

The United States Life considers its 
“Model Group Life” plan as a new sell- 
ing approach for the agent and broker. 
“They are now able to ask the question 
of their client or prospect, ‘Are you 
insured for the maximum amounts of 


Pittsburgh Group Manager 

George E. Fenzel has been promoted 
to regional Group manager in charge of 
the Pittsburgh Group office of Occi- 
dental Life of California. Since Decem- 
ber, 1955, he has been serving as associate 
regional Group manager in the Newark 
sub-office. He joined Occidental in Pitts- 
burgh’ in 1953, was named assistant re- 
giona] Group manager in April, 1955. He 
is a graduate of the University of Miami 
in Florida and served in the U. S. Army. 





Group life insurance allowed by your 
state law?’ The statutory limit formula 
now becomes an important c onsideration 
in any individual insurance program,’ 
the company says. 

Applications for “Model Group Life” 
will be considered immediately. 
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Mutual agency office for premium rates, sales folders 


and proposal forms. 
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Nationwide Business 
Passes Billion Mark 

DINNER TO CELEBRATE EVENT 

President Lincoln Host; Chairman 


Green, Hutchinson, Johnson, Sept. 
Vorys Speakers 





Nationwide Life of Columbus reached 
$1,000,000,000 of insurance in force last 
year, the event being observed at a din- 
ner for 400 persons at which President 
Murray D. Lincoln was host and toast- 
master. The actual amount at year end 
was $1,007,248,000, an increase of $173,- 
601,000. 

Holgar J. Johnson, president of Insti- 
tute of Life Insurance told the group 
that total life insurance ownership has 
reached $415 billion and he predicted 
that by 1965 the total will be $750 bil- 
lion, 

Among others who spoke briefly were 
Perry L. Green, chairman of the board; 
Howard Hutchinson, vice president in 
charge of operations; and Arthur I. 
Vorys, newly appointed Ohio Superin- 
tendent of Insurance. 


Philadelphia Life Reports 
Best Year in Its History 


At the annual meeting of stockholders 
of Philz idelphia Life, President Joseph 
E. Boettner, CLU, announced the results 
of last year. He stressed that the com- 
pany recorded the greatest year in its 
history. Insurance paid-for in 1956 was 
$77,681,906, an increase of 18%. Insur- 
ance in force increased to $324,479,889. 
Totai assets showed an increase of 12% 
to almost $47,000,000. 

William Elliott, chairman of the board, 
commented that “the investment policy 
of the company continued, and we in- 
creased our yield to a 3.76% return to 
the company.’ 

Commenting on the mortgage activity 
of the company, Mr. Elliott announced 
that “despite the size of our mortgage 
portfolio, we are very proud that our 
record of no mortgages in default has 
continued.” 

Stockholders voted and approved a 
two-for-one split of the company stock. 
The action increases the company’s 
authorized stock to 400,000 shares, at a 
par value of $5.00. 

After a complete recap of the year’s 
activities, Mr. Boettner brought to the 
stockholders’ attention that the Phila- 
delphia Life Insurance Company is now 
entering its second half century of serv- 
ice to the public, and that the outlook 
for 1957 is very good. 

Re-elected for a four-year term to 
serve on the board of directors were 
Joseph E. Boettner, Clifton Maloney, 
and Ralph W. Earl. 


Opens Batavia Office 

Edwin R. Erickson, general agent for 
John Hancock Mutual Life for the Buf- 
falo area, announces appointment of 
Charles S. Tautkus as assistant general 
agent to be in charge of a newly opened 
office at Batavia covering four counties. 
Alvin E. Katz is assistant general agent 
in charge of the Niagara Falls office. 


Security Men Join VA Suit 


National Association of Securities Deal- 
ers has moved to intervene in Federal 
Court at Washington on the side of the 
Government in the action brought by 
SEC to compel Variable Annuity Life 
and Equity Annuity Life to register with 
it as security dealers. 


Sternhell Tells Actuaries 
New Mortality Table Work 


The broad scope of the work that went 
into the preparation of the proposed new 
mortality table, now before the National 
Association of Insurance Commissioners 
for consideration, was described by 
Charles M. Sternhell, second vice presi- 
dent of New York Life, in, a paper pre- 
sented to the Society of Actuaries at its 
Eastern Spring meeting in New York. 
The new table was prepared last fall 
in a three month period, even though 
it encompassed a larger volume of risks 
than was used in preparing the 1941 CSO 
table, which is now in effect. 

Accomplishing such a large volume of 
work in so short a period was made pos- 
sible only through the use of an elec- 
tronic data processing machine, accord- 
ing to Mr. Sternhell. “It has been esti- 
mated that the completion of this volume 
of work by the use of desk calculators 
would have required about two years,” 
he said. 

The new table is based on a study of 
1950-54 deaths under $170,000,000,000 of 
standard Ordinary life insurance in 15 
large companies, the actual death claims 
being nearly $2,000,000,000. 

The resulting table showed material 
improvement in mortality since the 1930- 
40 study used for the CSO table, Mr. 
Sternhell pointed out. The new unad- 
justed death rates at the young adult 
ages run less than half of those of 
the earlier period and in no case are 
more than 81% of the earlier rates. 


C. B. Metheny for Trustee 


C. Brainerd Metheny, past president 
of the Pennsylvania Association of Life 
Underwriters, has been endorsed by that 
body as a candidate for trustee of Na- 
tional Assn. of Life Underwriters. He 
was nominated by the Pittsburgh Asso- 
ciation. President of the Pennsylvania 
Assn. is Elbridge P. Bragdon. 


Knickerbocker District 
Wins Metropolitan Award 


The staff of the Knickerbocker, New 
York City, district of Metropolitan Life, 
was honored recently by that company 
for its all-around 1956 leadership among 
all such district organizations, number- 
ing about 800 throughout the United 
States and Canada. 

Metropolitan’s president, Frederic W. 
Ecker, and other officials paid tribute to 
the district at a dinner meeting in the 
Waldorf-Astoria. At that time the com- 
pany’s Veterans Trophy, awarded yearly 
for top ranking in combined sales per- 
formance and the general conduct of the 
business, was presented to the district. 

The district organization, which is un- 
der the supervision of James A. Mira- 
bito, manager, includes 27 field repre- 
sentatives and a district office clerical 
staff numbering 10. 
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Atlantic Life Plans New Home Office in Richmond 





























Atlantic Life has approved plans for 
the construction of a $2,300,000 structure 
to house its home office operations. The 
company will build five stories atop a 
three-floor parking facility in the heart 
of downtown Richmond. Four of the 
floors will be utilized by Atlantic for 
offices and one will serve to increase 
available parking space in the garage 
unit by more than 100 cars. The floors 
reserved for Atlantic’s use will provide 
more than 60,000 square feet of space. 
They will be summer and winter air 
conditioned with completely controlled 
temperature and humidity. 

Atlantic’s offices will be entered from 
Grace Street on the north through a 
spacious first floor lobby. Here special 
lighting facilities will provide soft rose 
light on cold days and cool green-blue 
light in the hot summer. Two high 
speed elevators will carry visitors to a 
reception room five stories up. This 
room will have a landscaped terrace 
overlooking Grace Street below. On the 
floor with the reception room will be a 
company dining room 30 feet by 80 feet 
with an adjoining pavilion overlooking 
Seventh Street on the east. 

The exterior of the building will con- 
form to surrounding architecture. Sixty 
foot vertical pylons of solid white Chero- 
kee marble will shade plate glass win- 
dows. Windows will pivot 360 degrees 
for ease of cleaning. The garage area 
of the building will be sheathed in a 
solid band of Rose Pearl Modum 20 
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feet high and polished to a mirror finish. 

Of basic steel and concrete con- 
struction, the structure will employ the 
latest building techniques. The Grace 
Street front will be cantilevered with 
supporting columns set back five feet 
so that the entire north wall will be a 
continuous series of windows separated 
by protecting fins. Sound proofing of 
the most modern kind will be used 
throughout the building to eliminate the 
downtown noises. 

The project is being handled by Car- 
neal and Johnston, architects-in-chief, 
of Richmond, with whom will be asso- 
ciated Edward F. Sinnott and Son, also 
of Richmond. Construction will begin 
this spring with occupancy scheduled by 
late 1958. 

Atlantic disclosed plans to acquire the 
stock of Grace Street Parking, Inc., 
owner of the parking facility, in Octo- 
ber, 1955 and announced plans then to 
make it the company’s future home. The 
stock purchase took place January 4, 
1956. 


Name Washington Associates 

Washington Associates, Inc., has been 
appointed general agent in the District 
of Columbia for the Variable Annuity 
Life Insurance Co., Robert A. Crichton, 
president, announced. The agency, with 
offices in the Bowen Building at 821- 15th 
Street, N.W., Washington, is headed by 
he te Pat Gorman, president; Donald M. 
Counihan, vice president and general 
counsel, and William G. Russell, secre- 
tary-treasurer. 
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Cc. A. Craig, National L. & A. 


Founder, Dies in Nashville 
Cornelius A. Craig, 88, founder in 1902 
and for many years chief executive of- 
ficer of National Life & Accident, Nash- 
ville, died this week. He lived to see the 
company become one of the world’s 
largest insurance companies. 

Holding numerous positions of impor- 
tance in the insurance industry over the 
years he often was honored in Tennessee 
where he had been a trustee of Vander- 
pilt University and of Peabody College 
and was affiliated with numerous bank- 
ing and business groups. His son, Edwin 
W. Craig, also of great prominence in 
the insurance industry, is chairman of 
National L. & A. 


Fred Israel Dead 


Fred Israel, retired manager of Equi- 
table Society agency in Chicago, died 
recently at age of 70. He was with the 
company more than 42 years. Educated 
in Chicago, Mr. Israel was graduated 
from Kent College of Law and was ad- 
mitted to the bar in 1911. Four years 
later he joined the Equitable in Chicago 
where his entire career was spent. He 
was made an assistant manager in 1920. 

Mr. Israel founded an agency in 1924 
and headed it until his retirement as 
manager in 1951 when he was succeeded 
by the present manager, Murray R. 
Riskin. 


David Warshawsky Honored 

David Warshawsky, previously named 
Lincoln National Life’s Agent of the 
Year for 1956, recently was honored by 
a luncheon at the Hotel Hollenden, 
Cleveland, when Walter O. Menge, com- 
pany president, presented a hand-em- 
bossed scroll and engraved gold medal in 
honor of Mr. Warshawsky’s second con- 
secutive Agent of the Year award. Guests 
included George Gund, president of 
Cleveland Trust Co. and a Lincoln Na- 
tional director; John E. Bryan, financial 
editor of Cleveland Plain Dealer; and 
members of L. H. Feder & Associates 
and Seth A. Bardwell and Associates, the 
company’s Cleveland agencies. 


General American Multiple 


San Francisco Agencies 
General American Life will operate a 
multiple agency system in San Francisco 
—as it does in St. Louis, Detroit, and 
Fort Worth—it was announced by Presi- 
dent Powell B. McHaney at a dinner at 
San Francisco to introduce John G. 
Herrmann as supervisor of San Fran- 
cisco agencies. 

David Babakan has been made second 
district manager, Grover Johnson being 
the first district manager named. Wil- 
liam D. Stayton has been named agency 
organizer. Previously Mr. Herrmann was 
agency organizer of the St. Louis agen- 
cies. 


Phoenix General Agent 
For Washington National 


Wayne Sproule has been appointed 
general agent in Phoenix, Arizona, for 
Washington National. He is a graduate 
of the University of North Dakota with 
degrees in commerce and law, and a 
member of the North Dakota Bar Asso- 
ciation. 

Mr. Sproule entered the insurance 
business in 1950 and became district 
manager for the southern half of Wis- 
consin representing a mid-western insur- 
ance company with offices in La Crosse. 


Asst. Managers at Hartford 

Connecticut General Life has appoint- 
ed John R. Adams and Robert B. Grote 
assistant managers at the Hartford 
branch office. Both were previously staff 
assistants in the agency. 


Fair Labor Standards Act 


Washington—The present Fair Labor 
Standards Act provision exempting out- 
side salesmen from the wage and hour 
requirements of the Act should be re- 
tained, ALC and LIAA said in a state- 
ment presented to the Labor Subcom- 
mittee of the Senate Committee on 
Labor and Public Welfare. 

The subcommittee is considering sev- 
eral bills which would amend the Fair 
Labor Standards Act in various respects. 
Two of the bills include provisions e'imi- 
nating the exemption of outside sales- 
men, which presumably would bring life 
insurance agents within the wage and 
hour provisions of the Act. 


United States Life Names 


Allan Ramsay in Miami 
United States Life has appointed Allan 
Ramsay as general agent in Miami. Mr. 
Ramsay was a branch manager for Occi- 
dental Life from 1952 to 1956 and prior 
to that had been an agency supervisor 
for Canada Life. He began his insurance 
career as an agent for Connecticut Gen- 
eral in 1949. A graduate of Kent Uni- 
versity, Kent, Ohio, he served in the 
Army from_1942 to 1946. 


Mass. Mutual Conferences 

The 1957 annual conference of Massa- 
chusetts Mutual General Agents Asso- 
ciation will be held at the San Marcos 
Hotel, Chandler, Arizona, March 25-27. 
Among the speakers will be President 
Leland J. Kalmbach and Vice President 
Charles H. Schaaff : 

The company has also announced the 
following schedule for this year’s re- 
gional meetings: South—Pa!'lm Beach 
Biltmore Hotel, Palm Beach, Fla., April 
15-17; Midwest—French Lick-Sheraton 
Hotel, French Lick, Ind., May 20-June 
1; West—Broadmoor Hotel, Colorado 
Springs, June 17-19; and East—Saranac 
Inn, Saranac Lake, N. Y., July 8-10. 


Smith Agency Supervisor 

Pacific Mutual Life has appointed Earl 
R. Smith supervisor of agencies. He 
joined the company as a field under- 
writer in 1951. 

After two years as agency supervisor 
in Tulsa, he came to Pacific Mutual’s 
home office as supervisor, agency train- 
ing. Prior to his new appointment, Mr. 
Smith also served the agency department 
as an administrative assistant and a field 
assistant. 


Republic Nat’! Business 
Republic National Life of Dallas re- 
ports new life insurance paid for in 1956 
amounting to $423,771,609, an increase of 
27.03% with total insurance in force at 


the year end of $1,168,192,772. Accident 
and health premium income reached 
$5,917,180 

J. Byron Saunders, who joined the 


company recently as vice president and 
general counsel, was elected a director. 
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IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


More Competitive .. . 

L.LC.A. offers a complete portfolio — 
policies filled with unusual selling fea- 
tures—loaded with advantages you can 
get your teeth into—and really S-E-L-L! 


More Merchandising... 

We offer a hard-hitting, sales producing 
program, from “mail to sale”. Everything 
furnished to you without charge. 


More Advertising ... 

We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. 


More Money For You... 

This is truly a “ground floor” situation. 
L.I.C.A.’s vigorous building program 
spells O-P-P-O-R-T-U-N-I-T-Y for you! 
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Poul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


99, Del 
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Hancock Liberalizes Its 
Group Life, A. & H. Plans 


John Hancock Mutual Life has an- 
nounced a liberalization of its underwrit- 
ing rules applicable to small Group plans 
for organizations with 10-24 employes. A 
greater number of Group life and acci- 
dental death and dismemberment insur- 
ance schedules are now available, includ- 
ing schedules with higher maximum 
amounts. 

Three different Group accident and 
sickness schedules are now available with 
the maximum schedule providing $2 per 
week per employe. In addition, the com- 
pany has liberalized certain restrictions 
with respect to the underwriting accept- 
ability of certain types of industry. 

John Hancock has also developed an 








General Agency opportunities available! 


ferent’’ cases. 


time” renewals. 


Postal is of New York 


Sol Karnett Anniversary 

A 20th anniversary as a United States 
Life general agent was the occasion for 
celebration for Sol Karnett, head of In- 
dependence Agency, New York City, 
recently. 

Mr. Karnett, who began his insurance 
career as a bookkeeper, with the Trav- 
elers and later joined Provident Mutual 
as a brokerage supervisor, has been a 
United States Life general agent since 
1937. 





entirely new form of employe insurance 
for use in states not yet permitting 
Group life insurance on groups of 10 to 
24 employes. The rates for this modi- 
fied type of plan compare favors ibly with 
those now offered under “10-24” Group 
life insurance. 


When They’re ‘‘Tough’’ To Handle—tTry Postal! 


: Postal was established in 1904, is a New York Company with 
individual underwriting that is ideal for handling your ‘‘dif- 


“Special” policies, Group, term-on-term, juvenile, flexible riders. 
An unusual Brokers’ contract with free Group insurance, “‘life- 
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BANKING “OPEN MARKETS” 


The expression “open markets” fre- 


quently appears on financial pages of 
daily papers. 

Open market operations of some form 
are conducted by the central banks of 
been, or are 
developing, active The 
and extent of such operations, and 
among the 


widely. 


countries which have 
markets. 


most 
money 
kind 
their relative importance 
control, 
market 
-hases and sales of Government 


tools of monetary vary 


In this country open operations 


1.e., purc 


securities (and bankers’ acceptances) as 


directed by the Open Market Committee 


of the Federal Reserve System—have 


become the chief instrument of credit 


control, providing a flexible means of 


influencing the volume of bank reserves 


and thereby helping to maintain ap- 


Outside the 
market 


propriate credit conditions. 
United States, 
operations are a full-fledged credit policy 
countries, 
and Can- 


however, open 


instrument in only a_ few 


notably the United Kingdom 


ada. Elsewhere, such operations are 
not always 


bank’s 


in some instances effect- 


limited in scope; they are 


undertaken at the central initi- 


. 1 
ative; they are 


ed directly with banks or other in- 


vestors; and they may be conducted 


securities other than government obliga- 
bankers’ 


tions or acceptances. 


3efore the ’30s few foreign 


banks had 


open market 


only a 
authority to 
but 
empowered to 


central legal 


conduct operations, 
today practically all are 
and government- 


Many 


authority to 


deal in government 


guaranteed — securities. foreign 
banks 
purchase and sell bankers’ 


bills. 


central also have 
acceptances 
and commercial 
LIFE OPTIONAL SETTLEMENTS 
The 
insurance be properly written in the first 


owner of life insurance, if his 
place and when carried is kept abreast 


with changes in the insured’s own eco- 


nomic situation, must have an under- 
standing of settlement options. 

What 
to fill a 


“Life 


has the appearance of a book 
insurance literature is 
Settlement Options,” 


Harry S. Redeker, general 


gap in 
Insurance 
written by 


Life, and 
senior con- 


counsel, Fidelity Mutual 
Charles K. Reid, II, CLU, 
Life Insurance Agency Manage- 
ment Association. This book, which ex- 
plains the How and why of settlement op- 
tions in insurance programming and es- 
tate planning, was written at the sugges- 
tion of Dr. Davis W. Gregg, president 
of American College of Life Under- 
comprehensively 


sultant, 


writers. Anyway, it 
covers the subject. 
The book explains the basic concepts, 
ideas and practices relating to the proper 
use of settlement options in life insurance 
telling how and why set- 
developed and 


programming, 


tlement options were 


defining life insurance programming by 
steps in this 


delineating the essential 


process as necessary background for 


mastering the proper use of settlement 
options which the authors call the basic 
tools of programming. In explaining all 
the various options it explores the wide 
variation in company practices, gives 
important legal aspects of these options 
and agreements and discusses such sub- 
short-term 


and 


jects as common disaster or 


survivorship hazards, and the pros 
cons of using settlement options or life 
insurance trusts. Tax considerations are 


also considered in detail. 


president and 


General Se- 


Anselme Samoisette, 
managing director of the 
curity Insurance Co. of Canada, has 
been elected a director of the Bank of 
Canada. He is also general manager of 
the Phoenix Fire Insurance Co. and the 
Fonciere Transport & Accident Co. 


* * * 


Vincent B. Coffin, senior vice president 
of Connecticut Mutual Life, who last 
week addressed the Pittsburgh Life In- 
surance Trust Council, has had for many 
years a close identification with life in- 
surance education and training both in 
his more than twenty-five years’ con- 
nection with the agency department. of 
Connecticut Mutual and previous activi- 
ties as director Life Insurance Training 
Course of New York University, director 
of education for Penn Mutual Life. He 
is a former chairman executive commit- 
tee of Sales Research Bureau and is a 
vice president of Hartford College of 
Insurance, past president Hartford Sales 
Managers Club and is an alumnus trustee 
of Wesleyan University. 


Edwyn Portrait 


STANLEY M. RICHMAN 


Stanley M. Richman, vice president, 
General American Life, was recently 
elected to the boards of directors of St. 
Louis Jewish Hospital and the St. Louis 
Council of Boy Scouts, and to the presi- 
dency of the Family and Children’s Serv- 
ice of Greater St. Louis, a United Fund 
Agency. Mr. Richman has been asso- 
ciated with General American since 1934, 
He was appointed assistant treasurer in 
1939 and second vice president in 1942; 
was elected a vice president in 1944. Ac- 
tive in many community activities, he has 
had a special interest in social service 
work and community affairs 

x ok * 


Dr. R. Gerald McMurtry, director of 
Lincoln National Life’s Lincoln National 
Life Foundation, recently completed an 
eight-week tour of the East during which 
he visited 20 cities making appearances 
on radio and television and addressing 
audiences. He is successor to Dr. Louis 
A. Warren who retired last year. Dr. 
McMurtry, Dr. Warren and the Founda- 
tion were the subject of an article, “The 
Lincoln Cult,” in the February 16 issue 
of the § Saturday Evening Post. Dr. Mc- 
Murtry came to the Foundation last June 
after 19 years as faculty member and di- 
rector of the Department of Lincolniana 
at Lincoln Memorial University, Harro- 
gate, Tenn. He served as librarian for 
the Foundation from 1931 to 1937. 

x * * 


Mabel S. Carper, Deputy Insurance 
Commissioner and custodian of docu- 
ments and records of insurers for the 
Depi artment of Insurers, retired from her 
position February 28, after more than 25 
years of service with the Department. 
Mrs. Carper, a native of San Jose, Calif., 
joined the Department January 18, 1932 
as cashier of the liquidation division in 
Los Angeles and as secretary to the late 
Harold A. Benjamin, head of that divi- 
sion, retaining that position for 12 years, 
and was then transferred to San Fran- 
cisco, to assume the duties of the posi- 
tion she held at her retirement. Mrs. 
Carper is succeeded in that position by 
Marie Haggquist, who has been trained 
for the work by Mrs. Carper. 


* * * 


James H. Vey, Jr., has joined the Agri- 
cultural and Empire State Insurance 
Companies as staff adjustor in northern 
New Jersey. Under the supervision of 
Edward Young, state agent, Mr. Vey will 
operate from the company’s office in 
East Orange. His appointment is an- 
other step in the Watertown, N. Y. com- 
pany’s expansion into casualty and ma- 
rine lines. 


LUCIUS G. LEONARD 

Lucius G. Leonard of Syracuse, oldest 
the New York 
Agents 


liv.ng president of 
State 
and for many years a fieldman in New 
York State for the London 
is looking forward to attending the 75th 


past 
Association of Insurance 
Assurazice, 


anniversary convention of the New York 
State May 5-7 at the 
Hotel the 
group 


Association on 
Syracuse. He headed 
from 1903 to 1905, 
years and is still in good health. 
Mr. Leonard was one of the most be- 
loved figures in insurasice in New York 
State in his active’ years and is still 
widely known for his kindly nature and 
keen wit. A leader in the “Old Asso- 
ciation” of New York fieldmen, he ar- 
ranged many of the best remembered 
programs at tke annual gatherings at 
Saranac Lake in vears gone by. 


state 
more than 50 


ago, 


a ee * 


Freedoms Foundation at Valley Forge 
has awarded Marcia Tucker, editor of 
the Fireman’s Fund Insurance Group 
employe magazine, “The Visiting Fire- 
man,” a George Washington Honor 
Medal for “An outstanding achievement 
in helping to bring about a better under- 
standing of the American Way of Life.” 
ia only company magazine published in 

San Francisco to receive the award, the 
seven-year old monthly was honored at 
the announcement of award recipients 
at Valley Forge on February 22. Entries 
for the program are in six categories, 
for individuals, community groups, 
schools and companies by various desig- 


nations. 
a ae 


Major K. R. McGregor, Canadian Fed- 
eral Superintendent of Insurance, has 
been named commandant of the 1957 Bis- 
ley team of Dominion of Canada Rifle 
Association. The Bisley rifle meets have 
been held annually in May since 1860. 
Representatives from all parts of the 
Commonwealth compete for the Blue 
Ribbon for the E impire whichis the rul- 
ing Monarch’s prize, as well as for 


other honors. 
Spee pe 


Admiral Sidney W. Souers, 
United States Naval Reserve, chairman 
of Board, General American Life, has 
been elected to board of trustees of 
George Washington University, Wash- 
ington, D. C. Admiral Souers is a former 
director of the Central Intelligence 
Agency, executive secretary of the Na- 
tional Security Council and consultant 
to the President of United States on 
Security Matters. He is on the board of 
McDonnell Aircraft Corporation, . St. 
Louis, and chairman of National Linen 
Service Corp., Atlanta. 


Rear 
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Mechanism of Time’s Shanks-Prudential Story 


One of the best “cover stories” ever 
printed by Time magazine appeared on 
March 13. It was the article telling the 
career and characteristics of Carrol M. 
Shanks, president of The Prudential. 
Time printed details of the company’s 
most important activities and aspects, 
explained its objectives and gave Presi- 
dent Shanks’ viewpoint of the future. 
Not only the company’s future, but that 
of life insurance itself. 

Time did a bang-up job in the pattern 
of “wholselale journalism” which char- 
acterizes so much of the magazine’s 
news recording modus operandi. As the 
article presented an extraordinarily fine 
picture of how life insurance with its 
$100 billion of policies in force blankets 
the United States with the most popular 
protection in the nation—ownership of 
private life insurance—it will be helpful 
to every life insurance company and 
every life insurance agent. 

3ecause the article was processed along 
lines similar to those employed in other 
Time cover stories, readers of this page 
may want to know what the format is. 
The use of the expression “cover story” 
in Time offices means that a man or 
woman has been selected as subject of 
the picture on the magazine’s cover— 
usually a reproduction of a painting of 
him or her by Time’s cover artists— 
and that most important feature article 
of inside pages relates to the cover 
personality. At New Yorker and some 
other magazines this type of long per- 
sonality article is called Profile. 

Man who wrote the Shanks-Prudential 
article is George G. Daniels. A Time 
associate editor whose duties include 
helping, readers keep track of business 
and financial news he is a Harvard 
College graduate, class of ’49 with hon- 
ors, and in W orld War II he was an air 
force navigator. In fall of 1949 he joined 
Time. Among insurance stories which 
he wrote for the magazine were those 
about Marsh & McLennan, international 
brokers, and the loan to Glenn McCar- 
thy’s Hotel Shamrock in Houston, Tex., 
made by a large life insurance company. 
Chief researcher on the Shanks-Pru- 
dential story was Betsy T. Stilwell, a 
Chicago girl who is a graduate of Smith 
College where she majored in sociology 
and was on a college paper. Returning 
West she joined Chicago Tribune, then 
switched to a Chicago advertising agen- 
cy, came to New York where she con- 
tinued in advertising and then joined 
Time as a researcher. There she found 
herself with some of the brightest women 
in America, many not long out of college. 
Altogether at its principal offices in 
Rockefeller Plaza, Time has about 60 
researchers. Chief of research in Time’s 
business and finance news section is 
Mary Elizabeth Fremd. 

Decision of Time as to what general 
news articles and features will be given 
a special play is made at a conference 
of editors held each Wednesday. In 
addition, each T hursday there is a special 
“cover conference” at which the editors 





decide who to put on Time’s cover. At 


that Thursday .meeting editors review 
important d nestic and worldwide news 
events, trends which are of a crisis 


nature as affecting peace of the world 
or may so develop; and significant trends 
in the economy of nations. Also, the 
editors carefully observe personalities in 
the news, both noble and opposite, and 
give their judgment as to what Time’s 
treatment shall be. Aided in their con- 
sideration’ of these facts are suggestion 
reports teletyped from Time’s bureaus 
scattered over pivotal cities throughout 
the world. 

It was at such a conference that the 
decision was made that President Shanks 
of The Prudential be a subject of a cover 
story. 
growing number of the company’s de- 
centralized home offices, its progress in 
life insurance production, its role in in- 
vestment world and numerous other ac- 
tivities, but especially were the editors 
impressed as they assayed the personal- 
ity of the company’s president. 

The business and finance section of 
the magazine has five contributing edi- 
tors. Senior editor in charge of the 
section is Joseph Purtell. It also has 
eight researchers. 

Chief business researcher Fremd as- 
signed Miss Stilwell to do the major 
researching on Prudential story. Helping 
her were Time’s bureaus managers and 
their staffs, and, where there are no 
bureaus, “stringers” are on call. The 
latter are correspondents given special 
assignments and who ordinarily are paid 
in keeping with the amount of work 
they do on the story. 

Starting on the job two months ago 
mostly Betsy made her headquarters in 
the public relations offices of Prudential 
in Newark of which Henry M. (Ty) Ken- 
nedy is executive director of PR, and 
who works under the direction of Fred- 
erick Groel, vice president and secretary 
of Prudential and the company’s senior 
public relations executive. Assigned spe- 
cifically to assist Miss Stilwell was Henry 
Arnsdorf of Mr. Kennedy’s staff 

All doors were open to her at The 
Prudential and before concluding the 
assignment she had interviewed 40 ex- 
ecutives of the company. 

Meanwhile, Time had its representa- 
tives from the bureaus—reporters and 
stringers—interview people in a wide 
range of channels. For example: the 
Minneapolis bureau sent a representative 
to interview people in Fairmont, Minn., 
where Mr. Shanks spent his boyhood; 
others interviewed University of Wash- 
ington professors and former classmates 
of Shanks at University of Washington, 
same procedure being used at Columbia 
University which the Pru’s president 
attended after leaving the Pacific Coast; 
William O. Douglas, U. S. Supreme Court 
justice who was Mr. Shanks’ classmate at 
Columbia and wrote with Shanks a book 
on corporate law, when Douglas and 
Shanks were teaching at Yale Law, was 
seen. Visits were paid to regional home 


Time had been attracted by the | 








Two of Time Magazine’s Stars 








Researcher Betsy Stilwell 


offices of Prudential — Houston, Los 
Angeles, Minneapolis, Chicago and To- 
ronto; top figures in world of finance 
and leaders of industry whose corpora- 
tions have received loans from Pru 
were visited as were some of the small 
investors; and also in Washington a 
call was made on Congressman Celler, 
a leader in Congress. 

Among Time people who gathered 
information which was forwarded, most- 
ly by teletype, to Miss Stilwell, were 
George A. Bookman, Washington, D. C.; 
Pete Braestrup, Chicago; Tom Martin, 
Dallas; Bill Johnson, Boston, (where 
Pru is to build a $100 million dollar 
center); Bill Glasgow, Los Angeles; 
Murray Gart, Toronto; and such string- 
ers as J. Goodings, Minneapolis; Ralph 
Minnard, Hartford; Ted Hale, Newark 
Evening News, and John Davies, Tren- 
ton. Even some insurance companies 
were seen, such as Travelers and Aetna 
in Hartford. 

Editor and writer Daniels started do- 
ing some work on this story shortly 
after the subject was decided upon. 
When he got down to the exclusive 
concentration in writing the piece, which 
was about ten days before it appeared, 
he had before him a mass of memo- 
randa of Pru and Shanks information 
which in all totalled approximately 300 
pages of typewriting, gathered in Miss 
Stilwell’s overall research. Daniels went 
to Prudential home office in Newark to 
get more atmosphere and there also 
visited some executives. After writing 
the article, his manuscript was then 
shown to Senior Editor Purtell. It was 
discussed with him and several other 
top editors, and last minute changes 
were made. In a final check Betsy Stil- 
well (who while in Newark had dinner 
with Mr. and Mrs. Shanks in their 
Montclair home) spent Saturday and 
Sunday mostly calling up Prudential 


executives. _ ; 
Time’s article concluded with a fore- 
cast by Mr. Shanks. The magazine 


quotes him as saying he was convinced 
that insurance men must change their 
thinking if they hope to serve the ex- 
panding U. S. population successfully. 
They must find new and exciting ap- 
proaches to spur mass insurance sales, 
ways of cutting the costs of insurance. 
In his opinion the price of failure is the 
spectre of Government encroachment 
on the industry. 

“The stakes are high and the greatest 
stake of all is the preservation of our 
free capitalistic system,” Time quotes 
Shanks as saying. “Capitalism makes it 
possible for us—alone among all the 
countries of the world—to feed ourselves, 


Editor and writer George Daniels 


finance ourselves, transport ourselves 
and produce what is necessary. But we 
must face the fact that capitalism can- 
not be static. Our capitalism must con- 
tinue to evolve and develop if it is to 
meet the ever- changing needs of our 
expanding society. 
* 
The “a Floyd N. Dull 

Floyd N. Dull, news of whose death 
was ‘printed in The Eastern Underwriter 
last week, was for years one of the im- 
portant figures in the casualty business 
of Greater New York. A man who had 
unusually fine instincts, such as a high 
standard of ethics and a willingness to 
extend his services to the best interests 
of the business, his splendid concept of 
human relationships was helpful to many 
people. He had been in poor health for 
some time, cause of his death being 
c —_ of the throat. 

Floyd Dull came up the hard way as 
his father died when Floyd was 7. He 
began working when 11 as a newsboy for 
the “Toledo Blade.” He then became an 
office boy and order clerk for the plant 
which made the Yale bicycle in Toledo. 
Ambitious to improve himself he studied 
shorthand at home during evenings and 
landed a job as a stenographer with an 
industrial concern. When his family 
moved to Detroit Floyd got a job as 
secretary and purchasing agent of the 
Home Telephone Co. of that city 

Mr. Dull’s insurance career began in 
1912 with The Travelers in Detroit 


asa 


special agent. Two years later he was 
transferred to Cleveland where he suc- 
ceeded John S. Turn, then Travelers 


nana there, and who later on gained 

great prominence as New York general 
manager of the Aetna Life & Affiliated 
Companies. 

Mr. Dull arrived in New York City 
in April, 1914, to take the post of assist- 
ant manager of The Travelers branch 
office, then located at 76 William Street. 
He was promoted to manager of casualty 
lines in 1921. Two years later he re- 
signed to join the Commercial Casualty 
in charge of its metropolitan New York 
department. 

Attracting the attention of Herman 
Behrens, then head of Continental Cas- 
ualty, Mr. Dull joined that organization 
in 1930 and was elected a vice president 
in charge of its eastern department. He 
held this post for more than 15 years 
and was a good will builder for the Con- 
tinental in developing casualty business 
in Greater New York area. At the same 
time he attained prominence as an in- 
dustry leader. 

Final phase of Mr. Dull’s insurance 

(Continued on Page 44) 
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A. C. Wallace Retires 
From “Ag-Empire” Cos. 


OBSERVES 50TH ANNIVERSARY 





Tributes Paid to Him at Luncheons 
and Dinner Will Be Long 
Remembered 





Alvin C. Wallace, vice president of the 
Agricultural and Empire State of Water- 
town, N. Y., whose 50th anniversary with 
“Ag-Empire” occurred on March 17, is 

retiring from active business amidst the 
plaudits of many friends, both in the 
home office and field. This week he has 
been guest of honor at two luncheons 





WALLACE 


ALVIN C. 


(one in New York City) and a big din- 
ner at the Black River Valley Club, 
Watertown, given by his fellow officers 
and with about 90 agents in attendance. 
These felicitious affairs will live long in 
his memory. 

The New York party, held in the 
Drug & Chemical Club, was an industry 

gathering arranged by Joseph G. Sulli- 
van, production manager of Fidelity- 
Phenix Fire. Forty brokers, agents and 
company officials attended to pay tribute 
to his long career. On_ their behalf 
Frederick A. Keller, senior vice presi- 
dent of Appleton & Cox, Inc., presented 
Mr. Wallace with a sterling silver tray, 
suitably inscribed. 

The Watertown luncheon, held at the 
home office, was attended by 200. They 
joined together in presenting Mr. wig 
lace with a gift certificate for books 

3rentanos, New York. This will en ‘ble 
him to pursue further his love for his- 
tory of which he has long been a stu- 
dent. He was also elected life member 
of the Agricultural Employes Associa- 
tion. 


“This Is Your Life” 


At the country club party Bernard A. 
Gray, chairman of the Northern New 
York Trust Co. was toastmaster. The 
surprise feature was a “This Is Your 
Life” program highspotting Mr. Wal- 
lace’s career. He joined the Agricultural 
in 1907, just a few weeks before his 
16th birthday. In 1908 he was promoted 
to the underwriting department. Then, 
from 1915-17 he traveled New England 
territory as assistant fieldman. 

In 1917 Mr. Wallace was recalled to 
the home office to take charge of the 
then newly organized automobile insur- 


Program Staged 


Senate Com. Hears Charges 
Of “Loaded” Car Premiums 


At the opening session March 18 of a 
hearing by a Senate Interstate Com- 
merce subcommittee in Washington, 
Kenneth Barnard and Allan E. Backman, 
officers of the National Better Business 
Bureau, alleged that automobile insur- 
ance policy holders have often been over- 
charged for their protection, by being 
“misclassified in collision insurance.” In 
some cases, they said, collision insurance 
rates were billed which really applied 
only to families with drivers under 25. 
Mr. Barnard charged that misclassifica- 
tion practices were “intentional and de- 
liberate” on the part of the insurance 
companies involved. 

Companies mentioned at the first day’s 
hearing were affiliates of Commercial 
Credit Co., Associates Discount Corp., 
American Installment Credit Corp., Paci- 
fic Finance Corp. and Universal CIT 
Credit Corp. All of these companies, Mr. 
Backman said, have notified the National 
3etter Business Bureau that they had 
undertaken reclassification of their pol- 
icyholders to correct overcharges. 

Chairman otf the subcommittee, Sen. 
A. S. Mike Monroney (D., Okla.), em- 
phasized that he was particularly inter- 
ested in determining the extent to which 
State Insurance Departments have been 
successful in obtaining refunds for car 
buyers “misclassified” into the higher 
Class IT category. 


Trinks President of 
N. J. Fieldmen’s Assn. 


At the annual meeting of the New Jer- 
sey Insurance Fieldmen’s Association, 
held in Newark, the following officers 
were elected: 

President, Robert E. Trinks, Northern 
of N. Y.; vice president, Robert E. Klie, 
Springfield Group; secretary, Henry Gs 
Heilshorn, Loyalty Group, and treasurer, 
John Y. Lambert, Glens Falls Group. 

Members of the executive committee 
are Rexford C. Hunt, America Fore 
Group; Carl James, Jr., Home Insurance 
‘o.; William J. Monahan, Maryland Cas- 
ualty, and Dudley Groff, Jr.. New Hamp- 
shire Group. 


Savage Forms Clown Club 

Walter B. Savage, special agent for 
the Standard Fire of N. J., in Trenton, 
N. J. has prepared a clown fire preven- 
tion skit which he is giving to school 
children. Mr. Savage is president of the 
Trenton Clown Club, and is interested 
in getting business men in other cities 
to form clown clubs as well as hearing 
from other clowns. 





ance department. In 1924 he made the 
team (management), and was appointed 
assistant secretary. By 1926 he was in 
charge of countrywide automobile insur- 
ance production and fire insurance pro- 
duction in New York, New England and 
Canada. He was appointed agency secre- 
tary in 1927, 

Mr. Wallace served for a number of 
years on the governing committee and 
as chairman of the personnel and pen- 
sions committee of the New York Fire 
Insurance Rating Organization. He has 
been a member of the public relations 
committee of the EUA and a director 
of the New York Board of Fire Under- 
writers. 

His club memberships include the 
Metropolitan, Drug & Chemical, Cen- 
tury Club of Syracuse, Black River 
V alley (life member), and also a trustee 
of Jefferson County Historical Society. 





Strong Opposition to 
Commission Cuts 


EAC TAKES A_ FIRM _ STAND 


Rate Deviations and Independent Filings 
Scored by Ritter; Walsh Calls Re- 
ductions “Wholly: Unjustified” 


Washington, D. C., oe 18 — Strong 
opposition to commission reductions as 
the principal means for lowering insur- 
ance rates and thus strengthening the 
competitive position of stock companies 
in the present battle with independent 
insurers and non-agency companies was 
expressed at this afternoon’s session 
of the Eastern Agents Conference. It 
appeared likely that a resolution setting 
forth the EAC views would be adopted 
at the closing session tomorrow. 

President E. Fred Ritter of the New 
York State Association was a leading 
spokesman on this troublesome subject 
as was also President Daniel M. Walsh, 
Jr. of the Massachusetts association. 
Mr. Ritter reiterated his dislike for rate 
deviations and independent rate filings 
on auto, dwelling and other lines which 
feature commission cuts. The New 
York association holds, he stated, that 
this approach to meeting” competition 
and getting additional premium income 
“is an illusion and is very treacherous 
for the agents.” Giving reasons why he 
said: 

“Consider a $100 automobile premium 
at regular stock rates. If the lower- 
priced company deviates by 20%, your 
premium will be $80. A commission of 
25% on the $100 means $25. Fifteen per 
cent appears to be the usual rate of 
commission for the deviating company. 
Therefore, the commission on the $80 is 
$12. This means that the agent has 
taken more than a 50% reduction in 
commission. The company selling for 
less has $80 minus $12, or $68 left. The 
first arrangement leaves the company 
$75 or $7 more than the second. The 
$68 is about 10% less. 


2% Net Profit Made by Average Agent 


“When it is just plain unprofitable 
to write certain business, we agents 
must think very seriously. A compar- 
ison made by the agency management 
committee of NAIA has shown that the 
average insurance agency has about 2% 
net profit on its business as against 3% 
for some 70 other types of business. 

“We, of New York state, are hopeful 
that this most serious problem will re- 
ceive National Association attention and 
to that end we have asked our national 
state director, Arthur L. Schwab, to take 
this up with our national board. It is 
hoped that this matter can receive ac- 
tion at this meeting in the form of a 
resolution to be directed to our national 
association board meeting in Denver. 

“What is needed is for this partner- 
ship between companies and agents real- 
ly to start working. This would solve 
many problems arising between ecompa- 
nies and agents. This is a case where 
action would speak much louder than 
words. An honest study of the prob- 
lems with representatives from both 
company executive (and not bureau only) 
and agency ranks is needed, with each 
side being absolutely frank with the 
other.” 

Mr. Walsh characterized commissions 
as the lifeblood of the agency system, 
and with costs of operating an agency 
continually rising, and with agents called 
upon to give an increasing amount of 


(Continued on Page 32) 


Butler Succeeds Tucker, 
Ag-Empire Comptroller 


Retirement of Fred W. Tucker, comp- 
troller of the Agricultural and Empire 
State Insurance Companies, is announced 
by Robert G. Horr, president of the 
Watertown, N. Y.,, companies. Mr. 
Tucker joined the Ag- Empire in — 
Appointed chief accountant in 1940, 
was named comptroller in 1951. ise wo 
comptroller James J. Butler has been 
elected to succeed Tucker. 
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AUTO CLAIMS ASSN. MEETS 
Buick Dynaflow Operations and Possible 
Damage by Collision and Fire Dis- 
cussed; Annual Dinner May 10 
Al Carlson, regional service manager, 
3uick Motor Division of General Mo- 
tors, discussed the design and functions 
of Dynaflow automatic transmission at 
the monthly meeting of the Automobile 
Claims Association, Inc., held March 14 
at Miller’s Restaurant in New York. 
President Daniel J. Farrell, Mt. Beacon, 

presided. 

Mr. Carlson listed the four component 
units of Dynaflow transmission and then 
spoke on each in some detail. These 
four parts are torque converter, trans- 
mission case which encloses the direct 
drive, hydraulic control system and the 
rear bearing retainer. He answered nu- 
merous questions dealing with possi- 
bilities of damage to various parts of the 
power transmission system by collision 
and fire. There was a large attendance 
of auto loss men to hear this technical 
presentation by Mr. Carlson. 

Six loss men were admitted to mem- 
bership in the association. They are H. 

Weed and Carl G. DeLeonard of the 
Boston Insurance Co.; Robert D. Mess- 
ler, North British Group; Benjamin B. 
Waters, Central Mutual; Sheldon_ B. 
Davis, General Exchange Insurance Cor- 
poration, and Robert E. Hauswald, an 
independent adjuster. 

Vice President William C. Paddock, 
London Assurance, announced that ar- 
rangements had been completed with the 
Henry Hudson Hotel on West 57th Street 
to hold the annual dinner and entertain- 
ment there on Friday evening, May 
10. Attendance is limited to around 350 
and those desiring tickets are urged to 
contact Mr. Paddock at the London 
Assurance, 55 John Street, New York 
38; NY, 
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Campaign For Adequate Insurance 


North America to Use TV, Radio, Ad Columns of Magazines 
and Newspapers; Agents on TV to Tell 


Underinsurance Dangers 


With the theme of acquainting the 
public with the dangers of underinsur- 
ance the 1957 advertising program of 
Insurance Co. of North America Com- 
panies will make use of television, radio, 
magazine and newspaper advertising co- 
ordinated with sales promotional mate- 
rials and public relations activities. Posi- 
tion of the company is that insurance 


FRANK BLAIR 


coverage is not realistically keeping up 
to values, a serious situation for the 
insured. 

The campaign will kick-off on March 
29 with participation in Monitor, NBC’s 
weekend radio broadcasts. Frank Blair, 
news editor of NBC-TV’s “Today” pro- 
gram, has been retained to deliver the 
messages. The schedule calls for four 
announcements each Friday night for 
13 weeks. Unique features of Monitor 
messages will be participation by inde- 
pendent local insurance agents, 13 of 
whom will relate in weekly capsule inter- 
views with Frank Blair why families 
should insure their homes and _posses- 
sions to present day replacement values. 


Blair’s Letter to Agents 


To help him select the agents who 
will give these capsule interviews Mr. 
Blair has mailed this letter to North 
America agents: 

“I would like to have the pleasure of 
interviewing you. 

“I’m sure you wish you could sell all 
your clients on buying realistic amounts 
of A. & H. protection, realistic liability 
limits, and on insuring their home and 
possessions more fully to value. With 
costs rising, the problem of underinsur- 
ance is growing more important and dis- 
turbing daily. If you had the opportunity 
to talk to millions of NBC’s listeners, 
how would you explain the problem and 
what would you suggest as a solution? 

“Attached is a postcard which you can 
jot your thoughts on and send back to 
me. We will select 12 of the most inter- 
esting replies as the basis for a series 
of interviews on NBC’s Monitor.” 

“Today,” NBC’s morning television 
program which was acclaimed by inde- 
pendent agents during 1956 for the sup- 
port it gave them in selling North 
America Companies’ Homeowners and 
Tenants policies, will be employed again. 
Starting on April 17, once a week for 
11 weeks, Dave Garroway will tell his 


audience about the dangers of under- 
insurance and explain the merits of the 
companies’ Homeowners and Tenants 
“package” policies. 


Disneyland Information Center 


In May, the first of a series of four- 
color advertisements will appear in Life 
magazine, reporting the companies’ spon- 
sorship of the guest registration and 
visitor information center at Disneyland, 
Anaheim, Cal. North America Companies 
have been operating the center since 
last fall on behalf of the more than 
20,000 independent local insurance agents 
who represent them around the world. 
Valentine Sarra was retained to make 
colorful photographs of the amusement 
center. These will be used to illustrate 
the companies’ theme that happiness—a 
quality found in abundance at Disney- 
land—is dependent upon security, and 
security depends upon sound insurance. 


A balloon, ascending into the at- 
mosphere with a house attached to it, 
will be the illustrative device of the 
newspaper advertising, TV announce- 
ments, posters and direct mail material 
supporting the “insurance to value” pro- 
gram. In a few days the companies will 
start distribution of a million balloons, 
imprinted with the message, “What’s 
Up?” and with the answer, “Values!” 
Charts, graphs and grim warnings from 
the insurance industry have not accom- 
plished the job of convincing a large 
number of the American people to fully 
insure their homes and possessions. The 
companies hope that through some fun 
and salesmanship their agents will be 
able to perform this public service. 

Newspaper advertising will be used 
extensively and the first newspaper ad- 
vertising will break in Texas with 112 
papers scheduled to publish advertising 
once a week for four weeks beginning 
on April 23. 


Ads in Four Business Magazines 


Starting in March, business mvarpaines, 
Newsweek, Nation’s Business and U. S. 
News and World Report, will be mw 
as they were in 1956, as a vehicle for 
business lines advertising. This series of 
advertisements, based on case _ histories 
of outstanding risks which North Amer- 
ica Companies have insured, will this 
year feature such famous names as Fire- 
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ASSETS 
*U. S. Government Bonds ................ $3,028,004.36 
tS a tes oe Nan ae a a 1,362,292.42 
Common Stocks .............. eae he 2,388,927.13 
Cash in Banks and Office ................ 316,968.20 
Balances under 90 days ................ 364,097.24 
Interest Due and Accrued and Other Assets 381,223.78 
$7,841,513.13 
LIABILITIES 

Reserve for Outstanding Losses ...... ..... $ 661,743.69 
Reserve for Unearned Premiums .......... 2,259,947.63 
Reserve for All Other Liabilities .......... 1,370,797.27 

Se ES ee $1,000,000.00 

Surplus Over All Liabilities .. 2,549,024.54 
Surplus to Policyholders ........... ...... 93,549,024.54 
$7,841,513.13 


* Bonds as above valued on amortized or investment basis. Securities and cash carried 


at $1,210,133.76 in the above statement are deposited for purposes required by law. 











stone and Minnesota Mining & Manu- 
facturing. Complete stories of the work- 
ings behind these insurance accounts 
are published in “The Fieldman,” a 
magazine published by North America 
Companies for distribution to their 
agents, and reprints of these informative 
and interesting articles will be supplied 
to agents for distribution by direct mail 
and by hand to help in selling North 
America policies and service to other 
businesses. 

Advertisements promoting surety and 
fidelity bonds and ocean marine insur- 
ance will be placed in leading specialized 
business magazines. 

The Advertising Copy 

The advertising campaign, which has 
a three-fold aim of promoting the need 
for insurance to value, the importance 
of purchasing insurance through a re- 
liable source—the independent local in- 
surance agent, and the advantages of 
buying North America policies, is di- 
rected, as was the 1956 campaign, to 
reaching as many insurance prospects as 
possible through the use of national 
company advertising followed up by 
agents’ tie-in advertising at the local 
level. As the success of the campaign 
depends greatly upon the cooperation of 
the insurance agents in their local area, 
North America is offering tie-in facts, 
newspaper mats, sample scripts, and 
direct mail and other merchandising 
tools for use by agents. 

North America’s advertising program 
for 1957 was designed with the coopera- 
tion of various competing media who 
met together in a planning session with 
North America and N. W. Aver & Son, 
Inc., advertising agency for the account. 


HAS SPEAKERS ‘BUREAU 
Insurance Advertising Conference As- 
sisting Programs of Agents 
Associations 
In response to numerous requests from 
various segments of the industry, the 
Insurance Advertising Conference has 
established a speakers bureau which will 
assist program chairmen of agents’ asso- 
ciations who are seeking speakers on 
insurance advertising, sales promotion 

and related subjects. 

IAC members who will staff this bu- 
reau at the outset are: 3rown, 
Ir., assistant manager, advertising and 
publicity department; Aetna Life Group; 

S. Burt, advertising manager, Na- 
tional Fire Group; J. Cagney, super- 
intendent, advertising department, Hart- 
ford Fire; W. W. Clement, public rela- 
tions manager, American International; 
Dwight Ely, production manager, Ohio 
Farmers; W. W. Hackett, supervisor, 
sales promotion and advertising division, 
American Group; J. M. Hickerson, pres- 
ident, J. M. Hickerson Co., Inc.; W. J. 
O’Meara, casualty advertising manager, 
Aetna Life Group; E. V. Schenke, ad- 
vertising manager, Royal-Globe Group; 
T. H. Sherlock, assistant advertising 
manager, Fidelity & Deposit; T. Ram- 
sey Taylor, assistant secretary, U. S. 
F. & G. 

Requests for speakers from the IAC 
or for assistance with sales and adver- 
tising programs should be directed to 
E. V. Schenke, Royal-Globe Group, 
president of IAC. 








Ad Agency Program for 
Agents and Brokers 


A new “Insurance Promotion Pro- 
gram,” designed to utilize the classified 
columns of local newspapers is being in- 
troduced this month by the H. K. Simon 
Advertising Agency, 48 Fifth Avenue, 
Pelham, N. 

The program consists of a series of 
52 classified ads—one for every week in 
the year—to stimulate interest in the 
various aspects of modern insurance, and 
to provide specific inquiries that will 
result in new business for agents and 
brokers. 

Further details—or free five-day in- 
spection privilege—are available on re- 
quest. The Simon Agency, established 
in 1948, is rated by Dun & Bradstreet, 
and recognized by three national media 
associations. 
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Conferences With Companies Bring 
Good Progress In Various Fields 


D. C., March 18—E. Stu- 


chairman of 


Washington, 
art Windsor of 
the conference committee of the Eastern 
progress 


3altimore, 
Agents Conference, reported 
attained by his committee in two meet- 
ings this year with the conference com- 
mittee of the Eastern Underwriters As- 
sociation. He told the EAC annual meet- 
ing there that the agents’ group was 
represented by himself; Joseph A. Neu- 
mann, Jamaica, N. Y., for R. M. L. Car- 


son, Glens Falls, N. Y.; Preston H. 
Hadley, Bellows Falls, Vt.; H. Earl 
Munz, ‘Paterson, N. J.; Robert S. Pres- 


ton, Providence, R. I.; and as ex officio 
members, John J. Maguire and Arthur 
B. Fair, chairman and first vice chairman 
respectively, of the EAC 

The company representatives were: 
chairman, J. R. Robinson, U. S. Manager, 
Phoenix Assurance; D. W. Florence, vice 
ae Commercial Union Ins. Co.; 

P. Jervey, vice president, Travelers; 
0 M. Michel, vice president, Fire Asso- 
ciation. 

Citing the various subjects discussed 
and progress made Mr. Windsor told the 
convention : 

Revised Format Standard Fire Policy 


“It was reported that a special com- 
mittee of the National Board of Fire 
Underwriters had recommended for na- 
tionwide use a revised format of page 
one of the Standard Fire Insurance 
Policy. This change will speed up the 
writing of policies in agents offices and 
will include space on the face of the 
policy for inserting installment premium 


payments. This revision has been ap- 
proved by all states in our territory 
except New Hampshire. When your 


present supply of policies is exhausted, 
you will be furnished with the new type 
policy. Because of the great expense 


involved, the companies advise they can- 
not replace existing supplies. 
“We understand the study on the 


format of a fire policy adaptable to 
mechanized policywriting through use of 
electronic equipment has been completed 
and is being retained for possible future 
development. 


Insurance to Value Campaign 


“You are all familiar at this time with 
the television and radio programs of the 
National Board of Fire Underwriters. 
We urge that you co-operate to the 
fullest extent in making this first coun- 
try-wide advertising campaign directed 
at the agents level a most successful one. 

“Farm insurance form and rating plan. 
We have previously advised that a study 
is being made of the subject of farm 
insurance. The ground work has been 
completed and the rating plan is now 
in the testing stage. Rating managers 
are testing and checking the effect of 
a credit and debit plan of rating to 
recognize the superior condition of con- 
struction, occupancy and exposure of 
better farms contrasted with marginal or 
sub-standard risks currently carrying the 
same class rates. We understand this 
phase of the work is about two-thirds 
completed, therefore we are hoping for 
a favorable report on this subject in the 
not too distant future. 


Errors and Omissions Insurance 


“After many months of study by rep- 
resentatives of insurance companies and 
the American Bankers Association, there 
has finally been produced a new form of 
errors and omissions insurance for banks 
and building and loan associations. The 
new form and rates have been recom- 
mended for nationwide use. The rating 
organizations in the states served by the 








E. STUART WINDSOR 


Eastern Underwriters Association have 
received this recommendation and we 
believe it has been filed in most states. 


“A new Extended Coverage classifica- 
tion has been recommended to the local 
rating organizations in EUA territory 
to be known as “Occupancy Grade AA,” 
which will apply to full fire resistive 
buildings with non-manufacturing occu- 
pancy, (not less than 80% co-insurance 
and use of $50 loss deductible clause) 
and their contents. When the application 
of a filed schedule produces a published 
annual fire rate of .05 or less the ex- 
tended coverage rate shall be .005. When 
the fire rate is above .05 and not more 
than .075 the extended coverage rate 
shall be .01. 

“The present extended coverage rate 
level for full fire resistive buildings is 
approximately .015—regardless of the fire 
rate. 

Transfer of Property 


“A previous recommendation permit- 
ting coverage on household furniture to 
be transferred without requiring an en- 
dorsement has been revised to allow an 
endorsement if desired. The effect of 
this change is to give a return premium 
to an assured when the rate is lower at 
a new location and collect no additional 
premium when new location requires a 
higher rate. 


“Mortgaged appliances sold with real 
estate. A new rule has been recom- 
mended as follows: 

“Where a private dwelling is con- 


structed to be sold as a unit with house- 
hold equipment, such as washing ma- 
chines, refrigerators or television sets, 
installed by the ‘builder, these items may 
be specifically mentioned as covered un- 
der the building item at the building 
rate. 

“T want to extend thanks to Frederick 
W. Doremus, manager of the Eastern 
Underwriters Association, his able staff 
and the company representatives for 
their assistance and co-operation in the 
conduct of these meetings,” Mr. Windsor 
concluded. 


FIELD CLUB ELECTION 

The Delaware-Maryland-D.C. Insur- 
ance Field Club has elected new officers 
for 1957 as follows: President—R. J. 
Billingham, Phoenix- Co sduancticht Group; 
vice president—Wilfred R. Breck, Spring- 
field Group; secretary—G. D. McLean, 
Royal-G oe Insurance Group, and treas- 
urer—L. E. Lewis, London & Lancashire. 


FIA Eager to Assist 
Agents on Fire Risks 


KEENAN DESCRIBES FACILITIES 


Tel’s Eastern Agents About FIA’s 
Modus Operandi; Explains Position 
on Acceptability of Application 


Washington, D. C., Mar. 18—John H. 
assistant manager of the Fac- 
tory Insurance Association at Hartford, 
today told the Eastern Agents Confer- 
ence in annual session here at the Stat- 


Keenan, 


ler about FIA’s facilities which are avail- 
able to both metropolitan and_ rural 
agents. He pointed out that FIA was 


created to assist agents in the handling 
of fire coverage on selected risks and 
is eager to do so. Then, by way of 
explanation, he described the “selected” 
risk as follows: 

“A risk to be eligible must be a su- 
perior fire risk—one of inherent high 
quality of construction and _ protection, 
of less than severe occupancy hazard, 
and with a management having a high 
degree of interest and cooperation in 
fire prevention and fire protection. In 
short, it must be a property where the 
specialized inspection, engineering and 
underwriting services of the FIA will be 
fully effective.” 

Mr. Keenan also spoke of the scope 
of FIA’s present operations, pointing 
out that it maintains three regional offi- 
ces—Hartford, Chicago and San Fran- 
cisco; has 19 field offices in the larger 
cities which are staffed by 86 office 
supervisory personnel and 373 fieldmen. 
“This staff is servicing 15,440 risks 
throughout the 48 states, and our under- 
writing capacity is generally adequate 
for all but the largest industrial proper- 
ties,” he explained. 


Providing Single Package Form 


Further along Mr. Keenan brought out 
that the risk qualifying is subject to 
close inspection and underwriting super- 
vision and it generally qualifies for the 
superior rating plans available in most 
of the rating territories. “With few ex- 
ceptions,” he said, “we are in position 
to provide a single package form, in- 
suring against fire, lightning and usual 
supplemental perils, and at comparable 
rates in the various rating territories. 

“We insure only against perils of fire, 
lightning and commonly accepted sup- 
plemental perils, although very limited 
facilities are provided for earthquake 
perils under regular form and rate. Cov- 


erage is normally written blanket over 
buildings, machinery and stock with 
agreed amount clause, based on up-to- 


date statements of values in place of 
coinsurance. Most of our insureds carry 
business interruption insurance which is 
written under two-item coinsurance or 
gross earnings forms. When accepting 
a risk, we require that all acceptable 
items of insurance be placed with us. 
The policy will be written in whichever 
one of the member companies you rep- 
resent and will be delivered and billed 
to you from the FIA. All policy trans- 
actions similarly will be handled through 
your office directly with the FIA.” 


Making Use of FIA Facilities 


The speaker then made some sugges- 
tions on how to use FIA facilities, say- 
ing: “First, get acquainted with the 
field manager or his assistant in our 
field office nearest you. We have off- 
ces in Boston, New York, Syracuse, 
Buffalo, Pittsburgh, Philadelphia and 
Baltimore, besides our eastern regional 
office in Hartford.” 

Clearing up. a misunderstanding that 
has existed in connection with the ac- 
ceptability of an application, Mr. Keenan 
said: “This is the matter of control of 
the business when it is in stock compa- 
nies. We have 100 companies in the FIA 
and we are not in competition with any 
of them. If business is written in one 
member company. by an agency other 
than your own, a simple letter of author- 





ity is not going to be sufficient for us 
to consider the risk for you. To our 
mind, control of the business generally 
rests with whoever is placing the busi- 
ness. Therefore, there is a definite ob- 
stacle to consideration for a new pro- 
ducer. Clearly, the FIA cannot be used 
as a means of twisting business from 
one agency to another. 

“Business placed with direct writers 
is fair game tor any agent but, with few 
exceptions, it is only the Factory Mutu- 
als who have risks of the same general 
quality as required for FIA.” 

The speaker closed by s saying that no 
discussing today would be complete with- 
out reference to losses being experi- 
enced. “While it is the exception to the 
rule when a fire at one of our protected 
pants is not controlled promptly by the 
protection facilities, nevertheless, we 
cannot help but be concerned at the 
large amount of needless fire loss,” he 
said. 

“We know of many cases where the 
simple application of well recognized, 
practical fire protection principles would 
have prevented serious losses. Likewise, 
we know of many losses which can only 
be attributed to careless disregard of 
well-accepted fire prevention practices. 
The economic loss in destruction of 
property by fire is staggering. We in- 
surance men must be ever ready to seize 
any opportunity to emphasize to prop- 
erty owners their prime responsibility 
in the reasonable protection of their 
property.” 


Keenan Queried on Fringe Risks 


After Mr. Keenan had completed his 
address he had to face a number of 
frank queries on why the FIA does not 
write schools and hotels. It is stated 
the Improved Risk Mutuals are now ac- 
cepting these risks and getting them 
away from agents because of lower rates 
offered. An informal showing of hands 
indicated most agents desired a broad- 
ening of FIA facilities. 

Joseph A. Neumann, Jamaica, N. Y.,, 
former NATA and New York Association 
president, initiated this line of inquiry. 
H- said hospitals are written by the 
FTA, so why not schools and hotels? 

Mr. Keenan countered by saying first 
that the scope of FIA facilities is de- 
pendent in part on the demands of com- 
panies and agents, and there has been 
little demand for broadening the types 
of risks accepted. Then he stated that 
on hotels and schools fire protection, 
sprinkler, watchman and other fire con- 
trol facilities are not generally as ade- 
quate as with large industrial companies. 
The high grade FIA engineering and 
inspection service, he said, would not 
be productive of fire control on such 
risks as to warrant the lower, competitive 
rate usually developed. At present, he 
continued, engineering service is not 
generally available for so-called fringe 
risks. 

Earl A. Munz, Paterson, N. J., former 
New Jersey president, said it seems ap- 
parent then that some new organization 
is needed to meet the competition of the 
mutuals and others on schools, hotels, 
etc. Craig Thorn, Jr., executive vice 
president, New York State association, 
also expressed a desire to see some 
action on this problem. Mr. Thorn 
turned to the subject of farm coverage 
and said a company (unnamed) has de- 
veloped a farm owner’s policy 
in idea after the homeowner’ s—but has 
held up putting it on the market, at the 
request of the agents, until the fire in- 
surance. industry can study new and 
improved methods of rating farm risks. 





NORTH LEADS SINGING 

Washington, D. C., Mar. 18—No na- 
tional or regional convention would start 
properly without David A. North, New 
Haven, leading in the group singing of 
the national anthem. A past president of 
NAIA and Connecticut association, he 
is accompanied at the EAC convention 
here by his gracious and widely popular 
wife, Helen. 
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Haynor Calls For Strong Laws to 
Curb Forming of Fictitious Groups 


Washington, D. C., March 18—Only by 
stronger laws and vigorous enforcement 
of them can insurance agents help to 
“eradicate the evils of fictitious groups 
in insurance,” stated President George 
W. Haynor of the Connecticut Associ- 
ation of Insurance Agents when address- 
ing the Eastern Agents Conference an- 
nual meeting at the Hotel Statler here 
today. He declared there is developing 
in Connecticut, as in other states in the 
Eastern Underwriters Association terri- 
tory, formation of special groups by 
business associations for the purpose of 
securing casualty and fire insurance at 
below normal rates. Mr. Haynor holds 
that such groups have no common own- 
ership and are not qualified for legiti- 
mate group coverage. 

This practice is unfairly discriminatory 
against those in the same type of busi- 
ness who do not belong to a particular 
association, to the public in general and 
to the agents who lose their clients to 
this form of competition, Mr. Haynor 
said. In addition, too many times the 
coverage afforded is changed to include 
trifling extensions, and in some cases, 
important restrictions, in order to make 
their plans attractive. 


Building Group Associations 


This group concept of property in- 
surance distribution is being practiced in 
Connecticut by two associations whose 
membership consists of building contrac- 
tors and dealers in building supplies, 
President Haynor revealed. They pro- 
vide workmen’s compensation and con- 
tractors liability insurance. Individual 
policies are issued to each contractor. 
The experience of the whole group is 
pooled and if favorable, dividends are 
distributed equally to each assured. 
There is every reason to believe that this 
coverage is only available to members of 
the two associations, 

A second example is an auto trades 
group, said Mr. Haynor. Membership 
comprises new and used car dealers and 
garages. This group furnishes compen- 
sation and garage liability insurance for 
its members written through a reciprocal. 
This company provides individual poli- 
cies for the members of this association. 

In the prospectus and promotional ma- 
terial, they allege, he stated, that besides 
the regular dividends applying, they will 
provide extra dividends which will show 
a savings of between 30 and 40% over 
what each member would pay the Bu- 
reau stock companies for the same forms 
of coverages. These extra dividends are 
again based on overall experience of the 
group, and each member is to receive an 
equal share at the expiration of the 
policies. 

The attorney-in-fact in Connecticut for 
the reciprocal is an officer of the auto 
trades association, and a duly licensed 
insurance agent in Connecticut. “The 
question arises as to whether these are 
true dividends or rebates,” he stated. “By 
the same token are the commissions on 
physical damage business sold by car 
dealers and distributed among the un- 
licensed salesmen bonuses or rebates ? 


Group Auto Cover to Factory Employes 


“There are other cases in our state. 
It has also been suggested by a direct- 
writer company that they are considering 
the possibility of the issuance of group 
automobile insurance to manufacturing 
risks, covering all their employes on a 
certificate ‘basis. 

“Advocates of these plans claim that 
the sale of property insurance on a group 
basis results in an expanded market for 
insurance because of the reduced cost, 
and in some cases promotes better em- 
ploye-employer relations by reducing the 
employes premium expense. We feel that 


it is discriminatory, not in the public in- 
terest, and detrimental to the market of 
the independent agent and the American 
Agency System. To say nothing of the 
narrowing of the ability of the insurer 
to select his risks, and the difficulties of 
maintaining up-to-date records on ve- 
hicles and other objects of certificate 
holders,” Mr. Haynor stressed. 

“The cause of this problem in nearly 
every instance is certain trade groups 
trying to get price consideration in the 
purchase of property insurance for the 
exclusive advantage of its members. The 
coverage is not better, more times than 
not it is restricted and certainly so is 
the service. The ones that really benefit 
most are the marginal insurance risks 
and the promoters of the scheme. The 
Connecticut Association of Insurance 
Agents, by legislation, is making a defi- 
nite attempt to halt the progress of this 
evil. Our legislative committee has sub- 
mitted a bill to our legislature entitled: 
Special Rating Plans for Group Insur- 
ance, other than life, annuity, or accident 
or health or hospitalization, which reads 
as follows: 


Proposed Legislation 


“No insurance company doing business 


in this state, or attorney, agent, sub- 
agent, broker or any other person shall 
issue or cause to be issued any policy 


of insurance under any rate, rating plan 
or form of any nature for fire, casualty 
or surety insurance, which provides or 
makes available to any person, firm or 
corporation, any preferred rate or form 
based upon any grouping of such per- 
sons, firms or corporations, by way of 
membership, license, franchise, contract, 
agreement of by any means other than 
common ownership except that the pro- 
visions of this section shall not apply 
to life insurance, annuities, accident and 
health, and hospitalization insurance. 
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“We can expect opposition to this bill 
from some mutual and stock insurance 
companies who feel their rating interests 
are being curbed. However, we feel our 
stand is a just one and the members of 
the Connecticut Association plan to give 
this legislation the full support of its 
membership. 

“Connecticut is not alone in its feelings 


on this matter. North Carolina, Utah, 
Washington, and Florida and others have 
already taken definite steps directed 


squarely at this problem. Here is a field 
1 i I 


in which we can do much good. What is 
accomplished, must necessarily be done 
at the state level, through our legisla- 


tures and Insurance Departments.” 


DOREMUS POPULAR FIGURE 


Washington, D. C., March 18—Fred- 
erick W. Doremus, EUA manager, who 
never fails to make a hit at agents’ 


gatherings, was in the role of commen- 
tator at today’s session here of Eastern 
Agents Conference. His subject was 
National Board’s TV-radio advertising 
campaign. 
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STATE PROBLEMS DISCUSSED 


McFarlin Wins Applause on Defeat of 
Compulsory Bill in Md.; Agents Want 
More Package Policy Improvements 
Washington, D. C., March 18—Most of 
this afternoon’s session of the Eastern 
Agents Conference here was devoted to 
discussion of problems in various states. 
William Woodland, editor, “The Stand- 
ard” of Boston, was moderator and kept 
the session rolling along on time. R. F. 
Clement, state national director, Dela- 
ware, told how the Newcastle local board 
ad campaign is successfully being tied 
in with the state, and now national, cam- 
paigns. Joseph L. B. Murray, Jr., presi- 
dent of the host D. of C. association, 
spoke of rate competition caused by the 
Government Employees Insurance Co. 
Maryland President Harry H. McFar- 
lin drew strong applause in telling how 
his association helped to defeat a com- 
pulsory automobile insurance bill in the 
Maryland legislature this year. The 
agents in that state are backing a UJ 
fund measure that has passed the Sen- 
they hope, will be ap- 
following some 


ate and which, 
proved in the ,House, 
amendments to the bill. 
President E. R. Ladd, Maine Asso- 
ciation, feels strongly that new broad 
package policies are putting alert, ag- 
gressive agents in a strong competitive 
position today. He called on the com- 
panies for more coverage improvements 
as rapidly as they may be developed. 
Frank J. Lowrey, Rhode Island presi- 
dent, believes all exposure charges on 
dwelling property should be removed. He 


revealed a survey of states shows rating 
practices are not uniform. Some states 


do not specifically rate dwelling risk 
exposures while other states do. : 
Carroll Goodman of Pennsylvania 


spoke on improvements and betterment 
coverage and contended that rates are 
often not realistic and should not be 
based solely on contents rates. 

Edward G. Welchman, Vermont state 
national director, declared that home- 
owners and comprehensive broad dwell- 
ing policies are most welcome. Detailed 
work in writing dwelling covers is re- 
duced and good will and premium income 
enhanced. He sells these policies to most 
of his assureds in his small home town 
of Woodstock. He feels there are some 
inconsistencies between the various broad 
dwelling forms on deductibles, outbuild- 
ings, mysterious disappearance coverage, 
etc. which should ultimately be re- 
moved. He is also attaching successfully 
the new family protection endorsement 
to practically all his auto policies as they 
come up for renewal. 
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Breakfast Session 
On Public Relations 


EUA HOST TO LARGE GROUP 


Many State Agent Assn. Officials Speak 
of Effective P.R. Campaigns Now 
Being Conducted 





Washington, D. C., Mar. 19— Public 
relations in action featured the break- 
fast session of the state association and 
local board officers here this morning 
at the Eastern Agents Conference. E. 
Stuart Windsor, Baltimore, chairman of 
EAC committee, presided, with Freder- 
ick W. 
EUA, as host to the group. Other com- 


Doremus, manager-secretary of 


pany executives present included D. W. 
Florence, Commercial Union, chairman 
EUA public relations committee; Victor 
Kurbyweit, America Fore Group, and 
William Vanderbilt, Hartford Compa- 
nies. 

Will iam Graul, Pennsylvania, told how 
agents’ associations in York, Reading 
and Harrisburg, put on effective PR 
campaigns at low cost to agents. York 
agents staged an hour-long parade fea- 
turing safety slogans, with school chil- 
dren, bands and floats demonstrating 
value of highway safety. “Thou shall not 
kill week” in Reading had full support 
of churches of all denominations, news- 
papers and local radio station. In Har- 
risburg agents sponsored school training 
courses on all angles of insurance cov- 
erage for benefit of under-age drivers. 

Arthur L. Schwab, New York Asso- 
ciation, outlined the new campaign of 
agents, with local boards receiving full 
assistance from company field clubs, to 
stage safety, fire prevention and other 
PR campaigns. This program will get 
into full swing this year. 

In Philadelphia a citizens’ committee 
was sponsored by agents, said Lawrence 
Wentz, which cooperated with the Fire 
Department in inspections of buildings 
for fire hazards. Huntington T. Block, 
Washington, told how his association 
encouraged school children to have par- 
ents make home inspections for fire and 
accident risks. Likewise the local board 
sponsored awards for the “fire company 
of the year” in the District Fire Depart- 
ment. 


Thorn on N. Y. Speakers Bureau 


Craig Thorn, J:., New York State, told 
of the Speakers Bureau, with 150 insur- 
ance members who are making talks 
every week throughout the state before 
civic groups and driver training classes 
on safety and various phases of insur- 
ance. He recommended this program for 
building favorable public opinion for 
insurance agents. 

Alan Miller, New Jersey, outlined the 
successful safe drivers month sponsored 
each year which has brought citations 
to over 500 communities, where awards 
are made to highest local officials. The 
Governor, too, gives active support. The 
net result, he said, has been a decline 
in traffic deaths in New Jersey. 

George J. Margraff, Philadelphia, cited 
efforts of a speakers bureau in Penn- 
svlvania conducting a campaign before 
civic groups against compulsory auto 
insurance. 

C. M. Oakley, Maryland, and George 
W. Haynor, Connecticut, told what is 
being done in their states. Emil Karam, 
New Jersey, pointed to new adult educa- 
tional program in schools to teach the 
advantages, of buying insurance through 
independent local agents. 

Mr. Doremus closed the session by 
citing close cooperation between the 
EUA and the Association of Casualty & 
Surety Companies with local agents’ 
associations at the local level. The fire 
prevention and “slow down and _ live 
campaigns are now annual and continu- 
ing campaigns and rank high among the 
worthwhile objectives of intensive pub- 
lic relations efforts, he said. 





RESOLUTIONS ADOPTED 





Ask FIA to Broaden Operations, Hit 

Commission Cuts, Back NAIA Ad 

Program, Aid on Flood Plan 

Washington, D. C., March 19—Four 
resolutions adopted by the Eastern 
Agents Conference today asked that the 
Factory Insurance Association broaden 
its base of risk eligibility, oppose com- 
mission reductions, back the proposed ad- 
vertising campaign for the NAIA and 
pledge support to the Federal flood in- 
demnification program and ask that the 
Congress make funds available promptly 
so that the flood contract may “be of- 
fered to the public as speedily as pos- 
sible.” 

The first three resolutions are as fol- 
lows: 

“1) Whereas, there are several su- 
perior classes of risks that are not at 
present eligible for facilities of Factory 
Insurance Association, and whereas com- 
petitive organizations of similar nature 
are increasingly broadening their base 
of eligibility, and whereas we believe 
such a course to be in the public inter- 
est, be resolved that officers of EAC 
be ieatreched to communicate with FIA 
urging consideration of these superior 
risks, and that NAIA be asked to take 
similar agtion. 

“2) Whereas, independent and deviated 
filings in the automobile and dwelling 
classes of insurance call for reduced 
commissions enabling these filings to be 
at lower rates and whereas these two 
lines constitute the major portion of the 
average insurance agency’s business, 
and whereas this poses a grave threat 
to the solvency of the independent agent 
and thus is not in the public interest, 


be it resolved that Eastern Agents Con- 
ference call upon the NAIA to express 
its disapproval of the practice to the 
companies. 

“3) Whereas, NAIA has authorized a 
special advertising committee to study 
and recommend means to advertise na- 
tionally by means of TV, radio, maga- 
zine, newspaper, and other media, to 
bring the independent agents’ story to 
the public, said committee to report to 
the board of national directors at Den- 
ver this April, resolved, that EAC does 
urge NAIA to act with favor on pro- 
gram.” 


Entire EAC Session Given 
To Compulsory Auto Threat 


Washington, D. C., Mar. 19— Almost 
the entire session of Eastern Agents 
Conference meeting today was devoted 
to addresses on meeting the threat of 
compulsory automobile legislation in 
states where such laws have not been 
enacted. The speakers and their talks 
were essentially a repetition of presen- 
tations made at the New York City 
gathering last December on the same 
subject. 

Charles H. Frankenbach, New Jersey, 
presided, and Joseph Neumann, New 
York, served as chairman. Speakers 
included J. Dewey Dorsett, general man- 
ager, Association of Casualty & Surety 
Companies; William H. Brewster, auto- 
mobile manager, National Bureau of 
Casualty Underwriters; William N. 
Woodland, editor, Standard of Boston; 
Arthur L. Schwab, national © director, 
New York State Association; George J. 
Margraff, Pennsylvania Association, and 
R. Newell Lusby, secretary, America 
Fore Group. Mr. Margraff was not a 
repeat speaker and he brought the 
agents up-to-date on how Pennsylvania 
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agents are fighting compulsory legisla- 
tion under any form or name and trying 
to secure suitable substitute legislation. 

Louie E. Woodbury, Jr., NAIA vice 
president, spoke at the luncheon on un- 
limited sales possibilities for agents. At 
the banquet closing the convention, Mr. 
Woobury installed the newly-elected 
chairman, Arthur B. Fair, and other 
officers for 1957. 


Agents Concerned Over 
Finance Co. Overcharges 


Washington, D. C., Mar. 18— Agents 
attending the EAC meeting here are 
considerably concerned over the hear- 
ings started today by the Senate Inter- 
state Commerce subcommittee on auto- 
mobile “misclassifications” by six lead- 
ing auto finance companies. While this 
problem has been before the states for 
nearly two years, speakers told the Sen- 
ate subcommittee. that State Insurance 
Departments really did nothing effective 
to punish offenders and are now con- 
tenting themselves with securing recov- 
ery of overcharges. 

Agents are fearful the present wide 
publicity given this hearing may result 
in further encouragement to those who 
favor Federal control of insurance over 
state regulation. Morton V. V. White, 
Allentown, Pa., NAIA executive commit- 
teeman, sat in on part of the first day’s 
hearing. Maurice L. Herndon, NAIA 
Washington representative, and others 
are following developments closely. 


Commissions 


(Continued from Page 28) 
service in handling the new multiple line 
policies, the obvious downward trend in 
commissions is wholly unjustified. The 
profit ratio has already been cut to 
almost the vanishing point. With a trace 
of a smile he said: “Agents are earning 
less at a fast rate.” 

On compulsory auto business he de- 
clared agents are rewarded with a low 
commission with the explanation that 
little selling effort is required to get 
business everyone has to have. How- 
ever, he pointed out, there is a lot of 
service associated with compulsory auto 
risks, which nullifies the explanation for 
the low commission. Yet the commission 
rate has never been boosted in Massa- 
chusetts and he warned New York 
agents they may face drastic commission 
cuts on auto liability lines, now that a 
compulsory law is operative in their 
state. 
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Eastern Agents Conference 





Presides at Convention 





JOHN J. MAGUIRE 
John J. Maguire of Philadelphia, who 
served as chairman of the Eastern 
Agents Conference for the past year, 
presided at the convention held this 
week in Washington. 





Convention and Ladies’ 


Committees Commended 
Washington, Mar. 18— Arrangements 
for the successful EAC convention here 
were handled efficiently by a local com- 
mittee headed by Joseph L. B. Murray, 
Jr, and A, L. Jagoe as co-chairmen. 
Others on the committee are Carl A. 
Anderson, Charles R. Barker, Jr., Ted 
Seuermann, Huntington T. Block, Ger- 
ald K. Cassidy, William A. d’Espard, 
Francis A. Marks, Hubert A. Newsom, 
Herbert M: Pasewalk, Victor O. Schin- 
nerer, Walter Schilling, J. Douglass 
Wallop, Jr., and Richard T. Walsh. 
The ladies’ committee has Mrs. Block 
and Mrs. Murray as_ co-chairmen. 
Other members are Mesdames Barker, 
d’Espard, Jagoe, Schinnerer, Mrs. Nellie 
A. Casey and Mrs. Dorothy T. Reis. 
This committee arranged a fine program 
of sightseeing, including visits to Mt. 
Vernon and the White House, luncheons 
at the Statler and Collingwood Inn, 
near Alexandria, Va. 


Doremus On Losses 


(Continued from Page 1) 


the public the vital service of independ- 
ent local agents. He then revealed that 
the steady, uninterrupted rise of fire 
losses throughout the nation calls for a 
study of the entire rate structure with 
an ultimate view of increasing fire rates 
where upward revisions are obviously 
warranted. 


Losses Rising at Rate of 19% a Year 


Mr. Doremus declared that fire losses 
are rising at a rate of about 19% a year 
at the present time, without any indica- 
tion that they are really more numerous 
than heretofore. The higher loss cost to 
insurance companies is due largely to in- 
creases in costs of materials and labor. 
He declared the industry is collecting 
premiums based on 1955 charges and 
paying losses on 1957 costs, which can- 
not be continued. Even the usually 
profitable dwelling house business is 
producing a high loss ratio in certain 
areas. To offset this current unprofitable 
trend higher rates will be required, Mr. 
Doremus said, and they should be ad- 
justed promptly. 

The companies are going to ask agents 
to cooperate in informing the public 
of the absolute necessity for increasing 
fire and other rates where experience 
proves current rates produce underwrit- 
ing losses, Mr. Doremus said. Also, 
agents can be of highly valuable assis- 
tance in this present effort to sell in- 
surance to value. This campaign, which 
will help to offset underwriting losses 


where inadequate insurance is bought, 
is not short-lived, but will continue for 
all of 1957 and thereafter. Concerted 
selling by members of the American 
Agency System will be a major factor 
in improving underwriting results as 
well as rendering better service to the 
public and creating additional premiums 
for producers, he said. 


Miller on Ad Campaign Objectives 


Alan H. Miller, president of the New 
Jersey Association and chairman of 
NAIA’s advertising committee, com- 
mended the NBFU’s ad campaign and 
then brought the agents up-to-date on 
what the NAIA contemplates. He stated: 
“Our objectives are to try to set inde- 
pendent agents apart from direct writers, 
including stocks and mutuals of that 
type, and to make the public seek us 
out. Naturally, advertising alone can’t 
accomplish it. We must tie-in locally, 
too, and work harder to justify what 
we shall be telling the people about 
ourselves. The NAIA insignia will be 
stressed, and we believe it will become 
our trademark. If we put enough of 
everything into it—time, money and 
energy—we can overwhelm our opposi- 
tion. 

“We have been trying to follow the 
NAIA directive and have so far done 
the following: We have asked our mem- 
bers if they are willing to contribute not 
over one-half of 1% of their commis- 
sions for such advertising. This has been 
publicized in trade journals, and many 
state association bulletins. 

“The response has been most favor- 
able. Early in December President 
Eugene Battles of NAIA told me a 5% 
‘yes’ response would be remarkable, and 
that we could then proceed. Actually 
we got 7%, with scarcely any negative 
replies. 

“We then began a survey of national 
advertising agencies, sending question- 
naires to about 25. John Edwards of 
New Jersey prepared practically all of 
them. Our committee met January 22, 
at which time we cut these down to 
about five, for purpose of interviewing. 

“We also went over tentative plans 
and amounts. We decided on a $2,000,- 
000 program, or one-quarter of 1% of 
commissions from 75% of our members, 
realizing we'd never get 100%. This 
amount is without company help. With 
their financial assistance, the amount 
would be $4,000,000, giving us more than 
twice as good results, as some expenses 
need not be duplicated. To start things 
rolling, we will also suggest a six weeks’ 
spot program on ‘Today,’ to begin in 
May, immediately after Denver, if ap- 
proved. 

“Our next step was to invite Presi- 
dent Battles, Vice President Louie Wood- 
bury, and Morton White and Archie 
Slawsby, NAIA executive committee 
memlb@rs, to New York to discuss the 
whole matter. We felt we needed their 
sanction before the Denver meeting. 
They approved it, as well as our adver- 
tising agency selection. 

“The agency selected was Doremus 
& Co., of New York which has done 
considerable work for insurance compa- 
nies and insurance associations.” 

The next speaker, Franklin E. Shaffer, 
vice president of Doremus & Co., said 
the agents’ story should be told as often 
as possible to the public, so that every 
town and village is saturated with the 
message, via radio, TV, national maga- 
zines and Sunday supplements of news- 
papers. He believes one and one-half bil- 
lion advertising impressions will be dis- 
seminated in a single year through this 
campaign of the NAIA. 

“You will benefit from all this adver- 
tising in your behalf,” Mr. Shaffer said, 
“but you must yourself do the selling. 
Our program will have new and original 
ideas on merchandising insurance. All 
this will be a splendid opportunity for 
producers. Our program will be hard- 
hitting and we'll get right down to 
fundamentals. With follow-up support 
from you agents it cannot fail,” he de- 
clared in conclusion. 
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Sen. Mahoney to Speak 
At N. Y. Agents’ Meet 

75TH ANNUAL CONVENTION 

Holz, Butler, Woodbury, Munz, Ehre 


Also Speakers at Convention at 
Syracuse May 5-7 





John G. Mayer, executive secretary of 
the New York State Association of In- 
surance Agents, announces that Walter 
Mahoney, majority leader of the New 
York State Senate, will be a featured 
speaker at the annual convention of the 
association to be held at the Hotel Syra- 
cuse, May 5-7. 

Mr. Mayer stated that as this would 
be the 75th anniversary of the associa- 
tion. The entire theme of the convention 
would be devoted to the past history and 
the future of the insurance industry in 
New York State. 


Other Speakers Named 


In addition to Senator Mahoney the 
convention will be addressed by the Su- 
perintendent of Insurance Leffert Holz 
and will hear from Charles Butler, in- 
surance attorney and former Deputy Su- 
perintendent of Insurance; Louie E. 
Woodbury, vice president of the National 
Association of Insurance Agents; Earl 
Munz, prominent New Jersey agent and 
chairman of the property committee of 


the National Association, and Victor 
Ehre, president of the Buffalo Insurance 
Co. 


The Monday night banquet this year 
will be given over as a tribute to past 
presidents and to the widows or sons of 
deceased past presidents. Further de- 
tails of the convention program will be 
released as completed. The office of the 
association is at 126 West Washington 
Street in Syracuse. 


R. and B. Brokerage Corp. 
Opens in Palm Beach, Fla. 


First associated office of an English 
insurance brokerage company established 
in Florida, the R. and B. Broker- 
age Corporation, opened March 1 in 
Palm Beach, to conduct an excess line, 
surplus line, marine and general rein- 
surance business, it is announced by 
Robert Bradford (Overseas) Ltd., direc- 
tor of Gresham House, London, and 
B & R Excess Corp., Brooklyn, and 
Robert Bradford of Canada Ltd. 

Peter G. Langmaid, well known in 
Florida insurance circles, is vice presi- 
dent and general manager of the new 
company. 

R. and B. Brokerage will specialize in 
placing such risks as marine hull; air, 
land and ocean cargo; livestock, capacity 


fire and windstorm, profe ssional mal- 
practice and professional indemnity, and 
other special and unusual risks. Mr. 


Langmaid was for the past two years 
associated with John E. McKinley, Inc., 
marine underwriters of Miami. His ex- 
perience in marine insurance dates back 
to 1946. 


_ QUARTERLY DIVIDEND 
The board of directors of the Fire- 
man’s Fund has declared a quarterly 


dividend of 45¢ per share on the capital 
stock of the company, payable April 15 
to stock of record March 29, 


SEEK N. Y. LAW CHANGES 





Would Strengthen 
ts; Limit Lia- 
bility. on Liquidations 

The Brooklyn Insurance Brokers Asso- 
ciation the following 
amendments to the New York insurance 
laws: 

1. An amendment requiring that an 
applicant for an insurance broker's li- 
cense have a high school diploma or its 
equivalent. 

2. An amendment requiring that an 
applicant for an insurance broker’s li- 
cense have at least 180 hours of school- 





ne Brokers 
R 


has proposed 


ing. The present requirement is only 
90 hours. 
3. An amendment requiring that an 


applicant for an insurance broker’s li- 
cense have at least six months’ experi- 
ence in the insurance field, 

4. An amendment allowing the broker 
to retain premiums paid by insureds in 
the case of a company in liquidation and 
limiting the broker’s liability toward the 
liquidating company to payment of the 
— premium only. 

An amendment requiring that all 
Brats paid to the liquidating com- 
pany shall be considered preferred as to 
other obligations of the liquidating com- 
pany, 


Watson Board Chairman 
Of Hartford Agency 


George Watson, who has been with the 
Hartford agency of Morley, Watson & 
3aldwin, Inc., for 53 years, has been 
elected to the newly created position of 
chairman of the board in this agency. At 
the same time the directors named 
Myron L. Baldwin to take over the pres- 
idency vacated by Mr. Watson. 

Mr. Baldwin was formerly executive 
vice president and has been with the 
agency for 40 years. 


Why Attendance Is Large 
At N. Y. Agents’ Meetings 


Some of the fair ladies who are the 
real success story behind the New York 
State Association of Insurance Agents, 
and its conventions. Seated left to right 
are Mrs. Herbert S. Brewer of Lock- 
port, and Mrs. Robert B. Douglass of 
Potsdam. Standing same order, Miss 
Doris M. Phelps of Syracuse and Mrs. 
C. Fred Ritter of Middletown. Mrs. 
Ritter and President Ritter of the New 
York Association were married a few 
weeks ago. 


Beach, Gordon in New 
Posts in Hartford Agency 


J. Watson Beach, a former Mayor of 
Hartford, Conn., and founder of his own 
insurance business, has become chairman 
of the board of J. Watson Beach, Inc. 
Andrew Gordon, of Farmington who 
joined the insurance agency in 1941, has 
been named president succeeding Mr. 
3each and he will also serve as treas- 
urer. Paul W. Reynolds has been elected 
vice president by the board of directors. 

Mr. Beach has spent his entire busi- 
ness career in insurance. He was for- 
merly associated with Hartford Accident 
and Indemnity and the Travelers. He is 
a director of the Travelers, Riverside 
Trust Co., and the Citizens Charter Com- 
mission. 

Mr. Gordon became an officer of the 
agency in as secretary and was 
named vice president in 1953. He is a 
graduate of Yale University, class of 


1927. 
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Insurance to Value Kit 


Of American Casualty 


An Insurance-to-Value Kit is being 
offered to its agents by the American 
Casualty Co., Reading, Pa., to enable 
producers to plan local advertising to 
tie in with the radio and television cam- 
paign being sponsored by the National 
Board of Fire Underwriters. President 
Harold G. Evans commented that the 
campaign is perhaps the,most important 
effort ever undertaken by the National 
3oard and should be aggressively sup- 
ported by all companies and agents. 
The Insurance-to-Value kit offered by 
American Casualty contains ten adver- 
tising leaflets and cards on fire, Home- 
Comprehensive Dwelling 
interruption lines; proofs of 
newspaper ads; scripts for three radio 
commercials and copy suggestions for 
two letters. All of the 
fered without charge to the company’s 
agents, including letters printed on 
agents’ stationery for mailing to their 
policyholders and prospects. While the 
kit is being offered in connection with 
the national campaign, it is designed for 
year ’round use, since underinsurance 
in the property lines remains one of the 
big probelms in the industry. 


owners, and 


business 


material is of- 


Wm. C. Hart Has Joined 
Sameth Agency, New York 


William C. Hart joined the Sameth 
Agency, 60 John Street, New York, this 
week as a fire underwriter. His back- 
ground of experience includes nine years 
with the Wright Agency, Inc. and two 
years with Barkie, Stross & Co. 

His military service included the 
World War II and Korean conflict with 
the U. S. Navy. He has a host of friends 
among insurance brokers. 


J. Henry McManus Dead 


J. Henry McManus, 79, president, Mc- 
Manus & Co., general insurance agents, 
Hartford, died in that city last week. 
He had been general agent of Maryland 

Casualty for half a century and once 
was on its board of directors. 

Born in Hartford and a graduate of 
Hartford High School where he was 
captain of the football. team Mr. Mc- 
Manus was a trustee of Church of the 
Immaculate Conception and on_ board 
also of St. Francis Hospital. 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1655 


* 





GIRARD INSURANCE COMPANY OF PHILADELPHIA, PA. 


ORGANIZED 1853 


* 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 1866 


BS 


MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS 


ORGANIZED 1852 


w 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 


ORGANIZED 1906 


<A 
Ww 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED |a7e4 


w 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 


ORGANIZED 1909 


bg 




















YALTY GROU : 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Western Department: 120 South La Salle Street, Chicago 3, Ill] 
Pacific Department: 220 Bush Street, San Francisco 6, Calif 
Southwestern Department. 912 Commerce St, Dallas 2, Tex 


Canadian Departments. 800 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver 3, B.C 


Foreign Departments: 102 Maiden Lane, New York 5, New York 
206 Sansome St , San Francisco 4, Calif 
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Springfield Announces 
Numerous Promotions 


APPLETON NAMED A DIRECTOR 





Schlesinger to Retire as Chairman of 
Board; McIntyre Vice President; 
Chapman Investment Vice Pres. 


The Springfield Fire and Marine an- 
nounces several official changes: 

Frank A. Schlesinger, chairman of the 
board of directors, will retire on April 
1; Julius H. Appleton, local attorney, has 
been elected a director; Resident Assis- 
tant Vice President Lyman A. McIntyre 
of Chicago has been elected vice presi- 


dent and transferred to the home office 
at Springfield, Mass.; Financial Secre- 
tary H. Philip Chapman, Jr., has been 


advanced to investment vice president; 
Treasurer Irving J. Cordner has been 
elected assistant vice president and treas- 
urer; Resident Secretary Frank W. 
Spz lding, Jr., has been elected resident 
assistant vice president at Chicago; Su- 
perintendent H. Robert Van Gaasbeck 
and Richard M. Linton have been elected 
assistant treasurers; and Superintendent 
Dean S. Lightfoot has been elected 
resident assistant secretary at Chicago. 

The same changes were made at the 
annual meeting of the company’s affiliate, 
New England Insurance Co. 


Frank A. Schlesinger 
Mr. Schlesinger joined the Springfield 


in 1907 and is retiring at his own re- 
quest. He was graduated from High 
School of Commerce, Springfield, and 


began his career in the company’s statis- 
tical department. Thirty-eight of his 49 
years of service with the company have 
been in an official capacity. He was 
elected assistant treasurer in 1919; treas- 
urer in 1928; vice president and director 
in 1942; executive vice president in 1953; 
and chairman of the board in 1955. 

Mr. Schlesinger has been in the finan- 
cial and investment part of the business 
and since joining the board of directors 
in 1942 has seen the company’s invest- 


ment portfolio increased from approxi- 
mately 32 million dollars to more than 
100 million dollars. 
Lyman A. McIntyre 
A graduate of Northwestern Univer- 


sity, Mr. McIntyre joined the Springfield 
in Chicago in 1928. He had served as 
special agent and as assistant superin- 


tendent of the improved risks depart- 
ment before being elected resident as- 
sistant secretary in 1946. He was elected 
resident secretary in 1948 and resident 
assistant vice president in 1955. He has 
been called to the home office in Spring- 
field as vice president and will be in 
charge of the company’s country-wide 
and Canadian field operations. 

Mr. Chapman has been associated with 
the Springfield as a member of its in- 
vestment department since 1940 and was 
elected financial secretary in 1950. A 
native of Maine, Mr. Chapman was grad- 
uated from Bowdoin College in 1930. 
Two years later he was graduated from 
Harvard Graduate School of Business 
Administration where he specialized in 
Economics and Finance. During World 
War II he served in the Navy as a 
Lt. (jg). 

Mr. Cordner joined the Springfield in 
1911 as a member of the statistical de- 
partment. In 1924 he was named office 
superintendent; elected assistant treas- 
urer in 1938 and treasurer in 1950. His 
new title is assistant vice president and 
treasurer. 


Frank W. Spalding, Jr. 


Mr. Spalding was graduated from the 
four-year course in fire protection engi- 
neering at Illinois Institute of Technol- 
ogy. He was affiliated with the Illinois 
Inspection Bureau from 1931 to 1941. 
Mr, Spalding joined the Springfield in 
1946 as fire prevention engineer in Chi- 
cago. Later he was named chief engi- 
neer. He was elected resident assistant 


secretary at Chicago in 1951, and resident 
secretary in 1953, 


West Virginia to Have New 
Insurance Code in 1958 


Louie Miller, Jr., reappointed Insur- 
ance Commissioner of West Virginia, 
reports that his state will have a new 
insurance code next year. The 472-page 
insurance bill, recodifying all existing 
laws pertaining to insurance, which was 
prepared by the Insurance Department, 
recently passed the House of Delegates 
by a vote of 90-6, and the Senate by 
29-2, The new code is designed to 


modernize and strengthen the adminis- 
tration and supervision of insurance 
transactions in the state. It will become 
effective January 1, 1958. 

Commissioner Miller also advises that 
a bill was enacted which creates a new 
bi-partisan three-member state board to 
direct the allocation of insurance on all 
property owned by the state. It provides 
that no more than 5% of-the total pre- 
mium volume of insurance on state prop- 
erties shall be placed through any one 
insurance agent or agency and that no 
more than 15% of the total premium 
volume of such insurance shall be placed 
in agencies in any one county. 
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THE HOMEOWNERS POLICY 


(continued) 


> 
Last month we discussed the potentials of this policy 


* 


in bringing new business and new profits. Here are some 


further points to bear in mind: 


@ It has the compelling sales advantage of costing less (than 
the same coverages bought separately). In other words, it 


has the perennial appeal of “the large economy size”—of 


more for less. 


@ It puts your assured completely 


“in your lap.” He has but 


one agency to deal with in the event of almost any loss likely 


to occur to him as a property owner. This is a plus for you both. 


® 


@ It simplifies your office routine, since there is but one policy 


to write, one expiration date to keep track of, and one 


billing date. 


@ It identifies your agency at once as a professional, up-to-date 


office abreast of modern needs and modern ways of meeting 
them. As much as anything, it stamps you personally as a 


professional. 


PLM OFFERS YOU: 


A Homeowners Poticy with especially attractive pro- 


visions certain to appeal to you and your prospects. 


Your assureds pay 20% less for this package policy; 


and they may also anticipate a generous dividend on 


top of that. Thus you offer them a double saving. And— 


we offer you effective selling helps free. Why not drop 


us a line. 


plm 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY e PLM Building e Phila. 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 








Long, Sargent and Hitt 
On Guarantee’s Board 


A MEMBER OF LONDON GROUP 





Long Guarantee’s Exec. V. P.; Sargent 
and Hitt V. P.s; Dadd Resident 
Secretary; Other Promotions 


New members of the board of Guar- 
antee Insurance Co., a member of The 
London Group of property insurance 
companies, of which Kenneth J. Bidwell 
is U. S. manager and president of the 
Group, are Trescott A. Long, Joseph W. 
Sargent and James C. Hitt. 

Mr. Long is Pacific Coast regional 
manager of the Group. Mr. Sargent is 
Deputy U. S. manager of The London 
Assurance and executive vice president 
of Manhattan F. & M., both London 
Group companies, and Mr. Hitt is asso- 
ciate regional manager of The London 
Group. 

Mr. Long has been named executive 
vice president of the Guarantee and 
Messrs. Sargent and Hitt vice presidents. 
Ronald F. Dadd, assistant manager of 
London Assurance and vice president of 
Manhattan F. & M., has been named 
resident secretary of the Guarantee. 
Assistant secretaries named are Fred C. 
Saal, Donald A. Hoyt and Charles G. 
Landresse. Messrs. Saal and Hoyt are 
assistant secretaries of London Assur- 
ance and Manhattan F, & M. Mr. Lan- 
dresse is assistant manager of Pacific 
Coast regional office of London Assur- 
ance and assistant secretary of Manhat- 
tan. 

Other board members of Guarantee 
are E. S. Pillsbury, ig chairman; Mr. 
Bidwell, John F, Idler, H. V. Stark, and 
Mr. Sargent. 


ALFRED F. JAMES TO RETIRE 


Chairman of Northwestern National 70 
Years in Insurance; Weidenfeller, 
Hart, Palm Vice Presidents 
Alfred F. James, chairman of North- 
western National since 1936 and a vete- 
ran of 70 years in the insurance business, 

will retire March 31. 

Mr. James, who is 88, started with 
Northwestern National in 1887. He was 
with the company for several years and 
then went into the agency business, re- 
eine to Northwestern National in 

97. 





Herman A. Schmidt, a vice president 
of Northwestern National and with the 
company since 1898, also is retiring in 
the near future. He will continue as a 
director. 

S. W. Weidenfeller, Arthur F. Hart 
and Carl A. Palm have been elected 
vice presidents of Northwestern National 
and Northwestern National Casualty, and 
will continue in their other offices, Mr. 
Weidenfeller as secretary of North- 
western National, and Messrs. Palm and 
Hart as assistant secretary-treasurers. 

D. Z. Reinertsen and John T. Salen- 
tine, assistant secretary-treasurers of 
Northwestern National Casualty, have 
been named also to the same positions 
with Northwestern National. 


Federal Flood Indemnity 
Conference at Raleigh, N. C. 


A conference on the Federal Flood 
Indemnity Act was held in Raleigh, N. C., 
March 15. Invitations to attend it were 
sent to states composing the Southern 
Governors Conference by Insurance 
Commissioner Luther H. Hodges of 
North Carolina. 

Albert M. Cole, administrator of the 
Housing and Finance Agency; Frank J. 
Meistrell, Commissioner of Federal Flood 
Indemnity Administration, and some 
other Federal officials attended. The 
conference was designed to assist the 
Southern States Governors Conference. 
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FIVE YEARS FROM NOW 
, eco what will your picture be? 





| Won’t you be better off with the complete facilities of this experienced 
and progressive group helping you grow? Talk it over with our Service 


Office people. They know their business. That helps your business. 








Indemnity Insurance Company of North America « Philadelphia Fire and Marine Insurance Company « Life Insurance Company of North America 











| INSURANCE COMPANY OF NORTH AMERICA COMPANIES Philadelphia — Insurance Company of North America 
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National Fire Names 
Three New Directors 


ANDERSON IS VICE PRESIDENT 

Haskell, Read and Everett Added to 

Board, Which Has 18 Members; 
Davis and Young Advanced 

The National Fire of Hartford has 
voted to increase the number of directors 
from 15 to 18 and Richard B. Haskell, 
Harold E, Re ad, and 30yd N. Everett, 
were elected members of the board. 

Three promotions in the official staff 
of the National Fire are announced by 
President E. H. Forkel. Robert J. Ander- 
son was advanced from secretary to vice 
president, and William T. Davis and 
3everly C. Young were elected assistant 
secretaries. 

Mr. Haskell is president of the Me- 
chanics Savings Bank and a director of 
the Riverside Trust Company. He is past 
chairman of the legislative committee of 
the Savings Bank Association of Con- 
necticut and chairman of the conven- 
tional mortgage loan committee of the 
American Bankers Association. 

Read and Everett 

Mr. Read is senior vice president 
of the Connecticut Bank and Trust Com- 
pany, a past president of the Connecticut 
Bankers Association and a former direc- 
tor and member of the executive com- 
mittee of the New England Council. 

Mr. Everett is vice president and treas- 
urer of the Continental Casualty and the 
Continental Assurance, and is a director 
of these companies. He is also vice 
president and a director of the Trans- 
portation Insurance Co. He is a director 
of the United States Life Insurance Co., 
Black Sivalls and Bryson, Inc., k viens 
Corporation, Liquid Carbonic Corpora- 
tion, and Fifty-First Street Associates. 


Anderson Vice President 


Mr. Ande rson was born in New Bruns- 
wick, Canada, and received his education 
at Northeastern University. He joined 
the National in 1940 as special agent in 
New Jersey. After a a in the U. S. 
Army in World War he returned to 
the National in 1946 is supervised the 
New York suburban territory. In 1952 
he was transferred to the home office 
and elected an assistant secretary. He 
was promoted to secretary in 1955 and 
was placed in charge of the company’s 
New England business. 

Mr. Davis is a native of Texas and is 
a graduate of Texas Wesleyan College. 
He joined the Nation: il in 1951 and 
managed the company’s affairs in West 
Texas. In 1954 he was moved to the 
home office as agency superintendent, 
and assisted in supervising the South- 
western field. 

Mr. Young received his early education 
in Charlotte, N. C., and left North Caro- 
lina State College to enter the U. S. 
Army in which he served for two years. 
He cup the National in 1946 and has 
traveled the Carolinas, South Texas and 
Georgia fields for the company. He was 
advanced to agency superintendent in 
1954 and nnibtieed to Hartford where 
he has assisted in handling the com- 
pany’s affairs in the Southwest. 


Millers National and 


Illinois Fire Figures 

Millers National insurance premium 
writings were $5,329,494 for 1956, and un- 
earned premium reserve was $5,095,919 
Admitted assets were $10,391,038, and 
policyholders’ surplus at December 31, 
1956, was $3,936,861. 

Invested assets on December 31 were 
$8,869,145 of which U. S. Government 
and other bonds were $6,115,140, The 
company’s investment in Illinois Fire 
stock was carried at $1,748,497 and other 
stocks at $1,005,508. Cash was $421,399. 

Illinois Fire, wholly owned subsidiary, 
reported premium writings for 1956 of 
$1,945,525, and unearned premium re- 
serve $1,981,746. Admitted assets were 
$4,285,176, and policyholders’ surplus 


$1,750,466. 


AMER. UNIVERSAL FIGURES 


President Saval States Premiums In- 
creased 23% in 1956; Small Drop 
in Total Surplus Shown 
Reporting on consolidated 1956 opera- 
tions of the American Universal Insur- 
ance Co., Providence, R. I., Maurice H. 
Saval, president, announces that net pre- 
written $2,221,000 
Premium income increased by 


miums increased by 
over 1955. 


23% and areas in which the company is 


licensed to do business increased to 39 
by the addition of 15 states since De- 
cember 31, 1955, 

Premiums written, after eliminating 
inter-company reinsurances, were $11,- 
924,919, against $9,704,018 in the previous 
year. Premiums earned increased to 
$4,842,170 from $3,663,227. Underwriting 
resulted in a loss of $203,776, calculated 
on the statutory basis. To a considerable 
extent, Mr. Saval said, this is due to the 
penalty in the profit and loss account 
arising from the prepaid commissions 
and taxes which form part of the in- 


crease in unearned premiums of $450,531, 
In 1955 there was an underwriting profit 
of $37,536 

Although the profit and loss account 
showed a profit of $1,809, surplus (includ- 
ing voluntary reserve) was reduced to 
$1,081,732 from $1,197,464. Policyholders 
surplus, consisting of capital, voluntary 
reserves and surplus, was reported as 
$2,131,732, a decrease of $65,732 from the 
December 31, 1955 figure of $2,197,464. 
Investment income was $205,584. In 1955 
the ry py year prior to this time, it 


was $179,922 
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Chairman of the Board 


J. ARTHUR BOGARDUS 
The Atlantic Companies 
Ambassador to India 


GEORGE A. BUTTS 
Boston, Massachusetts 


JOHN B. CLARK 


ELAND E. DODGE 
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E. ROLAND HARRIMAN 
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J 
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RICHARD H. MANSFIELD 
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GEORGE M. SCHURMAN 
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Business Established 1842 


THE ATLANTIC COMPANIES 


Marine, Fire and Casualty Insurance 
CONDENSED STATEMENTS AS OF DECEMBER 31, 1956 


From reports made to the New York State Insurance Department 


Atlantic Mutual Insurance Company 
ADMITTED ASSETS 
Cash in Banks and in Offices 


President 
Securities: 


Other Bonds 


Preferred Stocks 
Common Stocks 


(owned 100% ) 


Other Assets . . 
Total . 


Reserves : 


Unearned Premiums . 
Expenses and Taxes 


Companies 
Miscellaneous . 


Other Liabilities 


Reserves . oak 
Voluntary Reserve ar 
Guaranty Fund ... 
DAIS -.. ss ; 


Total . 
amount to $63,073,3 


Securities: 


Other Bonds 
Preferred Stocks 
Other. . 


Other Assets 
Total . pipe 


Reserves: 


Unearned Premiums . 
Expenses and Taxes 


Companies 
Miscellaneous . . . 


ity Values 
Voluntary Reserve 
Capital . ‘ 
Surplus . 


Total . 





amount to $19,037, 


Home Office: 770 Broadway + New York 3 (Temporary Address) 


United States Government . 


Stock of Centennial Insurance Company 


Premiums Receivable not over Three Months Due 


LIABILITIES 
Claims and Claims Expense 


Reinsurance in Non-Admitted 
Cash Dividends Declared but not Due . 


Reserve for Fluctuation of Secur- 
ity Values and other pene 


SURPLUS AS REGARDS POLICYHOLDERS . 


United States Government Bonds carried at $920,653 are deposited 
for purposes required by law. 

Securities are carried at values prescribed by the National Association 
of Insurance Commissioners. On the basis o 

market quotations _ _ securities owned, total Admitted Assets would 


inant Insurance Company 
: ADMITTED ASSETS 
Cash in Banks and in Offices 


United States Government . 


Premiums issetvsbde not over Three Months Due 


LIABILITIES 
Claims and Claims Expense 


Reinsurance in Non-Admitted 


Other Liabilities . . . 


Reserve for Fluctuation of Secur- 


SURPLUS AS REGARDS POLICYHOLDERS . 


United States Government Bonds carried at $1,101,902 are deposited 
for purposes required by law. 

Securities are carried at values pomssived by the National Association 
of Insurance Commissioners. On th 
market quotations me - securities ounnd, total Admitted Assets would 


im Parag ® O22d022 
$20,929,031 
Pa 581,946 
one 4,200,110 

12,709,082 47,420,169 
6,463,846 
1,995,491 
eit 3,794,313 
$65, 899, 644 


$14,280,103 
15,558,898 
1,083,996 


387,961 
388,999 $31,699,957 
2,229,599 
4,787,649 


$38,713,001 


- « $ 5,802,152 
- . 11,384,491 
. 3,000,000 
7,000,000 
27,186,643 
$65, 899, 644 


December 31, 1956 actual 


$ 2,094,436 


$ 7,414,884 
the 3,876,628 
eet 555,400 

aon 2,794,501 14,641,413 
1,822,714 
1,344,663 


$19, 903,226 


ota 8 


$ 4,760,034 
5,186,300 
361,541 


237,836 
62,065 $10,607,776 
2,831,604 


$13,439,380 


3,677,426 
sce 6,463,846 
$19, 903, 226 


e basis of December 31, 1956 actual 
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New Hampshire Shows 
Increase in Premiums 


ASSETS ALSO HIGHER IN _ 1956 





Underwriting Loss for Year; Hall and 
Bristol Vice Presidents; Perrigo and 
Burton Promoted 


Premium volume of the New Hamp- 
shire Fire Insurance Group increased in 
most underwriting lines during 1956 and 
amounted to $33,624,520 for the year, 
up 842% over 1955, President Lester S. 
Harvey reported in an annual report to 
stockholders. Underwriting operations of 
the group produced a statutory loss of 
$2,582,255. Net income from investments 
increased 13.1% or $186,033 to $1,601,554. 

Underwriting and investment opera- 
tions, after Federal taxes, produced $590,- 
034 or $147 a share, compared with 
$1,194,804 or $2.98 a share in 1955. The 


ratio of losses and loss ‘expenses in- 





curred to premiums earned was 64.5% in 
1956 and 607% in 1955. The ratio of 
underwriting expenses incurred to pre- 
miums written was 41.5% in 1956 and 
41.1% in 1955. 

Reserves for unearned premiums were 
increased from $25,455,692 to $27,006,954 
in 1956, 

Consolidated capital and surplus funds, 
on a statutory basis, were $23,080,144 at 
the close of 1956 compared with $23,- 
747,500 in 1955. Admitted assets increased 
from $67,658,389 to $71,739,354. 

In the group’s 87th annual report, Mr. 
Harvey emphasized that although, since 
firé losses increased 11.8% for the in- 
dustry as a whole in 1956 and some rate 
relief might therefore be anticipated, the 
New Hampshire Companies placed a 
more constructive value on working to- 
ward adequate insurance coverage at to- 
day’s higher values. 


Granite Fire Directors 


Ralph A. McIninch and J. Fred 
French, both directors of the New Hamp- 
shire Fire Insurance Co. of Manchester, 
N. H., were also added to the board of 
the Granite State Fire and, in addition, 
were elected alternate members of the 
companies’ executive committees. The 
directors named Lawrence C. Hall and 
Clark B. Bristol as vice presidents of 
the companies, Ellis S. Perrigo as sec- 
retary, and Leslie A. Burton as assistant 
secretary. 

Mr. McIninch, a native of Manchester, 
is president of the Merchants National 
Bank as well as vice president and treas- 
urer of the Merchants Savings Bank of 
Manchester. A graduate of Harvard 
College (Magna Cum Laude) and Rut- 
gers Graduate School of Banking, he has 
been active in many capacities in both 
commercial and savings banking through 
his career as a Federal bank examiner 
and vice president and trust officer of 
the Union Trust Company of Providence, 
R. I., prior to assuming his present 
offices in 1948, 

Mr. French has been president of the 
Amoskeag Savings Bank, the largest 
banking institution in New Hampshire, 
since 1951, following 14 years of experi- 
ence as assistant treasurer and vice 
president. A co-founder of the New 
Hampshire Cooperative Marketing Asso- 
ciation and originator of the Manchester 
Credit Bureau, prior to association with 
the Amoskeag Savings Bank, Mr. French 
is trustee and director of numerous 
local and state-wide organizations. 


Hall and Bristol Vice Presidents 


Election of Messrs. Hall and Bristol 
as yice presidents reflects additional 
responsibilities undertaken by both. Mr. 
Hall, who joined the New Hampshire 
Fire in 1944, being named assistant sec- 
retary in 1951 and secretary in 1953, has 
assumed senior responsibility for the 
operations of the companies in Canada, 
northern New England and several Mid- 
Atlantic states, including New Jersey and 


Pennsylvania. He is a graduate of the 
Massachusetts Institute of Technology 
and, prior to entering the insurance in- 
dustry, had broad experience in the con- 
struction field. 

Under Mr. Bristol’s direction the 
American Fidelity has experienced sub- 
stantial growth since its acquisition by 
the New Hampshire Fire Group in 1945. 
A graduate of Dartmouth, Mr. Bristol 
Was appointed the executive vice presi- 
dent of the American Fidelity in 1950 
and in 1953 was named secretary of the 
New Hampshire Fire and the Granite 
State Fire as well. Mr. Bristol will con- 
tinue his senior responsibility for the 


casualty operations of the three compa- 
nies. 


Perrigo and Burton 


Mr. Perrigo was elected assistant sec- 
retary of the New Hampshire Fire and 
the Granite State in August, 1955, going 
to the home office from Maine, where he 
had served as state agent since February, 
1947. Mr. Perrigo came to the New 
Hampshire Fire Group from the General 
Adjustment Bureau, where he had been 
manager of the office in Augusta, Me. 
Mr. Perrigo’s responsibilities have in- 
cluded the management of an expanded 
insurance training program and the de- 


velopment of new specialty forms of 
insurance coverage. 

Mr. Burton, after field experience as 
a special agent, transferred to the bond 
department of the American Fidelity, 
and as its superintendent was named an 
officer in 1956. A graduate of Tufts 
College, Mr. Burton will supervise bond 
underwriting of the group. 


KELLS NAMED STATE AGENT 
The Pearl-Monarch Group have ap- 
pointed G. R. Kells as state agent for 
western New York and will locate in 
3uffalo. He joined the Group in 1951. 





This agent profits from a famous name in protection! 


‘Personally | find that my customers are calling for an America Fore 


policy, where in the past they just purchased insurance and any policy 


was accepted. | think your ads help in this respect very much; | would 


always rather my customer name his carrier, then | know he is satisfied.” 


J. E. Daniels, Pensacola, Florida 
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America Fore Advertisement 
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Launch Insurance Hall of Fame 


under auspices of 
Ohio State University and the Charles 
W. Griffith Memorial Foundation for 
Insurance launched the Insurance Hall 
cf Fame on March 1 

First names entered into the Hall were 
those of Benjamin Franklin, founder of 
the first insurance company in America; 
Elizur Wright, the country’s first Insur- 
ance Commissioner; and Dr. Solomon 


Ceremonies held 


W. Gregg, president, American College 
of Life Underwriters, made the feature 
address of the luncheon. 

Dr. Huebner, in accepting the sterling 
silver medal executed by Dr. Erwin F. 
Frey of the university, reviewed briefly 
the progress which has been made in 
insurance education in the past half 
century. 

The Benjamin 


medal awarded to 


Notables present at the first Insurance Hall of Fame Ceremony March 1 on the 
Ohio State University campus included (left to right) Walter L. Smith, Jr., Phila- 
delphia; Dr. Novice G. Fawcett, president of Ohio State University ; Ohio’s Gov. C 


William O’Neill; 


Dr. Solomon S. Huebner, emeritus professor of insurance at the 


University of Pennsylvania and recipient of one of the first three memberships in 
the Hall of Fame; and Joseph A. Humphreys, Massachusetts Commissioner of 


Insurance. 


S. Huebner, emeritus professor of insur- 
ance, University of Pennsylvania. 

The ceremony at which the awards 
were given was presided over by Dr. 
Novice G. Fawcett, president of the 
university, and by Robert B. Sherman, 
immediate past president of The Grif- 
fith Foundation. Citations setting forth 
the accomplishments of those receiving 
the awards were read by J. Hiestand, 
president, Ohio Farmers Insurance Com- 
panies, LeRoy, O., and treasurer of the 
Foundation. W. Sheffield Owen, CLU, 
agency vice president, Life Insurance 
Company of Georgia, Atlanta, repre- 
sented the board of electors in the cere- 
mony. 

Governor C. William O’Neill of Ohio 
paid tribute to those honored. Dr. Davis 


Franklin was accepted by Walter L. 
Smith, secretary-treasurer, The Phila- 
delphia Contributionship for the Insur- 
ance of Houses from Loss by Fire. Eli- 
zur Wright’s medal was received by 
Joseph A. Humphreys, Commissioner of 
Insurance of Massachusetts. 

The Insurance Hall of Fame luncheon 
was part of the insurance conference 
program of the university. This work is 
under the direction of Dr. John S. Bick- 
ley, professor of insurance. 

Names of those selected for The In- 
surance Hall of Fame will be inscribed 
in silver on a scroll to be hung in Hag- 
erty Hall on the Ohio State campus. 
Also, pictures of those chosen by the 

Zoard of Electors of the Hall will be 
hung in this building. 





Management Courses in 
Society’s Day School 


The third quarter of the Day Division 
of the Insurance Society’s School of In- 
surance, which begins Tuesday, March 
26, will include four management courses 
and four specialized insurance courses 
according to A. Leslie Leonard, assistant 
dean. The management courses repre- 
sent a departure from the past curricu- 
lum provided by the school, but one 
which has been enthusiastically endorsed 
by insurance company executives and 
educational directors as a much needed 
area of education for management per- 


sonnel. Registration for this quarter of 
the 1956-57 school year is now in prog- 
ress at the office of the Insurance So- 
ciety of New York, Inc., 225 Broadway. 

The titles of the management courses 
are effective communication, sales psy- 
chology, human relations in business or- 
ganizations, and insurance agency man- 
agement. Although the titles of all but 
the fourth course indicate that they are 
not insurance courses, the class discus- 
sion and students’ assignments will be 
constantly directed toward problems of 
the insurance industry. The four spe- 
cialized insurance courses available are 
casualty insurance rating plans and man- 
uals, bonding, ocean marine cargo insur- 
ance, and risk analysis and survey selling. 
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North America Coverage 
On Orange Juice Tanker 


Insurance Company of North America, 

participating in another industrial “first,” 
is providing marine insurance on the 
cargo of the “Tropicana,” the world’s 
first orange juice tank ship. The “Tropi- 
cana,” recently completed its first run 
from Florida to New York. The novel 
method of bulk fruit juice shipment 
which is being pioneered by Fruit In- 
dustries, Inc. of Bradenton, Fla.,; has re- 
ceived considerable publicity. 

The “Tropicana” carries fresh orange 
juice in bulk form from the company’s 
Cocoa, Fla., processing plant to its new 
$2,500,000 packaging plant in Whitestone, 
Long Island. The juice is squeezed and 
chilled at the Cocoa plant and pumped 
directly into the “Tropicana’s” specially 
built stainless steel insulated tanks were 
it is maintained at a temperature of 2 
to 30 degrees during the 56 hour voy ome 
to New York. Upon arrival at White- 
stone the juice is pumped from the ship 
tanks through stainless steel pipes into 
refrigerated tanks inside the plant and 
then into cartoning machines. During 
the entire processing, shipping and pack- 
aging operation the juice is kept vacuum- 
sealed and chilled, thus preserving its 
purity, freshness and flavor. Present 
capacity of the S. S. Tropicana is 650,000 
gallons. 


IMUA Workshop April 25 


The second Inland Marine Under- 
writers Association “workshop” will be 
held April 25 at the Hotel Commodore 
in New York City. A one-day meeting 
has been scheduled with two-hour ses- 
sions to be held in the morning and 
afternoon, with luncheon being served. 

The subject to be discussed, selected by 
popular choice, will be “Simplification of 
Work Savings Forms.” The success of 
the first “workshop” led the executive 
committee of the IMUA to authorize 
future workshops on a semi-annual basis. 


Rhode Island Mutual 


Assets and Premiums Up 

An increase of 6.7% in losses and loss 
expenses incurred to premiums earned 
from 59.8% to 66.5% resulted in a de- 
crease in surplus from $276,880 to $268,587 
after dividends it was announced at the 
annual meeting of the policyholders of 
the Rhode Island Mutual Insurance Co. 
by Russell G. Weston, president. 

“Immediate rate increases must be 
forthcoming for the automobile insur- 
ance lines if this condition is to be cor- 
rected, as it is one that is prevalent in 
oars industry generally,” Mr. Weston 
said. 

Assets of the company increased 7.6% 
during the year from $1,041,272 to $1,- 
120,371. Net premiums written were up 
19% from $720,063 to $857,032, while at 
the same time expenses were reduced 
slightly from 28.4% to 28.2%. Dividends 
to policyholders were $78,053 compared 
with $67,962 in 1955. During the year the 
company entered its first states outside 
of Rhode Island, receiving licenses to 
do business in Maine, Vermont, and 
New Hampshire. 


Overseas Appointments 

Advices from London are that R. G. 
Budge and L. J. Skinner have been ap- 
pointed superintendents of the London 
Assurance overseas fire department and 
that H. W. Heathfield and A. C. Smith 
have been appointed assistant superin- 
tendents of that department. 
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U. S. Study on Insurance 
Market in Colombia 


“The Insurance Market in Colombia,” 
the sixth in a series of similar insurance 
market studies, has just been published 
by the Department of Commerce. The 
other five studies released previously 
were on the insurance markets of Argen- 
tina, Mexico, Brazil, Venezuela, and 
Switzerland. 

These studies cover such topics as in- 
surance laws and regulations, organiza- 
tional requirements, statistics, restric- 
tions on the purchase of unadmitted in- 
surance, social insurance, etc. They are 
intended to be factual ‘and descriptive 
in approach rather than analytical. 
These studies may be obtained for ten 
cents, mailed to the Superintendent of 
Documents, U. S. Government Printing 
Office, Washington 25, D. C., or to any 
of the Field Offices of the Department 
of Commerce. 


Charles M. Smith to Retire 
From Royal Exchange 


The Royal Exchange Group announces 
retirement of Charles M. Smith, assis- 
tant manager, as of March 31, after 30 
years of service. 

Mr. Smith joined the group’s casu- 
alty affiliate, the Car & General, in 1928 
as assistant superintendent of claims. In 
1936 he was made superintendent of 
claims, and in 1937 was appointed gen- 
eral agent. 

Mr. Smith was appointed in 1938 to 
assistant manager of Royal Exchange 
Assurance, State Assurance Co., Ltd., 
the Car & General, and vice president 
of the Provident Fire. He retires with 
the best wishes of his many friends and 
associates. 


London Group Names Scollay 
Assistant Office Manager 


John A. Scollay thas been named assist- 
ant office manager of the London Group. 
This is a newly created post. 

Mr. Scollay, who has been with the 
London since 1950, will assist Office 
Manager Raymond L. Michael. 

After serving with the U. S. Army 
from 1916 to 1945, Mr. Scollay started 
in the London’s accounts department and 
in 1955 was named to the administrative 
department. 
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N. Y. Compulsory Law 
Has Its Problems 


4686 REVOCATIONS ORDERED 





Motor Vehicle Bureau Makes Sampling 
of 30,000 FS-1’s to Determine Whether 
or Not They Are Counterfeit 





At a time when the legislators in a 
number of states are seriously consider- 
ing the passage of a compulsory auto- 
mobile insurance law, weighing the pros 
and cons, the New York Motor Vehicle 
3ureau has had to cancel the registra- 
tions of 4,686 vehicles under this state’s 
new compulsory auto law. These revo- 
cations were made on the basis of noti- 
fication from insurance companies that 
the coverage had been terminated and, 
in fact, in the first two weeks of the 
law’s enforcement. 

The Motor Vehicle Bureau further 
said that additional hundreds of revoca- 
tion orders are being issued daily, as 
clerks screen thousands of termination 
notices received from the companies 
since February 1 when the law became 
effective. 

First indication that the Bureau was 
concerned over the number of termina- 
tions being received came in mid-Febru- 
ary when the aid of the National Bureau 
of Casualty Underwriters was sought by 
the Motor Vehicle Bureau in tracking 
down rumors of counterfeiting of FS-1 
forms. National Bureau was advised that 
“a sampling of approximately 30,000 
FS-1l’s_ received with registrations is 
being photographed and the companies 
will be asked to verify these FS-l’s. ... 

“We have not been able to run down 
any specific cases of counterfeiting,” said 
the Motor Vehicle Bureau, “but the only 
way we can be sure... is by taking 
this sampling. The FS-1 facsimiles will 
be sent to individual companies direct 
with a covering letter asking them to 
determine whether or not they are coun- 
terfeit or fraudulent .. .” 


Kelly Clarifies “Widespread 


Misconceptions” 


Still another problem concerned Mo- 
tor Vehicle Commissioner Joseph P. 
Kelly, and that was the complaint by 
Motor Vehicle Director F. J. Gassert, Jr., 
of New Jersey that between 50 and 100 
New York motorists in trying to avoid 
New York’s compulsory law have been 
registering each week in New Jersey. 
Mr. Gassert figured that if they have 
no insurance it costs them much less to 
pay $8 a year into New Jersey’s UJ fund 
ef to buy $10,000/$20,000 limits in New 

or 

Clarifying what he called a “wide- 
spread misconception” about the applica- 
bility of New York’s compulsory law to 
out-of-state drivers, Commissioner Kelly 
said this week that no driver i is required 
to carry evidence of insurance while 
driving in New York. This applies to 
both residents and non-residents. The 
fact that New York car owners have 
registration plates is regarded as evi- 
dence of insurance coverage, he said. 
Mr. Kelly added: 

“Non-residents of New York are not 
required to have, with them in their 
cars evidence of insurance but may be 
called on at some future time to show 
this evidence i in event of involvement in 
an accident in New York.” He said that 
it is not a criminal offense for a non- 
resident to operate an_ uninsured out-of- 
state vehicle in New York. However, it 
is a misdemeanor for any one to operate 
a New York-registered vehicle knowing 
it is not covered by liability insurance. 
As for out-of- state drivers, he advised 
that they carry insurance because if 
found without it, the non-resident driv- 
ing privileges in New York will be lost 


E. A. Burkhard Joins 


General Reinsurance Corp. 
Ernest A. Burkhard, until recently as- 
sistant vice president ‘of the Gulf Insur- 


ance Co. of Dallas, Tex., has been ap- 
pointed a claims attorney for the General 
Reinsurance Corp. 

Since 1934 Mr. Burkhard has been in 
charge of claims for the Gulf. He also 
served as secretary-treasurer of the 
Central Claims Executives Association. 
His insurance career began in 1929. 


W.N. Carroll Promoted by 
Maryland Casualty Co. 


William N. Carroll, a field supervisor 
in the agency division of Maryland 
Casualty for the last three years, has 
been appointed assistant agency director. 
He succeeds Charles H. Peterson, who 
was recently elected vice-president and 
agency director 

Mr. Carroll joined the Maryland in 
its Boston office in 1941 as a casualty 
underwriter. In 1943 he was made a 
special agent and in 1953 was transferred 
to the home office as field supervisor. 


BURGOON F. & D. VICE PRESIDENT 

Norman A. Burgoon, Jr., whose ap- 
pointment as head of the contract bond 
underwriting department of Fidelity & 
Deposit and American Bonding was an- 
nounced March 5, thas been elected a 
vice president of both companies. 


MARYLAND CASUALTY DIVIDEND 

Directors of Maryland Casualty on 
March 12 declared a quarterly dividend 
of 37% cents per share on the common 
stock, payable April 20 to stockholders 
of record March 29. 








to both the owner and the driver. 

The Commissioner also refuted pub- 
lished reports that uninsured vehicles are 
“impounded” in New York. The New 
York law has no such provision as yet. 


Wise Calls UJ Funds 
Give-Away Programs 


SCORES ALL COMPULSORY PLANS 





Tells Mutual Agents Assn. in New Or- 
leans That Equal Responsibility Law 
Is Practical Solution 





Delegates to the National Association 
of Mutual Insurance Agents mid-year 
meeting held recently in New Orleans, 
heard Paul S. Wise, American Mutual 
Insurance Alliance, come out strongly 
against advocates of unsatisfied judgment 
funds. Mr. Wise charged that “certain 
segments of the insurance industry and 
some agents’ groups are shirking their 
responsibility to their policyholders.” 

Mr. Wise said the Alliance “will fight 
the inequities which are being foisted on 
its member policyholders and will not 
agree that the only solution to the un- 
insured motorist problem is to create 
state funds.” Those who advocate such 
a solution, he said, have “abdicated their 
responsibilities” as supporters of the 
private enterprise system. The Alliance 
takes the stand, he said, that the basic 
solution is to eliminate accidents and to 
have as many motorists financially re- 
sponsible as possible. 

He emphasized that the Alliance does 
not favor compulsory insurance or any 
form of it on a countrywide scale! 

Many states, he continued, are com- 
pletely unprepared for such a drastic 
step and should first find ways of 
strengthening and increasinggthe effec- 
tiveness of their safety responsibility 
laws so as to cover more uninsured 
motorists. The approach to universal lia- 
bility coverage for all motorists must be 
gradual. He continued: 


Equal Responsibility Law Alternative 


“An equal responsibility law is a more 
logical alternative to the problem than 
the state fund. Critics of the equal re- 
sponsibility law, finding no other argu- 
ments in which the public is interested, 
have pointed out that such laws do not 
cover the victims of hit-and-run drivers, 
willful violators of the law, and the non- 
resident uninsured motorist. The number 
of such cases hardly warrants further 
legislation. 

“For example, in the 20 months of 





FOR A WELL-ROUNDED 
INSURANCE EXECUTIVE 


. . . with diversified technical and company 
administrative experience, particularly in sales, 
underwriting, and internal procedures. 


WE OFFER: excellent starting salary, vast oppor- 
tunities for personal growth and wide contacts 
through extensive travel and work in different 
locations; headquarters, East Coast. 


QUALIFICATIONS: Analytical mind, drive, 
thorough technical knowledge, imagination, 
outstanding ability to prepare well-organized 
and clearly written reports. 

IF YOU CAN QUALIFY, wite os about 
yourself in complete confidence to: x 

c/o THE EASTERN — 3 Nassau 
Street, New York 38, 




















CITIZENS 





ASSETS 

Cash in Banks 

Olea? ¢ 3. ..% t2 54 ee? 1,982,503.34 
U. S. Government 

RINE ee sire cece 1,620,318.47 
State, County and 

Municipal Bonds 3,991,892.66 
Other Bonds and 

Stent 3... ee 1,855,909.59 
Real Estate ........<. 2,897.12 
Accrued Interest 36,928.99 
Premiums in Course 

of Collection ...... 203,904.34 
Other Assets ....... 750,454.51 


Total Admitted Assets $10,444,809.02 
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TY COMPANY OF NEw YORK. 


A Stock Company 


FINANCIAL STATEMENT, DECEMBER 31, 1956 


soueeeres carried at $1,659,277.79 in the above 


at and Stocks are valued in accordance with the basis adopted by the National 
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LIABILITIES 


Reserve for Losses 
and Loss Expense .$ 3,107,021.00 


Reserve for Taxes ... 177,430.00 
Reserve for Unearned 
Premiums ......... 1,311,791.67 
Funds Held Under 
Reinsurance Trea- 
ties and Other 
Liabilities ....... 3,826,147.43 
Capital ..$1,000,000.00 
Surplus .. 1,022,418.92 
Surplus to  Policy- 
MES aad? 2,022,418.92 
Total Liabilities $10,444,809.02 
tat tf are d ited as required by 


























operation of the UJ fund in New Jersey 
there were only seven claims paid for 
hit-and-run cases, amounting to $23,900. 
Even if it should become necessary to 
close this small gap, it can be effectively 
closed through the uninsured motorist 
coverage or through a pool arrangement 
operated by private insurance garriers. 
Both measures are much better for the 
policyholders than a state fund.” 


Experience in Massachusetts 


Unfortunately, Mr. Wise said, legisla- 
tors have associated compulsory insur- 
ance with the problem in Massachusetts 
and in some cases have been prevailed 
upon to accept the UJ fund as an alt ern- 
ative. “The fund is a ‘give-away’ pro- 
gram that has political appeal and is an 
easy way out for those who do not 
believe strongly in private enterprise. 

“The Alliance deplores the results of 
the Massachusetts law, but it should not 
deter our industry from finding some- 
thing better and does not justify turning 
the entire problem over to the state. 
We feel that the equal responsibility 
law affords an easy, simple and practical 
solution to the problem and avoids the 
undesirable features of the Massachu- 
setts law.” 

Critical of Stock Companies 

Mr. Wise said the states of South 
Carolina and Maryland “furnish a tragic 
example of capitulation by some insur- 
ance companies and agents’ associations 
to the state fund theory.” 

“In South Carolina the Allstate and 
other stock companies have sponsored a 
program whereby the state will guaran- 
tee the obligations of 45% of the motor 
ists presently uninsured there. In addi 
tion, by supporting these programs, these 
companies require their insureds—the 
financially responsible motorists—to file 
certificates and go through needless red 
tape to avoid paying the $10 fee levied 
against the uninsured motorist.” 

Mr. Wise charged that in Maryland 
a strong group of stock insurance 
agents have openly admitted their in- 
sufficiency to handle the problem and 
have asked the state fund to take over.” 
In his opinion the unsatisfied judgment 
state fund “is the first step toward the 
end of private enterprise in the insur- 
ance field.” 

(Editor’s Note: The controversial Mary- 
land compulsory auto liability has been 
killed in the Senate Judicial Proceedings 
Committee, and a U J fund bill approved 
in its place. Under the UJ fund bill, 
now awaiting action on the Senate floor, 
each motorist insured for liability would 
contribute $1 and uninsureds would give 
$8. Casualty agents would be levied “a 
tiny percentage” of their gross pre- 
miums.) 


“ 


Other Speakers on the Program 


Other luminaries on the program in- 
cluded Palmer App of the Lumbermans 
Mutual Casualty Co. on the subject, “The 
Family Automobile Policy”; Professor 
Howard Schaller of Tulane University, 
on “Economic Predictions of Things to 
Come”; Claude Coates of Fort Worth, 
Texas, vice president of NAMIA on 
“Geisha Girls and the Package Policy” 
and Charles Cullen of Charlotte, N. C., 
n “Standing on the Threshold of Great- 
ness.” 

Elevated to general manager was Phil 


(Continued on Page 46) 
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H. D. Combs Calls Hard 
Work the Magic Polish 


SPEAKS AT CLEVELAND “I” DAY 


Stimulates pee to Work Harder This 
Year Than Ever; Says Easy Profit 
Days Have Passed 

Hugh D. Combs, senior executive vice 
president, United States F. & G. gave a 
timely talk on the lasting value of hard 
work as the “Magic Polish” at the recent 
fourth annual Cleveland Insurance Day. 
Mr. Combs told his audience “to think 
instead of worrying; to work instead of 
wishing, and to get out and spread ideas 
among people instead of getting cus- 
tomers to come to the door.” 

He declared that harder selling will 
be necessary this year, particularly for 
insurance agents whose prosperity de- 
pends on meeting and selling as many 
people as possible. 


Aladdin’s Lamp of Business Prosperity 


“This is the ‘magic polish,” said Mr. 
Cémbs, “it is the panacea for all your 
ills and if you take advantage of it, in- 
evitably you will find that you have dis- 
covered Aladdin’s lamp. Your business 
will prosper as you fill part of the tre- 
mendous existing need for insurance.” 

The casualty business, its allied lines 
and thcse who obtain their livelihood 
from selling and servicing this insur- 
ance, Mr. Combs likened to a child just 
“coming of age.” In childhood every- 
thing was provided, but now grown up, 
the child is thrown into the economic 
world and is on his own. So, too, with 
the casualty and surety business today. 

“The opportunity for easy profit for 
the companies and for the agent has 
passed,” the speaker emphasized. “A 
glance at the recently published annual 
statements of the companies is proof of 
this fact. The agent, too, is confronted 
with keener competition than ever be- 
fore. But, instead of allowing compe- 
tition to arouse in us a fear complex 
which makes us adopt courses that build 
up competitors, we should improve our 
own methods and procedures so as to 
overcome competition. 

“After all, competition is no new thing 
in any line of business. It has been and 
always will be with us. Properly viewed 
it should spur us on to greater heights, 
and it will do so if we pay the price 
in harder work.” 

Analyze Competitor’s Weak Points 


to combat this new com- 
petition, Mr. Combs advised his listeners 
to analyze Pe weak points of competi- 
tors and “in our conversation and pub- 
licity emphasize the strong poi: its in our 
own ‘better-quality’ product.” Service 
and complete protection should be made 
the chief sales argument, and no attempt 
should be made to compete on price with 
an inferior product. 

Discussing one particular form of com 
petition faced today Mr. Combs said: 
“The stock companies advertise the 
agents. They tell the public that the 
competent agent is a professional who 
‘tailors’ insurance to fit the individual 
need of his clients. They tell the public 
that the agent is independent, that he 
can place their insurance in the proper 
company of his selection, and they tell 
the public that he will be around tomor- 
row and forever to render service in the 
time of need. 


In an effort 


The Answer 


“The insurance company can only 
make a profit by giving careful thought 
to its underwriting and by keeping a 
cautious watch on its expenses and by 
prompt and proper handling of claims. 
The aeons can no longer depend on his 
friends, the members of his lodge or his 
church, to give him their insurance busi- 
ness with no questions asked. He must 
prove that his insurance is better than 
that of the cut-raters; he must offer 
complete protection; he must give real 
service in assisting his client when the 
policies are written and when trouble 
arises: he must do a great deal more 
than send an annual bill for the renewal 


H. D. COMBS 
of the policies which have been written. 
Threat of False Economizing 


“It is quite possible that the agent 
may have another source of trouble with 
which to contend in the future,” Mr. 
Combs warned, “that will arise from the 
man who is shortsighted enough to try 
to save money by reducing his insurance. 
For a number of years we have been on 
a one-way street: the business trend has 
been persistently upward, with few and 
only minor setbacks. But the recent 
trend of corporation profits has been 
static or heading a little downward: they 
have been caught in a squeeze between 
increased costs and the reluctance of 
consumers to pay ever-increasing prices 
for manufactured products. Always a 
little ahead of profits has been the de- 
mand of unions for increased wages. 


“The danger in all this,” he said, 
that people may become too ‘economy- 
minded. In that case they are likely 
to postpone the purchase of durable 
goods and even soft goods. This con- 
traction in buying has its effects on all 
business.” 

In so speaking Mr. Combs was not 
forecasting a depression, which he does 
not believe would occur, but rather was 
preparing the answers to give to people 
when they say they must retrench and 
cut down on their insurance. This, he 
pointed out, is just the time when it is 
necessary to “protect that which one 
has.” He went on: 


Campaign to Increase Insurance 


“This month the National Board of 
Fire Underwriters is sponsoring a cam- 
paign which ties in with this need for 
increasing insurance coverages to pro- 
tect investments. It is a campaign ap- 
pearing in magazines, on radio and tele- 
vision, to attack the prevalence of under- 
insurance to value. The slogan repeated 
throughout the campaign is: ‘If you are 
not fully insured, it isn’t enough.’ The 
program is aimed at the people who have 
been blissfully satisfied for years with 
pre-inflation insurance, thinking they are 
adequately insured. Insurance protection 
of 12 years ago is now agnly half ade- 
quate. 

“The National Board’s advertising 
campaign, in conjunction with local ef- 
forts by agents, is designed to stimulate 
thought on insurance to value and to 
give the agents the opportunity to in- 
crease the insured’s protection to the 
level of today’s replacement cost. Many 
insureds, suffering a loss, would be 
justified in resenting an agent’s neglect 
to warn them that their insurance pro- 
tection was not adequate. 


Increase Auto and Burglary Limits 

“Again, on such items of insurance as 
automobile and burglary, limits should 
be increased—not reduced,” the speaker 
said. “You have only to recite the re- 
ports in the daily papers of tremendous 
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sums awarded as verdicts in lawsuits to 
convince the most skeptical insureds of 
the need for adequate protection. 

“The fact that a man is careful gives 
no assurance that he will not be sued— 
and that he will not lose,” Combs 
warned. “Juries decide cases on what is 
told to them in court by witnesses, and 
these witnesses are not always depend- 
able so far as facts go. There are doc- 
tors who are skillful at describing the 
permanency of injuries which may or 
may not be present, and certain lawyers 
produce exhibits calculated to increase 
the size of the verdict. If the plaintiff 
has a serious visible injury, sympathy 
alone will sway the jury, and where there 
is any question at all, the doubt will be 
resolved in favor of the injured person,’ 

Mr. Combs concluded that the best 
answer to those who hedge at premium 
cost is to point out the innumerable ver- 
dicts daily awarding huge sums to claim- 
ants. Customers must be made aware 
that fully adequate coverage, perhaps 
costing a little more, can prevent the in- 
sured from financial ruin for life, he said, 


C. H. PETERSON PROMOTED 


Becomes Maryland Casualty V.P. and 
Agency Director April 1; Harry C. 
Michael Retires After 50 Years 
Charles H. Peterson has been pro- 
moted to vice president and agency di- 
rector of the Maryland Casualty succeed- 
ing Harry C. Michael who will retire 


Photo by Udel Bros. 


CHARLES H. PETERSON 


April 1. Mr. Michael observed his 50th 
anniversary with the company on Jan- 
uary 7, and is retiring at his own request. 

Mr. Peterson came with the Maryland 
in its Philadelphia office in 1932. He was 
transferred to the home office as execu- 
tive assistant in the bonding division in 
1941. He then served a year anda half 
as assistant to the president. In 1944 
he returned to the bonding division as 
assistant vice president, and in 1947 he 
Was named assistant agency director, re- 
taining the title of assistant vice presi- 
dent. 

Starting in the secretary’s division 
when he joined the Maryland in 1907, 
Mr. Michael was transferred to the 
auditing division and later the fidelity 
department, where he became assistant 
superintendent. He served as a special 
agent and then as assistant auditor. In 
1934 he was promoted to assistant agen- 
cy director and was further advanced 
to assistant vice president in 1939. After 
a brief period as assistant to the presi- 
dent, he was elected vice president in 
charge of the agency division in 1942. 


ROYAL-GLOBE NAMES HOLLIDAY 
The Royal-Globe Group has appointed 
Robert E. Holliday as superintendent 
of the bond department in the Atlanta 
regional office. 
Mr. Holliday began his career in’ its 
Atlanta office as a bond underwriter. 
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Blanket Crime Policy 
Latest Package Plan 

HAS SINGLE LIMIT OF INSURANCE 

National Bureau and Surety Association 


Collaborated in Its Preparation; Pro- 
posed Effective Date May 29 





The National Bureau of Casualty Un- 
derwriters and the Surety Association 
of America have collaborated in the 
preparation of a new blanket crime 
policy, described as a new package con- 
tract with a single limit of insurance 
applying to all its coverages. It has been 
filed for approval in those states where 
approval of supervisory authorities is 
required, and its proposed effective date 
is May 29 

Five coverages are afforded by the 
new policy as follows: Employe dishon- 
esty, loss inside the premises, loss out- 
side the premises, money orders and 
counterfeit paper currency, and de- 
positors forgery. None of these may be 
eliminated. 

Insuring agreements of the blanket 
crime policy afford coverage comparable 
with those provided under the corre- 
sponding insuring agreements, as newly 
revised, of the commercial blanket bond, 
money and securities broad form policy, 
money orders and counterfeit paper cur- 
rency coverage, depositors forgery bond 
and Form A of the comprehensive DDD 
policy. These revisions will become ef- 
fective at the same time as the blanket 
crime policy. 

While Form A of the comprehensive 
DDD policy provides optional coverages, 
permitting the insured to select. the 
amounts of insurance desired, the blanket 
crime policy must be sold as a package 
with a single amount of insurance ap- 
plying to the policy in its entirety. 

Designed for those who prefer to buy 
insurance coverages in a single amount 
rather than to select varying amounts 
(usually the case under other contracts) 
the new policy covers all employes, loca- 
tions and messengers of an insured. 

An insured desiring to purchase addi- 
tional protection of the type covered 
under a_ specified insuring agreement 
may buy excess insurance under a sepa- 
rate bond or policy. 


Some Restrictions 


There are some restrictions as to who 
may be insured under the new policy. 
The following are ineligible: Federal or 
other public officials, their deputies or 
employes; any organization eligible for a 
bankers or brokers blanket bond, insur- 
ance companies blanket bond or small 
loan companies blanket bond; armored 
motor vehicle companies. 

The minimum amount of insurance 
permissible under the new policy is 
$1 000. Larger amounts may be bought 
in multiples of $500 above the minimum 
of $1,000 up to $2,500, multiples of $2,500 
above $2,500 up to $25,000 and multiples 
of $5,000 in excess of $25,000 

Under the loss inside the premises in- 
suring agreement, coverage is newly af- 
forded for loss of money and securities, 
including securities in safe deposit boxes, 
by actual destruction, disappearance or 
wrongful abstraction from within any 
banking premises or similar recognized 
places of safe deposit. 

Under the loss outside the premises 
insuring agreement, coverage is newly 
afforded for loss of money and securities 
by actual destruction, disappearance or 
wrongful abstraction while within the 
living quarters in the home of any mes- 
senger and also while being conveyed by 
any armored motor vehicle company. 

For property other than money and 
Securities the coverage afforded under 
this insuring agreement newly includes 
loss by theft while within the living 
quarters in the home of any messenger 
and loss by robbery while being con- 
veyed by any armored motor vehicle 
company. 

A single application-questionnaire for 
obtaining information essential to proper 
rating has been developed for use with 
both the blanket crime policy and the 
comprehensive DDD policy. 




































KEMPER COMPANIES OPEN 


1957 SPRING ADVERTISING 
CAMPAIGN WITH TV HIGHLIGHT 


CBS TELECAST OF COLLEGE CHAMPIONSHIP BASKETBALL 
MARCH 16, 23, 30 
OVER COUNTRYWIDE NETWORK 


Once again the Kemper Companies provide powerful 
backing for the American agency system with a countrywide 
advertising program . . . opening the 1957 campaign with a 
TV sport spectacular...the National Invitation Tournament, 
matching top college basketball teams in Madison Square 
Garden and shown over the CBS network on March 16 and 
23... with an All Star game between top players from East 
and West colleges as an added attraction on March 30. 

A complete supply of hard-hitting tie-in and point of 
sale advertising pieces has been given to agents of Kemper 
companies to get full benefit from the big campaign. 


Consult your newspaper for time and channel. 


KEMPER ADVERTISING SCORES TWO BIG POINTS FOR AGENTS 


1. Local Agency Service 2. Low Net Cost through 
Dividends to Policyholders 


If you'd like to represent this progressive organization, 
write B. S. Weyforth Jr., production manager, at the Home Office. 


DIVISIONS OF 
KEMPER 
INSURANCE 
$ 
CHICAGO 40 


Lumbermens “UW 4U) UhW 


LNmercan MOTORISTS INSURANCE COMPANY 
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Dallas Smith’s Career 
Extends Over 45 Years 


STARTED HIS AGENCY IN 1921 


Surety Bond Producers’ President Active 
in Texas Insurance Affairs Since 
1913; Contract Bond Specialist 


Dallas Smith, partner in Ellis-Smith 
& Co., Dallas, Tex., who was elected 
president of National Association of 
Surety Bond Producers last week, has 
a background of 45 years in the agency 
end of the business. He started in the 
local agency conducted by his father at 
Fayetteville, Ark., following the comple- 
tion of this education at University of 
Arkansas where he majored in business 
administration and law. 

Mr. Smith came to Texas in 1913 and 
joined the general agency of Cravens & 
Cage of Houston, now known as Crav- 
ens-Dargan & Co. Three years later he 
became state agent in Texas for the 
Fidelity-Phenix Fire and traveled the 
territory for that company until 1919. 
Mr. Smith then joined the general agen- 
cy of I. Reinhart & Son (now Floyd 
West & Co.) which he managed from 
1919 to 1921. 

In ed he and Porter Ellis, CPCU, 
set up an agency partnership under the 
trading name of Ellis-Smith & Co., which 
has become one of the leading agencies 
of Dallas. Another partner is Willard 
Crotty, CPCU. The agency holds mem- 
berships in the NAIA, Texas Association 
of Insurance Agents and Dallas Associ- 
ation of Insurance Agents in addition to 
being charter members of National Asso- 
ciation of Surety Bond Producers. 


Specializes in Contractors’ Coverages 


For many years Ellis-Smith & Co. has 
specialized in handling various coverages 
for contractors. The firm, in fact, has 
given considerable study to contract bond 
business and does a sizable volume in 
this line. 

Mr. Smith, who was born in the Ozark 
Mountain section of Arkansas, is active 
in Texas insurance affairs as well as in 
civic, fraternal and church organizations 
in Dallas. Currently he is an elder in 
Central Christian Church of that city. 

He can be counted upon to give able 
leadership to National Association of 
Surety Bond Producers which, at its 
annual meeting in Washington last week, 
launched an expansion program of activ- 
ity. 


Western Surety Co. Made 
1956 Profits of $482,264 


Western Surety of Sioux Falls, S. D., 
which is now in its 57th year under the 
same management, closed 1956 with total 
admitted assets of $6,685,637 compared 
with $6,321,933 at the previous year-end. 
The company added about $100,000 to its 
surplus which, as of last December 31, 
stood at $1,840,044. Capital continued at 
$1,000,000, voluntary reserve at $200,000, 
and surplus to policyholders was $3,040,- 
044. This compares to $2,945,361 at the 
close of 1955. 

Western Surety, which confines its 
writings to workmen’s compensation in 
South Dakota and to fidelity and surety 
lines in the 21 other states in which it 
operates, reports 1956 premium volume 
of $3,343,075 compared to $3,079,584 in 
1955, a net gain of 8.5%. Its underwrit- 
ing profit on this business for 1956 was 
$482,264. 

soard Chairman Dan Kirby in his an- 
nual letter to agents points out: “It has 
always been the plan of our company to 
keep itself in such financial shape that 
no agent or the public will ever have 
cause to worry about Western Surety 
being able to fulfill its obligations. .. . 
Coupled with this is the knowledge that 
we are a public corporation owing an 
obligation to the people with whom we 
deal, not only to those we bond, but to 
the public at large, to give the best pos- 
sible claim service. . . . Our aim is not 
to be one of the largest companies in the 
business but to be the very best.” 

Western Surety has a field staff of 
over 14,000 agents. 
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Big Safety Convention 
Held in New York 


CARL OLANDER WAS CHAIRMAN 





Barber, Granniss, Crager Were Session 
Chairmen; 31 Committee Assign- 
ments Held by Stock Co. Men 





Olander, 


Carl F. engineering super- 
visor, American Insurance Group, headed 
a long list of capital stock insurance 


people taking part in the Greater New 
York Safety Council’s 27th annual con- 
vention which opened at the Hotel 
Statler on March 18, and runs through 
today, March 22. Mr. Olander is serv- 
ing as general chairman of the conven- 
tion, which is second in size only to the 


National Safety Council’s annual con- 
gress. 
It is estimated that before it closed 


the convention will have drawn between 


8,000 and 10,000 people. All phases of 
home, school, traffic and industrial safety 
have hes dealt with in the sessions. 


The Association of Casualty & Surety 


Companies said that representation of 
the stock insurance industry reached a 
record high this year. In addition to 


Mr. Olander, five company men and one 


member of the Association’s staff took 
part as members of the advisory com- 
mittee. 


The Association reported 31 committee 
held by staff or company 
company and one 
were chairmen of 
made addresses at 


assignments 
members. Two 
ciation staff member 
sessions, while eight 
the convention. 

Six convention sessions were 


asso- 


arranged 


by the Association’s staff. These included 
all three traffic sessions (Training for 
Traffic Enforcement, State Reciprocity 


in Driver License Suspensions and How 
Communities Can Meet Local Traffic 
Control Needs), plus the Material Han- 
dling, the Hospital and the Foremanship 
sessions. 

Speakers at the convention included 
the following: Edward J. Nugent, traffic 
engineer, accident prevention department 
of the Association, at the Traffic Engi- 
neering “What is Needed in 
Local Communities”; Williard G. Mac- 
intosh, manager, New York engineering 
department of the Hartford Accident 
and Indemnity, took part in a panel dis- 
cussion at the Chemical session. 

Three company men spoke at the Hos- 
pital session: William J. Hyland, engi- 
neer with the Travelers talked on 
“Safety for the Patient in the Operating 
Room”; Harry J. Eiermann, Jr., super- 
intendent, conservation department, Zur- 
ich Insurance Co., took the subject of 
“Providing a Zone of Safety for the 
Hospital Staff.” The subject of John 
L. Pickens, engineering research super- 
visor, Hartford Accident Co., was “Send 
ing the Visitors Home Safely.” 

In the Construction session, James F. 
Van Namee, director, engineering and 
research division, Association of Cas- 
ualty & Surety Companies, discussed 

Safety for the Public and Property 
During Excavation.” At the Material 
Handling session, Elliott Tanz, assistant 
superintendent, conservation department 
of Zurich, delivered an address entitled 
“Don’t Send a Boy to Do a Man’s Job.” 
At the Elevator session James L. Keane, 
engineer, research division, the Aetna 
Casualty & Surety spoke on “Why Do 
Elevator and Escalator Accidents Oc 
cur?” 

A those serving as chairmen of 
the sessions were Lee R. Barber, super- 
intendent, engineering department, Fi- 
delity & Casualty, Hospital session; Ed- 
ward R. Granniss, manager, loss preven- 
tion department, Royal-Globe Group, 
Material Handling session, and Mr. Van 
Namee who was chairman of the Fore- 
manship session. William C. Crager, 
superintendent, loss prevention and en- 
gineering department, Royal - Globe 
Group, was chairman of a joint luncheon 
on Wednesday of the Metropolitan and 
New Jersey chapters of the American 
Society of Safety Engineers. 


session on 


Committee members and their com- 


panies were as follows: 
Personnel of Committees 


Mr. Olander, 


Executive Committee: 
Thomas H. 


chairman. Members include: 
Appert, General Accident; Arthur F. 
Fuller, Aetna Insurance Co.; Robert 
Hagopian, Association of Casualty & 


Surety Cos.; R. B. Jordan, Home Indem- 
nity, and A. E. Walker, the Travelers. 
The Advisory Committee composed of 


past general chairmen of the conven- 
tion, had nine members, four of whom 
were stock company men: Fred F. Beik, 
American Insurance Group; William C. 
Crager, Royal-Globe Group; George E. 
Decker, Aetna Casualty & Surety Co., 
and Edward A. Fullarton, the Travelers. 

Arrangements committee: Chairman: 
Arthur F. Fuller, Aetna Insurance Group. 
Vice chairman: Fred F. Beik, American 
Insurance Group. Members were: H. W. 
3ecker, never Indemnity; Michael J. 
Dicks, A. L. Lopez, Edward G. McGrath 
and M. V ee Raia, Royal-Globe Group; 
Edward B. English, Aetna Casualty & 


Surety; James M. Farrell, Maryland 
Casualty; Arthur Jasikoff, Century In- 
demnity; Ed Lenahan and E. J. Peter- 


sen, the Fireman’s Fund Group, and AIl- 
bert R. Shady, American Group. 
Program committee: Vice chairmen 
are William J. Hyland, the Travelers, 
and Mr. Van Namee of the Association. 
Members included: Paul H. Blaisdell, 


~ 


William E. Corgill and William H. 
Franey, all of the Association. 

Finance committee: George E. Decker, 
Aetna Casualty & Surety. 

Exhibit committee: Chairman, Edward 

Fullarton, the Travelers. Members 
include John J. Bailey, Royal-Globe 
Group and H. A. Goodyear, Fireman's 
Fund Indemnity. 

Attendance committee: Lee R. Barber, 
America Fore Group; C. B. Doane, Jr., 
Indemnity Insurance Co. of North Amer- 
ica; Harry J. Eiermann, Jr., Zurich; 
Nicholas K. Howard, Maryland Casualty ; 
C. Alfred Kjelleren, Glens Falls Indem- 
nity, and Willard G. Macintosh, Hart- 
ford Accident & Indemnity. 

Dinner committee: Fred F. Beik, 
American Insurance Group and Edward 
A. Fullarton, the Travelers. 

Publicity: Chairman was Thomas H. 


Appert, General Accident with R. B. 
Jordan, Home Indemnity as associate 
chairman. Members include Edward C. 


Archer and Carl Frederiksen, Home In- 
demnity, and Frank W. Campbell, Ocean 
Accident & Guarantee Corp. 


HOSPITAL SAFETY CONFERENCE 





Held March 19 in New York; Five 
Insurance Participants with L. R 
Barber Chairman’df Panel 
A conference of hospital administrators 
was held at the Hotel Statler on 
March 19 to discuss safety problems, 





PRODUCTION POINTERS 


& IRI 


NSURANCE 


(WERICA\ jm 














You have a terrific set-up for the 
sale of automobile insurance 
when you represent 
Zurich-American: 


The broad, up-to-the-minute coverage of our 
Merit Policy—a policy that is attractively designed, 


colorful, and self-indexing. 


Lower rates for safe drivers under our Merit 


Classification Plan. 


An optional 6-month premium payment plan. 
Automobile Death, Dismemberment, and Disability 


Coverage. 


Uninsured Motorist Coverage. 


These modern, desirable features—approved in most states 
—give you as fine and complete an automobile insurance 


program as it is possible to get. 


Put yourself in a position to get and hold the best of the 
automobile risks in your community. Talk to the 
Zurich-American field man about it. 


Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 









including those stemming from increased 
“eg of radioactive isotopes in medicine. 

S. Alan Lough, deputy director of 
the Atomic Energy Commission’s health 
and safety laboratory, was one of the 
speakers. 

Other speakers and their subjects 
were: William J. Hyland, engineer of the 
Travelers, “Safety, for the Patient in the 
Operating: Room.” Harry J. Eierman, 
Jr., superintendent, Zurich- American, 
conservation department, “Providing a 
Zone of Safety for the Hospital Staff,” 
John L. Pickens, engineering research 
supervisor of the Hartford 
“Sending the Visitors Home Safely.” 


Big I Bill 


(Continued from Page 26) 
career came in March, 1947, when he was 
selected by RFC and the New York In- 
surance Department to take the presi- 
dency of the Preferred Accident of New 


York. As this old company had been 
ailing a reorganization Was necessary. 
Faced with a herculean job, Mr. Dull 





FLOYD N. 


DULL 


and night for many months. 


worked day 
He was a heart-broken man when, in 
the spring of 1951, the RFC and the 
Department decided that the Preferred 
would haye to be placed in liquidation. 
However, Mr. Dull was comforted by the 
fact that he had done his best in an ex- 
tremely difficult assignment. 

Mr. Dull was a splendid example of 
how an insurance man can be a leader 
in his community. No one was held in 
lugher esteem in Rutherford, N. J. (a 
New York City suburb near the Hudson 


River) than was Mr. Dull. He had been 
police commissioner and mayor of his 
city. Another civic activity was that of 


president of Bergen County Council of 
Boy Scouts. In World War II he was 
one of the three members of the United 
States Alien Enemy Board. At time of 
his death he was a director of Alfred 
M. Best Building Co. After his retirement 
from the insurance business he entered 
the investment security business in 
Rutherferd. 

Mr. Dull had five children, 13 grand- 
children and six great-grandchildren. His 
children are Helen, wife of Dr. Frank- 
lin Seward, a New York optometrist ; 
Lola, wife of Charles P. Woods who is 
sales manager of The National Under- 
writer in Cincinnati; Virginia, wife of 
Malcolm Poignard who is in the insur- 
ance business in New Jersey; Floyd Dull, 
Jr., purchasing agent of Maxim Silencer 
Co. of Hartford, and James B., photog- 
rapher of Parke-Bernet Galleries, N. Y. C. 

x *k x 


Hackleman Denver Mgr. 

Ward H. Hackleman has been named 
manager of the Denver branch, Contin- 
ental Casualty and has assumed his new 
duties. A native of Indiana, he was 
graduated from Wabash College, Craw- 
fordsville, and has over 11 years of in- 
surance experience. 
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Program for Miami 
Ins. Law Conference 


HELD MARCH 18-22 IN FLORIDA 





Arranged by H. A. Kuvin, University of 
Miami; Symposium on Installment Sales 
Insurance and Credit Life and A. & H. 





The fifth annual Miami Insurance Law 
Conference was held March 18-22 at 
the University of Miami, Coral Gables, 
Fla. The opening address was delivered 
by Dr. Russell A. Rasco, dean of the 
School of Law at the university. The 
conference was under the direction of 
Herbert A. Kuvin, Director of Insurance 
Law, training programs and conferences, 
University of Miami. 

A symposium on installment sales in- 
surance and credit, life, health and acci- 
dent insurance featured the first day’s 
program. 

J. Edwin Larson, Insurance Commis- 
sioner of Florida, discussed “Problems 
of State Regulation.” Arthur J. Morris, 
president, Bankers Security Life of New 
York, traced the history and develop- 
ment of Credit Transaction insurance, 
and the creditor’s viewpoint was given 
by Thomas J. Glavey, vice president, 
Chase Manhattan Bank, New York. 

J. Reuben Darr, CLU, explained 
“Policy Forms and Coverages—The How 
and What They Are Designed to Do.” 
Mr. Darr is superintendent of agencies 
of Bankers Security Life, New York. 
Following his talk came one on “Mar- 
keting of Credit Insurance” by Allen J. 
Lefferdink, president, Colorado Insur- 
ance Group of Boulder, Colo. 

In the evening of March 18 a Military 
Law and Judge Advocate General sym- 
posium was held. The speakers were 
George W. Latimer, Justice, Military 
Court of Appeals; Chester Ward, R.A 
Judge Advocate General, USN; Reginald 
Harmon, M.G., Judge Advocate General, 
USAF; and Stanley W. Jones, M.G., 
Assistant Judge Advocate General, U. S. 
Army. 

The opening speaker on the second 
day was David M. Gardner, vice presi- 
dent, Old Republic Life of Chicago on 
“The Credit Insurance Company, Its 
Operation and Management.” 

Legal situations in credit insurance 
was the topic of a talk by William 
J. Walsh, general counsel, Consumer 
Credit Insurance Association in Chicago. 
After the luncheon break, Herman V. 
Bennett, a handwriting expert and ex- 
aminer of questiov‘ed documents of Mi- 
ami, gave a talk on questioned documents 
in connection with insurance matters. 


Estate Planning Institute 


On March 20 there was an Estate 
Planning Institute. Philip C. Heady, 
tax counsel, legal department, Massa- 
chusetts Mutual Life, spoke on “The 
Policyholder and His New World of 
Federal Taxation.” Harry S. Redeker, 
general counsel, Fidelity Mutual Life, 
followed with an address on “Split Dol- 
lar Insurance.” 

“Life Insurance and Estate Planning” 
was the subject taken by Samuel 
J. Foosaner, attorney of the firm of 
Foosaner, Saiber & Schlesinger, Newark, 
Nf who is well known as a lecturer 
on taxation. The final talk of the third 
day was “New Developments in Estate 
Planning” by William E. Murray, attor- 
ney, of the firm of Cadwalader, Wicker- 
sham & Taft, New York. Mr. Murray 
was formerly tax trial attorney, office of 
the Chief Counsel, Internal Revenue 
Service. 

The Legal Institute on Wednesday 
featured three talks as follows: Richard 
Gernstein, State’s Attorney, Dade Coun- 
ty, Fla, on “Prosecution of a Criminal 
Action”; Harry Prebish, attorney, Mi- 
ami, on the defense of a criminal action, 
and in the evening Herbert N. Schwarz 
gave a talk “Security Provisions in Long 
Term Leases.” 

The final two days were devoted 
entirely to legal institutes. On March 21, 

Spence, Miami attorney of the 
firm of Nichols, Gaither, Green, Frates 
& Beckham, and Goble Dean, attorney of 
Brown, Dean, Adams & Fischer of 





Miami, discussed negligence actions. Mr. 
Spence spoke from the plaintiff’s aspect 
and Mr. Dean from the defendant’s 
viewpoint. 

Mallory H. Horton of the firm of 
Horton & Horton, Miami, leads off the 
final day’s discussion when he speaks 
on jurisdictional problems in divorce 
actions. Stanley Caidin, Miami attorney, 
talks on the preparation of separation 
agreements between husband and wife, 
and the closing talk in the evening is 
under the title “Selected Problems Un- 
der Our Mechanics Lien Laws” by Mor- 
timer I. Podel, a Miami attorney. 


Leo Burnett Co., Inc. Is 
New Ad Agency for Allstate 


Robert E. Gorman, advertising direc- 
tor of Allstate Insurance Co., Skokie, IIl., 
has announced that Leo Burnett Co. Inc. 
of Chicago has been retained as All- 
state’s advertising agency. 

Factors which contributed to the deci- 
sion to name the Burnett Company, Mr. 
Gorman said, included Allstate’s decision 
to enter the life insurance field and the 
multiple line expansion on which it is 
already embarked, plus the recent de- 


centralization of advertising through the 
naming of five zone advertising man- 
agers. 

“With our company operations being 
expanded recently to include theft insur- 
ance...there was a vital need for an 
agency which could tie in closely to our 
five zone and 28 regional offices,” Mr. 
Gorman said. 

“We needed an agency that could keep 
a close eye on conditions in each indi- 
vidual regional office area and work with 
the five zone advertising managers to 
enable us to get the utmost mileage out 
of our advertising program.” 








and there’s plenty of 
Highway Contract Insurance Business 
for you! 


The Government has earmarked $5.5 billion for this 


year’s highway building program. 


agent will write this business . . . 


And that means 
plenty of contract bond business for every agent or 
broker who is willing to work for it. Contractors must 
furnish a bond to get a highway contract—and some 
it might as well be you! 


highway 


country-wide basis. 
gained from more than 70 years’ experience in this field. 


And it’s backed by the know-how 


So let us help you get your share of the profitable 
contract 
*“Mailroad to Prorits”’ 
highway program and suggests ways 


business. Our current issue of 


gives you the facts about the 












Highway construction costs have skyrocketed during 
the past few years and so have agents’ commissions— 
they are very worthwhile. In addition, there are con- 
tractors’ equipment floaters, fire and many other lines 
needed by contractors. 

American Surety’s branch offices can give you quick 
and skilled on-the-spot service for contractors on a 
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to tap the profits behind it. Simply |: 
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or the home office. 
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Calif. Workmen’s Comp. 
Hearing Inconclusive 


McCONNELL TO RESUME MAR. 26 


National Bureau Secretary J. M. Cahill 
Testifies on Retrospective Rating 
and Premium Discount Plans 


I, Britton McConnell, California In- 
surance Commissioner, on March 13, re- 
sumed the hearing begun in San Fran- 
cisco on March 6. After a full day’s 
discussion of proposed changes in work- 
men’s compensation relative to restro- 
spective rating and premium discount 
plans with participating and non-par- 
ticipating companies, this inconclusive 
session was adjourned until March 26. 

Attorney John O’Hara, representing 
the participating insurers, agreed to the 
proposed changes while Robert Brown, 
attorney for the  non- participating 
writers (approximately 40) raised objec- 
tions and questioned the reason for the 
hearing. Mr. Brown suggested a cooper- 
ative effort to arrive at a plan, and 
sought 60 days’ time in which to pre- 
pare amendments to the premium dis- 
count plan. 

Pointing 
called the 
a decision, 


would not have 
arrived at 
McConnell 


out that he 
meeting if he had 
Commissioner 
stated that he sought advice from all 
sides as to the proper course. He said 
the hearing would go on, but not on the 
basis of the request 

Mr. McConnell mentioned the 19 
months lapse between the hearing on 
Ruling No. 67 by Commissioner John 
<. Maloney and the decision. He stated 
that the notice of the hearing clearly 
showed the matters involved. 

Fred Drexler, secretary, Industrial 
Indemnity, which is one of the biggest 
Writers in workmen’s compensation, in 
California, explained its method of divi- 
heey calculation and suggested repeal 
of Ruling No. 67 

Attorney O’Hara, introduced into the 
record letters from ten companies ap- 
proving the stand taken by Victor Mont- 
gomery, president of the Pacific Employ- 
ers Group, made at the San Francisco 
session of the hearing 
John H. Howell, consulting actuary, 
California Department of Insurance, in 
his report gave considerable space to 
Table M and responding to questions 
by Mr. O’Hara, said he thought Table 
M was inaccurate. 

Cahill’s Lengthy Testimony 

James M. Cahill, secretary, National 
Bureau of Casualty Underwriters, called 
as a witness, gave lengthy testimony. 
He was subjected to a long series of 
questions by Mr. O’Hara, in the course 
of which he said that expense ratios 
cannot be predicted accurately, that the 
plans produced no additional savings 
than those prescribed in the aggregate, 
and that the over-all saving of the 
plan was 6.2%. In answer to a question 
Mr. Cahill said that if the participating 
companies have returned average divi- 
dends of 13.2% and the plan’s discount 
6.2%, some might might develop 
a ‘les net cost. 
California Association of 
\gents and the California Farm Bureau 
Federation read into the record their 
opposition to the retrospective plans 
and their approval of the California 
system. 
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L. A. TONNIES DIES 
Tonnies, assistant secretary in 
charge of the agency department, West- 
og Pasnley & Surety and Western 
tire, Fort Scott, Kan., died recently. He 
was personally acquainted with hundreds 
of western agents, and during his serv- 
ice, which extended over 33 years, Mr. 
Tonnies contributed much to the pro- 
gress of the Western Insurance Com- 
panies. 


F. L. GUERTIN’S NEW POST 
Francis L. Guertin has been appointed 
by the Agricultural and Empire State as 
counsel and director of casualty claims. 
He has had many years of experience in 
private law practice and as a casualty 
claims executive in Boston and Hartford. 


ae. 





Wolfson Starts New 
Manhattan Project 


20-STORY BLDG., 100 CHURCH ST. 


$28,000,000 Air Conditioned Structure 
on 250-Year-Old Block Will House 
Workmen’s Compensation Board 


Erwin S. Wolfson, chairman of Diesel 
Construction Co. New York, who is 
well known to the New York insurance 
fraternity as the builder of skyscrapers 
at 123 and 156 William Street, is now 
starting another major project in down- 


Architect’s Sketch of 100 Church Street, 
New York, Building 


town Manhattan. It is a $28,000,000 air 
conditioned office building that will rise 
20 stories high and contain nearly 1,000,- 
000 square feet of office space. The 
building is to be known as 100 Church 
Street and will occupy a plot of 54,000 
square feet. 

The building will be located on the 
square block bounded by Church and 
3arclay Streets, West Broadway and 
Park Place, in the City Hall area of 
downtown New York, 

The structure is being erected by Mr. 
Wolfson in association with Lawrence 
A. Wien and Harry B. Helmsley. The 
State of New Work has leased six floors 
in the building (comprising 218 square 
feet), to house the executive and admin- 
istrative offices of the Workmen’s Com- 
pensation Board, headed by Commis- 
sioner Angela R. Parisi. 

The Compensation Board will occupy 
the entire second through the sixth 
floors as a complete building unit which 
will bear the address 50 Park Place. 
These offices will have a 45’ x 52’ indi- 
vidual lobby with five private elevators, 
as well as stairway and freight elevator 
facilities. 
63-Year Lease With Columbia University 

Messrs. Wolfson, Wien and Helmsley 
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Consultants 


the best. 





REINSURANCE 
and 


Fully prepared through long experience to intel- 
ligently serve those Underwriters who demand 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N.Y. 
WoOrth 4-1981 


See ee 





Established 1923 


Confer 


e 

with us 
FIRB 
LIFB 
CASUALTY 
BONDS 

UTO 
INLAND 

MARINE 





Tel.: Mitchell 2-0963.4.5 
New Jersey 
Risks 


A. W. MARSHALL & CO. 


One of New Jersey’s Leading General Agencies 
744 BROAD STREET, NEWARK 2, N. J. 





HARTFORD ACCIDENT CHANGES 


Dexter Retiring April 1; Beardsley New 
Secretary; Meredith Assistant Secre- 
tary; Sturm and Foster Advanced 

Following the recent annual meeting 
of Hartford Accident & Indemnity, it 
was announced by President Wilson C. 
Jainsen that Ray H. Dexter, secretary, 
will retire April 1. He is to be succeeded 
by John H. Beardsley and Thomas H. 
Meredith will become assistant secretary. 
Mr. Jainsen also announced that Andrew 
C. Sturm and George E. Foster were ap- 
pointed associate superintendents in the 
fidelity department. 

Mr. Dexter will close a career of near- 
ly 43 years with Hartford Accident’s 
fidelity bond department. He joined that 
unit on December 28, 1914, and was made 
superintendent in 1934. In February, 1946 
he became a company officer with his ap- 
pointment as assistant secretary, being 
made secretary in 1948. 

Mr. Beardsley has been manager, fidel- 
ity and surety department, at the New 
York office since 1953. He joined the 
company in 1935, and served as a Navy 





are erecting the new 100 Church Street 
building under a 63-year lease agreement 
concluded one year ago with Columbia 
University. The block has been a real 
estate holding of the university since 

5, when it was known as Kings Col- 
lege. It was part of property conveyed 
to the college by grant for the sum of 
10. shillings (1957 value $1.41). In its 
modern dress it will provide a type of 
investment comparable to the university’s 
interest in Rockefeller Center. 

The square block on which this struc- 
ture is being erected dates back to 
Colonial days. In 1705 it was part of 
the 32-acre tract conveyed to Trinity 
Church by Lord Cornbury, governor of 
the Province of New York under Queen 
Anne as the “Queen’s Farm.” On May 
13, 1755, less than a year after founding 
of Kings College the property was form- 
ally transferred to the governors of that 
college. Now, 202 years later, the renas- 
cence of this downtown business. center 
reaches a new high point. The Dun & 
Bradstreet building is in the near vicin- 
ity; the Federal Office building at 90 
Church Street is a neighbor and so is 
the Woolworth building and Transporta- 
tion building. St. Paul’s Chapel of Trin- 
ity Parish and St. Peter’s Parish House 
are other nearby landmarks. 


AND BAIRD 


Intermediaries 





lieutenant in all theaters during World 
War II. He returned to serve as bond 
special agent in Michigan and Indiana 
and was appointed assistant superin- 
tendent in Chicago in 1950. 

Mr. Meredith has been with the Hart- 
ford Accident since 1948, when he joined 
the home office burglary department. 
Subsequently the became a_burglary and 
bond underwriter in the New England 
offices, and was made assistant director, 
Hartford training center in 1952, and 
became manager of the burglary de- 
partment a year ago. He will retain 
charge of this department. 

Mr. Sturm has been with Hartford 
\.&I1. since 1925. His work has been 
centered in the financial institutions di- 
visions of the fidelity department where 
he has been an underwriter and assis- 
tant superintendent. He has frequently 
represented the company in Surety As- 
sociatien work, and has a wide acquaint- 
ance in the banking fraternity. Since 
1940 he has served as assistant super- 
intendent of the fidelity department. 

A native of Nova Scotia, Mr. Foster 
joined Hartford in 1926. He has special- 
ized in the development of commercial 
forms of fidelity and forgery coverages, 
having been an assistant superintendent 
in the commercial division. He has been 
active in Surety Association committees. 


Wise On UJ Funds 


(Continued from Page 41) 


Baldwin, for 17 years executive secre- 
tary, and elected assistant general man- 
ager was Wm. A. Stringfellow, formerly 
executive secretary of the N. C. Associa- 
tion of Mutual Insurance Agents. Both 
had previously received interim appoint- 
ments, but the action of the assembled 
Association made the elections official. 

Ralph P. Williams of Kansas City, Mo. 
presided over all sessions of the meeting, 
and told the group that his travels thus 
far over the Association domain indi- 
cated good business te ad for ’57. Henry 
Be: in of Haddonfield, N. J., association 
vice president, served as moderator for 
the Automobile panel. 

P. R. Firm Submits Expansion Program 

A special report by Robert Gruver and 
Les Gutter of Gray & Rogers, Philadel- 
phia, public relations firm, offered a 
program of expansion for the Associa- 
tion, particularly on the public rela- 
tions front. President Williams an- 
nounced that a “top team Committee” 
would be appointed to study the report 
and come back with recommendations 
for the October meeting in Chicago. The 
response to the suggestion was enthusi- 
astic, and those attending indicated a 
desire to bear down on association ex- 
pansion and public relations advance- 
ment. 

Five local agents offered their “know 
how” on selling, in a panel, including 
3en Kennedy of Oklahoma City, T. C. 
Watson of Gastonia, N. C., Mrs. Helene 
Forte of Greenville, Miss., Bird Sumner 
of Athens, Pa. and Milton A. Kidder of 
Fort Smith, Ark. 

Approximately 600 New 
Orleans. 


BENOIT JOINS THE FUND 

Richard P. Benoit has joined Fireman’s 
Fund Insurance Group as special agent 
in eastern Massachusetts for casualty, 
bonding and automobile lines. A native 
New Englander, Mr. Benoit is a graduate 
of Tufts University. He has had over 
eight years’ experience as a casualty 
fieldman. 
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Headliners for LIAMA 
Chicago A. & S. Meeting 


McCRELESS TO BE KEYNOTER 


Speakers for Ist Day’s Session, April 15, 
Include Meehan, Ferris, Hobbs, Stan- 
nard; Alpaugh Panel Moderator 


The annual accident and sickness con- 
ference of Life Insurance Agency Man- 
agement Association, always a stimulat- 
ing meeting, will be held ‘April 15-17 at 
Edgewater Beach Hotel, Chicago. The 
keynoter will be S. E. McCreless, presi- 
dent of American Hospital and Life of 
San Antonio, Tex., whose subject will be 
“Essentials of Top Management in Dual 


Operation.” 

Harland L. McKnight, superintendent 
of agencies, Paul Revere Life, who is 
program chairman for this gathering, 
says that Mr. McCreless will discuss the 
responsibilities and challenges confront- 
ing top management w hen their compa- 
nies offer both A.&S. and life in- 
surance. 

Another feature of the first-day pro- 
gram will be the story of how a success- 
ful manager capitalizes on A.&S. to 
help in building manpower. John P. 
Meehan, Boston manager for Mutual of 
New York, will discuss the value he has 
experienced in being able to offer a 
recruit A.&S. He will relate this to the 
recruit’s income, financing, survivorship 
and long-run success. 

Some aspects of presenting the career 
in a company selling both life and A. & S. 
will be enacted by Stuart C. Ferris and 
Kenneth L. Hobbs, LIAMA staff repre- 
sentatives. 

The opening session will also hear 
greetings from the president of LIAMA, 
William B. Stannard, vice president of 
Occidental of California. 

An evening session Monday will fea- 
ture a forum on_ selling specifics, 
“Trends in New A. & S. Coverages,” with 
W. G. Alpaugh, Jr., president of Inter- 
Ocean, moderating. Participants in this 
forum will be Wilbur W. Hartshorn, su- 
perintendent of agencies, Metropolitan 
Life; H. Stanley Marmaduke, assistant 
vice president, Atlantic Life; and Jack 
E. Rawles, second vice president, Lincoln 
National Life. 

Their topics will include consideration 
of recently developed “paid-up” A. &S 
policies, the new overhead expense poli- 
cies, and deductibles in major medical 
and hospital insurance. 

Program highlights for the Tuesday 
and Wednesday sessions will be released 
at an early date, Chairman Knight said. 


Hassel J. Savard Joins 


General Reinsurance Corp. 

Hassel J. Savard, formerly with Na- 
tional of Hartford Group, has joined 
General Reinsurance Corp., New York, 
as assistant to Vice President Donald 
G. Parker. Mr. Savard was formerly 
superintendent of the A.&H. depart- 
ment of the National. 








Employers’ Group Cos. Elect 
H. S. Bush Trustee-Director 


Howard S. Bush thas been elected a 
trustee of the Employers’ Group Asso- 
ciates of Boston and a director of the 
Employers’ Fire and American Employ- 
ers’. He has been with the Employers’ 
Group in ‘executive capacities in the field 
and home office since 1929. He continues 
as deputy manager for the Employers’ 
— a post the has held since 1952. 

Mr. Bush, who was ‘educated at Dart- 
mouth College also retains his post as 
vice president of Employers’ Fire, Amer- 
ican Employers’ and the H: alifax. 


Questions Status of 
FTC Investigation 


SPLIT OPINION 


GWYNNE ON 


Commission Members Differ on Jurisdic- 
tion; Rep. Wolverton Would Legis- 
late If McCarran Act Insufficient 


If the Federal Trade Commission does 
not have the power to halt deceptive in- 
surance advertising, Congress should 
consider legislation to give it jurisdiction 
Over insurance advertising, Rep. Charles 
A. Wolverton (R., N. J.), ranking minor- 
ity member of the House Interstate 
Commerce Committee declared recently. 

Questioning FTC Chairman John W. 
Gwynne with regard to the status of the 
Commission’s investigation of A. & H. 
advertising, Mr. Wolverton said he was 
sure that Congress did not intend to give 
insurance companies a free reign in this 
field when it enacted Public Law 15. 

Mr. Gwynne was explaining the juris- 
dictional challenge by the industry and 
his own position that the Commission has 
only limited jurisdiction under the Mc- 
Carran Act. Rep. Wolverton said that 
Congress, in setting up the FTC, in- 
tended to protect the public against false 
and misleading advertising. It was “in- 
conceivable” to him that Congress had 
any intention of giving insurance com- 
panies a free hand with respect to ad- 
vertising, while other types of advertisers 
were prevented from using deceptive 
advertising. 

Mr. Wolverton agreed with Chairman 
Gwynne that the purpose of the Mc- 
Carran Act was to prevent Federal reg- 
ulation of the insurance business, but 
he added that he does not believe that 
this was to apply to FTC regulation of 
advertising. 

American Hospital Case Discussed 


Mr. Gwynne explained the current 
status of the insurance litigation and the 
split of opinion within the Commission 
on jurisdiction, as reflected in the Amer- 
ican Hospital & Life and other cases. 

If the courts held that the Commission 
has little or no jurisdiction, Rep. Wolver- 
ton commented, “then there is need for 
legislation to correct this situation.” And, 
considering the divided opinion within 
the Commission itself, he added, there 
might even be sufficient cause for the 
Commerce Committee to examine the 
question of whether legislation would be 


American United Life 
Expands A. & S. Line 


POLICY FEATURES OUTLINED 


Indianapolis Company Ready to Market 
Guaranteed Renewable and M.M. 
Expense Plans; 12 Basic Policies 


American United Life of Indianapolis 
is expanding its A. & S. line with com- 
prehensive accident and sickness cover- 
age including 12 basic policies and six 
optional riders. In addition a plan is 
offered to eliminate the deductible and 
coinsurance features from accident cov- 
erage of the major medical. 

All plans are guaranteed renewable to 
age 65. They include nine disability in- 
come policies and two deductible hos- 
pital-surgical plans. 

Disability income policies offer from a 
minimum of two- year accident-only cov- 
erage to a me iximum of lifetime accide nt 
coverage including sickness benefits to 
65. Monthly benefit amounts will be 
issued from $100 to $300 and American 
United will participate with other com- 
panies to a total of $750 per month. 
Seven of the policies are designed for 
men and two are designed for women. 

Other features of disability coverage 
include accidental death and dismember- 
ment benefits in lump-sum amounts equal 
to 25 times the monthly income benefit 
and partial disability benefits at half the 
monthly income benefit for as many as 
six months following a period of total 
disability. 

Recurrence of disability afer a six- 
month period is treated as a new claim. 
There is no requirement for, house con- 
finement. 

Issue ages for accident-only coverage 
are 18-60 for men, and 18-55 for women; 
for sickness coverage, 18-55 for men and 
18-50 for women. 

One of the optional riders pays a 
monthly indemnity when hospitalized or 
when the services of a registered gradu- 
ate nurse are needed. Amounts vary 
from $50 to $300 per month not to exceed 
six months for any one accident or sick- 
ness. A second rider provides for the 
coverage of all expenses incurred as a 
result of accidental bodily injuries and 
is issued in maximum amounts ranging 





desirable to give the FTC unrestricted 
power to cure deceptive advertising by 
accident and sickness insurers. 

“his is a situation which should be 
cleared up Mr. Wolverton declared, and 
if it should be determined that the FTC 
does not have the authority to protect 
the public from false and misleading in- 
surance advertising, “then Congress 
should make whatever amendments are 
necessary to remove these deficiencies in 
the law” which hamper and restrict the 
Commission. 





EASTERN CASUALTY COMPANY 


TARRYTOWN, NEW YORK 





Underwriters of 


ACCIDENT and HEALTH 
Insurance 


HOSPITAL— MEDICAL— SURGICAL 
INDIVIDUAL—FAMILY—TO AGE 80 
DISABILITY INCOME—ACCIDENT & SICKNESS 


GROUP—ASSOCIATION—D.B.L. PLANS 


Downtown Agency: 
TRIANGLE 
UNDERWRITERS, Inc. 
17 John St., N. ¥. 38 
WOrth 4-7010 


x 
Midtown Agency: 
PUBLIC ACCIDENT 
& LIFE AGENCY 
110 W. 42 St., N. Y. 36 
PEnnsylvania 6-2211 


x 
Brooklyn Agency: 
MODERN ACCIDENT 
& HEALTH AGENCY 
26 Court St., B’klyn 1 
Ulster 2-6529 


x 
Suburban Agency: 
ARNOLD AGENCY 

151 E. Post Road 
White Plains, N. Y. 
White Plains 9-6378 

















GROUP PLAN MANAGER 


Thoroughly experienced director of 
multi-phase health and welfare pro- 
grams seeks creative post with Group 
Plan consultants, labor-management, or 
industrial plan. Assets: proven record 
of stretching the benefit dollar; exten- 
sive medical contacts; outstanding 
writing-publicity skills. 

Box 2504, The Eastern Underwriter, 93 
Nassau Street, New York 38, N. Y. 











LA.S.A. MEETING MAY 19-22 
Chicago Gathering to Feature Latest De- 
velopments in Electronic Data Equip- 
ment; Expect 1,500-1,700 to Attend 

The latest developments in the appli- 
cation of electronic data _ processing 
equipment in the insurance industry will 
be a feature of the program at the 
annual conference of the Insurance Ac- 
counting and Statistical Association to 
be held at the Palmer House in Chicago 
from May 19 to 22. 

Speakers representing life, casualty, 
fire and health companies will describe 
how the new electronic computer, both 
large and small, is being adapted to in- 
surance operations. These discussions 
will cover studies made by the member 
companies prior to obtaining electronic 
equipment and progress reports from 
companies employing these computers in 
operations such as policy writing, pre- 
mium collection and accounting. 

Emphasizing the theme of the confer- 
ence, a featured speaker will be Dr. 
Samuel H. Alexander, chief of the data 
processing systems division of the Na- 
tional Bureau of Standards, Washington, 
D. C., who will discuss “Electronics in 
Business.” 

Membership in the I.A.S.A. now num- 
bers over 700 companies, representing 
all types of insurance. Estimated regis- 
tration is 1,500 to 1,700 insurance execu- 
tives from companies in all parts of 
Canada and the United States. 





from $1,000 to $4,000 on men and $1,000 
to $2,000 on women. 

Two Guaranteed Renewable Plans 

The two guaranteed renewable, de- 
ductible hospital-surgical policies pay 
for as many as 365 days for each acci- 
dent and sickness. They are available 
with $5, $10, $15 or $20 daily room and 
board benefits. The $50 deductible policy 
provides a maximum miscellaneous hos- 
pital expense of 15 times the daily room 
benefit and has a surgical schedule of 
$10 to $200. The $100 deductible provides 
a maximum miscellaneous hospital ex- 
pense of 25 times the daily room benefit 
and has a surgical schedule of $15 to 
$300. Either policy is available to per- 
sons aged 18 to 60 years. 

Rather than a set fee for pregnancy, 
hospital costs connected with maternity 
are covered by regular policy benefits. 
Obstetrics are not included in the sur- 
gical schedule. 

Another feature of the family hospital- 
surgical plans is that new-born children 
are automatically covered on the day 
they leave the hospital, or at age 15 days, 
whichever occurs first, and remain auto- 
matically covered until the next premium 
renewal date. 

Major Medical Expense Plan 

The major medical plan is issued to 
men and women, ages 18 to 60, and is 
guaranteed renewable to 65. After a 
$500 deductible, the plan pays three- 
fourths of eligible medical expense, up 
to a maximum benefit of $7,500. The 
policy provides one year of coverage 
from the date of first expense, regardless 
of whether hospitalization is required 
If at the end of the year the insured is 
hospitalized, benefits are paid until he is 
released or the maximum amount is paid. 
whichever occurs first. 

In case of an accident injuring more 
than one covered member of a family 
at the same time, the family pays only 
one $500 deductible, but each member of 


the family is protected up to a $7,500 
benefit if needed. An optional accident 
rider covers the first $500 of expense, 


making an all-expense accident policy. 
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Rea and Davis Join 
Board of A. & H. Assn. 


WRIGHT ASS’T TO PRESIDENT 
IAAHU Accepts “ies New Member 
Companies and 27 Sustaining Mem- 
berships; LPRt Emblems Available 
President E. J. Coffey announced the 
appointment of two prominent A. & H. 
men to the board of the International 


Association of Accident & Health Un- 
derwriters. They are Charles E. Rea, 
North American Life & Casualty, Tor- 
onto and Emerson Davis, Inter-Ocean, 
Dallas 

Mr. Rea, a member of the Canadian 
Parliament, and former board member 
of the HIAA, will be zone chairman of 
eastern and central Canada. 

Mr. Davis, who has also seen service 
on the board, replaces John Delaney, 
American General of Houston, who re- 


Davis will be zone chairman 


signed. Mr. 


of Texas, Oklahoma, Arkansas and 
Louisiana 
Gibson Wright, International board 


member from Eau Claire, Wis., 
appointed assistant to the president. He 
will help with membership building activ- 
ities. 

In other actions, Oakley Baskin, Lead- 
ing Producers Round Table chairman, 
announced that LPRT emblems are now 
available. Tie pins sell for $5 and the 
emblem alone for $3.50. Four to five 
hundred qualifiers are expected this year 
for the various awards. A charge of $2 
will be made if award winners, desire 
their certificate in the form of a lamin- 
ated plaque 


Other Decisions Made 


It was decided to update the speakers 
bureau list which provides names of 
speakers within geographical areas for 
local state association meetings. 

Albert H. Wohlers, Youngberg-Carl- 
son, Chicago, announced that the Harold 
R. Gordon Memorial Award committee 
was distributing ballots to the member- 
ship and to other interested people in 
the insurance business with a deadline 
for voting of March 31. 


was 


O'Connor Reports on Legislation 

O'Conn Yr, 
Chicago 

Arizona, Dela- 


Legislative Chairman E. H. 
Insurance Economics Society, 
reported on bills in D. C., 


ware, Illinois, Michigan, Minnesota, 
Nevada, Ohio, Pennsylvania and Wash- 
ington. IAAHU offices in Chicago will 


bulletins from time 
to local associations. In addition, 
a new list of legislative chairmen and 
contacts will be compiled. 

An over-all plan of cooperation with 
the Health Insurance Association of 
\merica in the fields of education, public 
relations and legislation was outline d and 
ap »proved. 


distribute legislative 


to time 


27 New Sustaining, Three Member Cos. 


The following applications for sustain- 
ing membership of the IAAHU have 
been accepted along with three new 
member companies: 

Oakley Baskin, Mutual Benefit, 
cent Anderson, Mutual Benefit, 
A. & H. Association; John Forrest, Mutual 
Benefit, Akron; Frank Gabor, Gabor & Co., 
Miami; Jess P. Giles, Mutual Benefit, Asheville, 
a 


St. George 


Buffalo; Vin- 
Denver; Florida 


Grinnan, Grinnan 


mond; Jess Hart, 


Agency, Rich- 
Mutual Benefit, Honolulu; 
C. M. Hooper, World, Winston-Salem; Hoosier 
Casualty general agents; Webster Hurley, Bank- 
ers Life & Accident, Charlotte; Indiana State 


Association; C. H. Juergens, Mutual Benefit 
H. & A., N. Y. C.; Paul M. Klein, Midland 
National, Kansas City, Mo.; Neil O. Knudson, 


Mutual Benefit H. & A., Milwaukee. 

William Reinsh, Massa- 

Omaha; James Robb, Jr., Mu- 

tual Benefit H. & A., Minneapolis; Gail L. Shoup, 

Grand Rapids; S. Frank Stout, 
& A., Clarksburg, W. Va.; 

Mutual Benefit H. & A., Jack 


Oregon Association; 


chusetts Bonding, 


Lincoln National, 
Mutual Benefit H 
Vestal & Vernon, 


on, Miss.; Fred T. Van Urk, Mutual Benefit 
H. & A., Philadelphia; John J. Wolsfeld, Mutual 
Benefit H. & A., Mason City, Iowa; Gibson 
Wright, Continental Casualty Company, Eau 


NATIONWIDE APPOINTMENTS 
J. M. Doherty Named Group Promotion- 
Training Mgr.; R. E. Vanderbeek 
Group Mgr. for Michigan 

As part of its expanding operations in 
the Group insurance field the Nation- 
wide this week named J. M. Doherty as 
promoticn and training manager and 
Robert E. Vanderbeek as Group manager 
for Michigan with Detroit headquarters. 
Mr. Doherty was formerly supervisor of 
sales promotion and Mr. Vanderbeek had 
been on special assignment in Nation- 
wide’s home office. 

E. M. Erickson, manager of group 
operations, said_ that Nationwide’s ex- 
pansion in this line will be supported by 
aggressive advertising, promotion and 
training programs. 


Harry Levy Miami Gen’! 
Agent of Bankers Security 


Harry Levy has been appointed gen- 
eral agent in the Miami area by Bankers 
Security Life of New York. 

Prominent in industry, civic and politi- 
cal affairs in Florida, Mr. Levy is a 
leading A. & H. and life producer. A 
member of Southern Florida A. & H. 
Association, he is also vice president of 
the Miami Beach Democratic Club. His 
headquarters will be in Miami Beach. 





Claire, Wis. 

Also John McGurk, Mutual Benefit H. & A., 
Indianapolis; Jack O’Connor, Mutual Benefit 
H. & A., Boston and C. T. Tollefson, Mutual 
Benefit H. @ A., Fargo, N. D. 

The new associate company members 
are: Bankers National Life, Montclair, 
N. J.; Pioneer Mutual Life, Fargo, 
N. D., and Golden State Mutual Life, 
Los Angeles. 

To qualify for sustaining membership 
or associate company membership the 
applicants must subscribe to the ideals 
set forth in the code of ethics of the 
IAAHU and the objects and purposes 
set forth in its constitution and promote 
and assist the International in projects 
for the betterment of the A. & H. in- 
dustry. 

Sustaining and associate member com- 
pany members are accorded special rec- 
ognition by the IAAHU and are awarded 
handsome identifying certificates. 


Arthur R. Jepsen Made U. S. 
Life Gen’! Agent in Duluth 


United States Life, now a_ publicly 
owned stock corporation, has appointed 
Arthur R. Jepsen as general agent in 
Duluth, Minn. 

In addition to his affiliation with 
United States Life, Mr. Jepsen is a 
district manager for Continental Casu- 
alty’s disability division, working with 
brokers in northern Minnesota. He was 
an agent with John Hancock Mutual 
Life from 1934 to 1940, and was associ- 
ated with North American Life & Casu- 
alty befor joining Continental Casualty 
in 1949, 

Born in Rice Lake, Wis. Mr. Jepsen 
has lived in Duluth for 42 years. Oper- 
ating his own agency for many years, he 
has specialized training in agency man- 
agement. At present he is president of 
the Duluth Association of A. & 
Underwriters. 


G. H. SUMMERS DIES 


Retired V.P. of National A.& H. of 
Philadelphia Was Agency Director 
for Many Years 
George H. Summers, retired,vice pres- 
ident of National Accident & Health of 
Philadelphia, died recently at his home 
in Upper Darby, Pa. He retired from 
business several years ago after many 
years of agency building activity with 
the National. He was head of its agen- 
cy department and a good will builder 

in the field. 





Dept. of Defense Honors 
Mutual and United of Omaha 


United of Omaha and Mutual of Oma- 
ha were honored by Defense Secretary 
Charles E. Wilson and the Department 
of Defense for outstanding cooperation 
with the Armed Forces Reserve at a 
recent Chamber of Commerce luncheon 
in Omaha. 

N. Murray Longworth, president of 
United, accepted the awards on behalf 
of both companies. In addition to a 
scroll of commendation, the companies 
also received a large banner similar to 
the Navy “E” pennants used to honor 
defense plants during World War II. 


A. & H. Association to 
Offer Tape Recordings 


James A. Robb, Jr., Minnesota general 
manager for Mutual of Omaha, and 
chairman of the International Associa- 
tion of Accident & Health Underwriters 
circulating library, presented a new pro- 
gram for the International’s circulating 
tape library to the board of the Inter- 
national at a recent meeting in Chicago, 
The plan calls for setting up the Chi- 
cago office as headquarters for the 
library to process orders for copies of 
tape recorded sales talks and educational 
material. E. M. C. Recording, Inc., of 
St. Paul have been named distributors. 


From now on, orders coming into 
Chicago will be relayed to the recording 
company who will package and ship 
direct to the purchaser—usually within 
48 hours. Each tape will contain two 
talks, running approximately 45 minutes 
each and the total charge, including 
shipping costs, will be $5 per reel. Or- 
ders are to be accompanied by check to 
minimize handling expenses. 

These tapes have proven to be excel- 
lent material for individual use, agency 
and association meetings. At several local 
association meetings when speakers have 
been unavailable tapes have been used 
followed by a group discussion. An ex- 
tensive number of tapes are available 
including speeches from the Interna- 
tional Conventions for 1954 and 1956. 
The St. Paul convention in June will 
be taped and orders will be taken at 
the convention hall. 

For further information, write Bruce 
Gifford, managing director, IAAHU, 330 
S. Wells Street, Chicago 6, III. 





The commendation read in part: 

“The exemplary efforts of these com- 
panies in encouraging Reserve activities 
has had an outstanding influence in 
furtherance of the Reserve program. This 
award is presented as tangible evidence 
of the appreciation of the Department 
of Defense.” 

The presentation was made on behalf 
of the Secretary of Defense by Major 
General Robert E. L. Eaton, commander, 
10th Air Force, Selfridge Air Force Base, 
Michigan. 





more travel and more casualties 
mean more opportunities to sell 


PEERLESS 


“WORLD-WIDE’”’ 


TRAVEL ACCIDENT POLICY 


While history is being made in increased travel 
and accidents, you can make history yourself 
by selling more travel accident insurance. 

The Peerless “WORLD-WIDE” Travel Accident 
Policy* is a vital policy . . 
when people are “on the go” more than ever be- 
fore—travelling for both business and pleasure. 


Selling at an annual premium of only $1.25 per 
$1,000 ($25,000 minimum, $100,000 maximum 


. especially now able. 


— Ages 18 to 70), giving coverage anywhere 
in the world, and providing reimbursement 
for loss of life and dismemberment .. . this 
policy is especially attractive and highly sale- 
In addition, the Peerless “Sales Con- 


vincers” kit of selling aids leaves nothing to 
chance in earning more commissions easier 
and faster. Write for full details today! 

*Policy No. PAH-914R 
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Moorefield Questions 
Okla. Non-Can. Ruling 


ADJUSTABLE RATE _ POLICIES 





Says Such A. & H. Contracts, Containing 
‘Permissible Limitations’ Would Be 
Only the Shell of Non-Can. 





James L. Moorefield, assistant counsel 
of Paul Revere Life and Massachusetts 
Protective, has questioned the recent 
Oklahoma non-cancellable accident and 
sickness insurance ruling of Assistant 
Insurance ‘Commissioner Horace G. 
Rhodes, which held that an A. & S. policy 
may be called non-cancellable even 
though the insurer reserves the right to 
change premiums on a class basis. The 
ruling will become effective May 1, 1957, 
and will apply to all policies now on file 
or to be filed with the Oklahoma Insur- 
ance Department. 

Mr. Moorefield maintains that this 
ruling, the first of its kind in any state, 
would permit a change in coverage pro- 
vision and reunderwriting merely on 
other than an individual basis. Thus, he 
says, it does not appear to be limited to 
changes on a class basis and “would seem 
to permit changes on two or more poli- 
cies or on a family basis.” 

Expressing this opinion at a meeting 
last week of the Massachusetts Legis- 
lative Insurance Study Commission, 
which at legislative direction has been 
studying insurance problems including 
cancellation of A. & policies, Mr. 
Moorefield also pointed out that these 
changes could be in the risk, in the 
benefits or in the premiums. “This 
would mean that specific conditions, such 
as cancer, tuberculosis, heart ailments or 
atomic poisoning, could be ridered out on 
other than an individual basis. Similarly, 
the benefits could be cut 10% or 70%, or 
some other percentage. 

“A policy with these permissible limi- 
tations which provided also for change 
in premium, benefit and risk would leave 
only the shell of a non-cancellable policy. 
Therefore, it should not be called non- 
cancellable or guaranteed renewable. 


Principal Clause of Oklahoma Ruling 


The principal clause of the Oklahoma 
ruling reads as follows: 
“Non-cancellable accident and health 
policies are deemed to be those policies 
which cannot be cancelled by the in- 
surer and which are guaranteed re- 
newable to at least age 55 or for at 
least five years if issued at ages in excess 
of 49, and in which the insurer is pre- 
cluded from changing coverage provi- 
sions or otherwise reunderwriting on an 
individual basis after the effective dates 
of such policies and while they are in 
orce. 

_The ruling also is a guide to compa- 
les writing non-can. in the state on how 
the limitations upon the guarantee of 
renewability should be set forth both in 
the policy and in any advertisement of 
the policy. On the latter point Mr. 
Rhodes stressed: “This Department will 
consider any advertisement which refers 
to the guaranteed renewable or non-can- 
cellable nature of the policy to be mis- 
leading unless it shall disclose the quali- 
fications relating to the guarantee of 
renewability in a manner which shall not 
minimize or render obscure the qualify- 
ing conditions.” : 


Further Requirements 


It is further pointed out that the right 
to change the premium rate could be 
misleading to the public “if an insurer 
were to set for such a policy an initial 
rate inadequate to sustain normal in- 
creasing morbidity arising from ad- 
vancing age and other forseeable condi- 
tions, with the intention of raising rates 
after having used the initial low premium 
to secure the business.” 

Furthermore, the ruling requires that 
reserves on non-can. or guaranteed poli- 
cies be maintained on a basis consistent 
with Departmental regulations. Such poli- 
cies cannot be re-underwritten on an 
individual basis. The insurer may not 
reserve the right to add restrictive riders, 
change coverage provisions, or otherwise 


rewrite while the policy is in force. 

Finally, any table of premium rates 
applicable to guaranteed renewable poli- 
cies . . . must define the premium on 
each policy to which it applies on a 
basis that does not unfairly discriminate 
against any policy or policies, and “must 
be reasonably consistent with the pre- 
mium rates applicable to subsequently 
issued policies providing substantially 
similar benefits. Any change in rates 
must be filed with the Department be- 
fore they are effective.” 

Mr. Moorefield’s further reaction to this 
ruling is that it completely reverses a 


previous ruling of the Oklahoma De- 
partment, issued about six months ago, 
which had outlawed entirely the writing 
of the adjustable premium policy. At a 
public hearing held at the time company 
and industry representatives were well 
represented. The companies were divided 
into two camps with The Prudential 
taking the lead in maintaining that the 
changeable premium plan is the only 
sound basis on which a mutual life com- 
pany can sell non-can. and guaranteed 
renewable individual policies. In opposi- 
tion to this view are the Paul Revere- 
Massachusetts Protective, Monarch Life, 


Massachusetts Indemnity & Life and 
Loyal Protective, long successful in the 
non-can. field. 

Backed by his management, Mr. 
Moorefield holds strongly to the position 
that “a non-cancellable policy should 
guarantee the premium, the benefits, the 
risk covered, and the continuable rights.” 


REPORTS A. & H. GROWTH 
IHinois Mutual Casualty reports that 
its earned premium volume for A. & H. 
in 1956 was $3,840,204 of which $3,501,413 
was in commercial A. & H. business 
Losses incurred totaled $2,004,553. 





“love those 
COMBINED 


vested renewal 
checks” 





does an annual retirement income of *12,000 interest you? 


‘ 
Many agents are enjoying high incomes and are 
building up enviable retirement funds with the 
vested renewal program offered by the Combined 
Group of Companies. 


Why not you? 


The key to successful selling in the health-and- 
accident field is in specializing. Here, for 
example, is what a “specialist” can do with 
Combined’s Union Labor Plan: in only 10 years, 
an agent can build a retirement income of over 
$12,000 a year, while accumulating commissions 
of over $125,000.00 during those 10 years. And 
this is just one of the Combined package plans 
available —all with equal or greater income 
and retirement potential. 


To qualified agents, Combined offers: personalized 
sales training in specialty selling, counsel in 
selection of the Combined ‘package plan’ best 
suited to you, valuable merchandising aids, in 
fact, ‘the whole ball of wax’ to make you a 
successful health-and-accident specialist. 


Don’t delay. Find out now how Combined can 
put you on the road to success and future 
security. Mail the coupon—today—for the 
Combined story. 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American 
Insurance Co., Dallas; Hearthstone Insurance 
Co. of Massachusetts, Boston; First National 
Casualty Co., Wisconsin. 


Find Out What Combined Can Do For You 


I Combined Insurance Co. of America, Dept. 27 
| 5316 Sheridan Road, Chicago 40, Illinois 


| Gentlemen: Please send me the Combined story for 
agents and agencies. 
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O’Connor Sees Less Legislative 
Interest In Cash Sickness Bills 


O’Connor, managing di- 


Edward H. 
rector, Insurance 
America, recently expressed the opinion 


Economics Society of 


that state legislatures generally are 
showing less interest in establishing 
compulsory cash sickness plans. Mr. 


O'Connor pointed out that bills setting 
pending in 


up cash programs are now 

eight states and could possibly be passed. 

These states are Arkansas, Connecticut, 

Delaware, Illinois, Massachusetts, Mich- 

igan, Nevada and Idaho. : 
Mr. O’Connor presents the following 

state-by-state status of pending cash 


sickness legislation. 
Arkansas 


Arkansas. H.351, sponsored locally by 
labor, calls for a monopolistic program 
patterned after the program now exist- 
ing in Rhode Island. Hearing has been 
held and the measure “reported out” — 
but without recommendation. It has not 
yet appeared on the legislative floor, and 
since the session is due to end by March 


22, it will probably, Mr. O'Connor said, 
die in committee. Both Mr. O’Connor 
and Arkansas A. &H. leaders opposed 
the measure at the hearing. 
Connecticut, Delaware 

Seven bills have been introduced in 
Connecticut, six of the state monopoly 
type and one calling for an all-private 
operation. Sponsors of the monopolistic 
bills are Senators Bundock, Scanlon, 
Healey, and Rep. Warren. Sen. Scan- 


lon, ie sponsored the all-private bill. 
In 1953, a measure comparable to the 
present all-private bill was passed by the 
Senate but defeated on the House floor. 
Hearings on these bills have been tenta- 
iively scheduled for April 4 before the 
Joint Labor Committee. 

’ Delaware, Senate Bill 95—introduced 
by Sen. Nechay—is modeled after the 
UCD (Unemployment Compensz a 
Disability) bill now operative in Cali- 
fornia. Similar measures have been tried 
in Delaware before. The legislature has 
no time limit on its session, and no hear- 
ings on S.95 have yet been scheduled. 


Illinois, Massachusetts 


Illinois House Bill 128 to establish a 
New York type of compulsory disability 
payments for sickness, has been intro- 
dduced by Rep. Soderstrom. He tradi- 
tionally speaks for labor interests. His 
measure would tax both employer and 
employe 134%. No hearing dates have 
been set. The Illinois legislature stays 
in session through June. 


Massachusetts. Two bills, both calling 


for a compulsory cash sickness program, 
have been introduced. These are H.992 
and H.1583. However, last week they 
were merged by legislature authority 
into House Bill 2789, which calls for 


the whole broad subject of cash sickness 
legislation being referred to a legislative 
study committee. 

If HB2789 is disapproved according 
to Mr. O’Connor, it will mean the ninth 
consecutive year that the effort to estab- 
lish cash si programs in Massa- 
chusetts been defeated. 


sickness 
will have 


Michigan, Nevada, Ohio 

Michigan. Companion bills —H. 195 
and S. 1169—have been introduced to 
establish a compulsory program along 
the lines of that operating in New York. 
Hearings have been tentatively set for 
March 26 before the labor committee of 
the legislature. This is the fifth session 
in which efforts have. been made to pass 


this caeia lation in Michigan 


Nevada. House Bill 200—by Rep. en 
bey—has been introduced. It is a Cali- 
fornia-type bill, somewhat similar to bills 


However, 
> been poorly drawn, and 


offered in previous sessions. 


it is said to have 


so a request for a substitute was is 
sued. But the substitute has not yet 
been received. Since the Nevada legis- 


lature is expected to adjourn next week, 





EDWARD H. O’CONNOR 


the matter probably will not come up for 
consideration. 

Ohio. A bill calling for a state monop- 
oly program of cash sickness benefits 
has been introduced by Senators Wit- 
mer, King and Carney. It is S. 212. No 
hearings have yet been scheduled. Sev- 
eral attempts have been made to estab- 
lish this program in previous Ohio ses- 
sions. 

Sees Decreasing Interest 

The “decreasing interest” apparent in 
state legislatures, Mr. O’Connor ex- 
plained, is due to the great strides made 


in selling group accident and sickness 
coverage. Through this successful and 
continuing effort, he said, working men 


and women are finding greater protec- 
tion than would have been provided un- 
der State programs. 

But attempts continue, Mr. O’Connor 
stated, to expand the cash sickness laws 
in California, New York and New Jer- 
sey. In Rhode Island, of January 
1, 1957, the taxable wage base was raised 
from $3,000 per year to $3,600, and the 
maximum benefit upped to $30. Reports 
as of January of this year show this 
10% contribution increase was more than 
offset by spending increase of 121%%— 
indicating still further contribution in- 
creases may be required. 

In California, Mr. O’Connor said, 
vate insurers are losing ground to the 
ee insurance offerings. When the 
California program was first launched 10 
vears ago the private companies had a 
“very substantial” majority of the busi- 
ness. Today, however, their percent- 
age has declined to 46.5%. 


as 


pri- 


Argonaut’s Insured Wins 
Industrial Safety Award 


Redwood City, 
certificate of 


Ampex Corp., Calif., has 
been awarded a merit for 


an exceptional industrial safety achieve- 


ment. This certificate is in recognition 
of 4,660,000 man-hours worked without 
a lost-time accident by the company’s 


plant personnel, and covers a period of 
37 months. 
Presentation was made at a meeting 


officials of 


ance Group, the firm’s insurance carrier, 


attended by Argonaut Insur- 


and Power & Dalzicl, insurance brokers. 
The award was presented by Admiral 
Richard S. Morse, secretary of Argonaut, 


and was accepted by George I. Long, Jr., 
president of Ampex. 








ame 4 Will Ep Happy to oe You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 


Elected charter member of Esquire Club; Members of 
Diners Club, Duncan Hines, Executives Diners 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 


Club, Expense Charge. 








John Thompson Now With 
The Employers’ Group 


John Thompson, who has had over 20 
years’ background in accounting and 
statistical work, has joined the Employ- 
ers’ Group, New York Department, 
as assistant superintendent of the ac- 
counts department. 

His background includes some years 
with Preferred Accident in charge of 
the accounts department in Boston, then 
with National Bureau of Casualty Un- 
derwriters as assistant statistician, fol- 
lowed by a few years with the London 
Assurance as statistician. He is a grad- 
uate of New York University. 


Indiana Blue bis Probe 


Into Rates, Sales, Taxes 

The Indiana Legislature unanimously 
passed a joint resolution agp as the 
Blue Cross Investigation Bill) to “con- 
duct a study of the operations of all 
companies or associations or others en- 
gaged in the business of providing hospi- 
talization or prepaid hospital expense 
plans”. 

Although not specifically mentioning 
the Blue Cross, nevertheless its sponsor, 
Sen. J. Russell Townsend, had been 
quoted previously (when the Blue Cross 
rates were increased in Indiana) that he 
felt the situation needed investigation. 

This investigation will include delving 
into rates, management, policy and cer- 
tificate forms, sales activities, claim set- 
tlements, cooperation with hospitals and 
clinics. It is noted that the word “insur- 
ance” is not in the wording of the reso- 
lution, which would seem to confine the 
investigation to hospitals (“those provid- 
ing hospitalization”) and prepaid hospi- 
tal expense plans (primarily the Mutual 
Hospital Insurance Co., which sells the 
Blue Cross plan in Indiana). 

Not only the rate structure, but partic- 
ularly the fact that Mutual Hospital 
does not pay Indiana gross income tax, 
will be probed. 

The Mutual Hospital does not pay 
this tax despite an _attorney-general’s 
ruling that it was subject to it. 

The special committee will report its 
findings by September 15, 1958. They 
will be considered at the 1959 session of 
the Indiana biennial Assembly. 

Industry associations in Indiana took 
no official stand on the resolution, but 
individual members of the life and A. & 
S. associations were urged to get their 
legislators to support the measure. 


Year-End Ins. Portfolio 


Of Insuranshares, Inc. 
Insuranshares Certificates, Inc., the 
closed end investment company whose 
stock is listed on the New York Stock 
Exchange, discloses in its latest state- 
ment that 2,612 shares of Insurance Co. 
of North America were added to its port- 
folio during the past year. 
In the same period Insuranshares re- 
duced its holdings of Fidelity-Phenix by 


291 shares; Fireman’s Fund by 950 
shares; Hartford Fire by 350. shares, 
Phoenix .of Hartford by 2,889 and St. 
Paul & M. by 40 shares 

Its list as of December 31, 1956, com- 
prised Aetna Casualty & Surety, 1,359 
shares; American Re-Insurance, 7,954; 
Federal, 10,000; Fidelitv-Phenix, 618; 


American, 
America, 

7,812; 
Paul, 


13,350; Great 
North 
National, 


992, and St. 


lireman’s Fund, 
116; Hartford, 17,275; 
17,072; Northwestern 
Phoenix of Hartford, 


11,220, 





Combined Group Holds 
“Pow Wow” at D. C. 


“How” is the password of a special 
“pow wow” sales conference held re- 
cently by Combined Group of America 
at the Willard Hotel, Washington, D. C. 

“How” was chosen as the password by 
W. Clement Stone, company president, 
to denote this theme of the conference: 
“How to sell more policies; how to pro- 
duce more wampum for the salesmen and 


the company, and how to extend the 
benefits of Combined’s policies to an 
even greater number of policyholders.” 


Assisting the president as the “chief 
of his tribe’s pow wow” were two leaders 
among the “salesmen braves”—Bob Cur- 
ran, a regional sales manager for the 
Hearthstone and Al Allen, regional sales 
manager in five mid-west states. 

The Washington “pow wow” was at- 
tended by Combined salesmen from Ohio, 
Pennsylvania, New York, West Virginia, 


Virginia, Delaware, Tennessee, Missis- 
sippi, Alabama, Georgia, Florida, and 
North and South Carolina. 


D. Eisenhower was among the sales- 
men attending. He, however, is not the 
President of the United States, but Mr. 


Delroy Eisenhower of Lebanon, Pa., a 
salesman for Combined. 
Mr. Stone wid the Washington “pow 


wow” was the first of a series of similar 
conferences to be held throughout the 
country to remind salesmen of the sales 
techniques necessary to “achieve the ul- 
timate wampum.” 





Workmen’s Comp. Claims 


Commission for New Mexico 

A bill to take workmen’s compensation 
claims out of the courts and place them 
under the jurisdiction of a commission 
Was given final passage in the New 
Mexico Legislature. The bill has been 
sent to Governor Mechem. 

Another proposal in the New Mexico 
legislature which failed of enactment 
would have eliminated private insurance 
companies from the workmen’s compen- 
sation business and set up a state fund 
to which employers and employes would 
have had to contribute. 


NATIONWIDE TO OPERATE IN IND. 

The Nationwide of Columbus began 
operations in Indiana on March 15. 
Orval Thrush is regional sales man- 
ager in charge with state headquarters 
in Indianapolis. 








Teen-age Drivers Seen Much 


Maligned by Adm. Miller 


Rear ata H. B. Miller, director of 
President Eisenhower’s Committee for 
Traffic Safety, said in New York re- 
cently that the nation’s teen- -age drivers 
are “much maligned citizens”. 

“The entire group of teen-age drivers,” 
Admiral Miller said, “is criticized for 
the actions of a few who, because of 
their reckless and irresponsible behavior, 
gain public attention and censure.” 

Admiral Miller made his statement in 
a luncheon address at the Waldorf- 
Astoria Hotel opening the sixth annual 
teen-age road-e-o, a national campaign 
to promote safe driving among the na- 
tion’s youth. 


NEW MEDICAL EXPENSE RIDER 

Great Southern Life of Houston re- 
cently announced a supplementary acci- 
dent medical ease rider for use with 
its hospital and surgical policy. It is 
available to men, ages 18-55, classes 
AAA-C and to women, same ages, classes 


AAA-A. Maximum benefit is $4,000. 
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REPORT ON STATE FARM/Co-op Advertising 


NO 
“MISSING LINKS” 
HERE 


HOW STATE FARM’S UNIQUE CO-OP ADVERTISING 
PROGRAM PUTS THE POWER OF NATIONAL ADVERTISING 
TO WORK OVER THE AGENT'S OWN SIGNATURE 








How can the independent insurance agent make full use 
of a company’s national advertising in his own sales presen- 
tation? How can he use it to introduce himself and his 
company to an insurance prospect, and to establish an 
atmosphere of confidence and trust? 2 fe : eee 

State Farm’s answer is a unique cooperative adver- ts 
tising program that provides the ‘‘missing link’’ be- 
tween national ads and local agents. This program is 
outstanding in two ways: State Farm not only shares 
the cost of the independent State Farm agent’s own 
advertising, but provides him with up-to-date ma- 
terials that tie in with State Farm’s year round adver- 
tising on network TV and in national magazines. 

Result: newspaper ad mats—local radio and TV spot 
announcements—outdoor posters, movie trailers, roadsigns, 
billboards—direct mail pieces—‘‘Yellow Pages” trademark 
listings—and literally hundreds of other promotional pieces 
that bring the power of one of America’s biggest insurance 
advertising campaigns to the agent’s own advertising— with 
his name and address plain to see. 

Do agents like it? They seem to. Thousands have 
responded to this continuing program. In fact, they 
have made it one of the largest, most widely used co- 
operative programs in the entire insurance industry. 

This program is typical of the unique advantages that 
State Farm agents have—the sort of advantages you’d 
expect with America’s largest auto insurance company— 
insuring more cars than any other company in the world. 







STATE FARM 


SS 


INSURANCE 







If you would like to know more about any aspect.of State Farm operations, 
simply write: Director of Public Relations, State Farm Mutual 
Automobile Insurance Company, Home Office: Bloomington, Ill. 
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| think wuHtiple- lino 


roprowvrctoton it the finest 
investment ony agent con wake 


says Kenneth H. Martin of Enid, Oklahoma 
representing The Travelers since 1948. 


“T believe that a multiple-line connection is im- 


portant to any agent because you never have to turn 


away from a prospect after one ‘No’ answer. If he is 


not interested in Casualty insurance, I can switch 
my line of presentation to Fire or Marine. If he is 
not interested in Life insurance. I can talk about 
Accident or the Business lines. The beautiful part 
about multiple-line is that one does not need to 
change his story. I can start with The Travelers and 
continue to impress on the prospect the name of one 
of the largest insurance companies in the world. If 
I had to talk about a different company on each line 
of insurance, | would have to resell the prospect 
constantly during the interview. 





Mr. Mittarp T. Witson, Vice President 
The Travelers Insurance Companies 
Hartford, Conn. 
Please send me further information concerning 
Travelers Multiple-Line Representation. 


Name___ 








Street 


I have frequently said that no higher job goal 
can be attained than having a multiple-line agency 
with The Travelers. I think the prestige and the 
ease of doing business in this manner offer an un- 
beatable combination of dollars and cents value and 
personal satisfaction. That is why I say that repre- 
senting The Travelers with a multiple-line franchise 
is the finest investment that any agent can make.” 

It will take a very small investment of your time 
to get details of the kind of multiple-line representa- 
tion that Kenneth Martin and thousands of other 
Travelers agents are enjoying. Why not get in 
touch with the nearest Travelers branch office or 
general agency or send us the attached coupon. 


a 


HARTFORD 15, CONNECTICUT 


si 


All forms of personal and business insurance 
including Life + Accident + Group + 


4 ' Z ° . 
gem _ GIP. <* ~=Automobile « Casualty + Fire « Bonds 
UGH tHe TRANE a 









































